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Aetna Ins. Group 
Assets $265,750,912 
Gain Of $6,144,699 


Net Premiums in 1956 Increased 
Over $10,000,000 to Close to 
$150,000,000; Surplus Down 


UNDERWRITING LOSS SHOWN 


President Allen Cites Higher Losses 
and Expenses; Competitive, 
Underwriting Problems 

The 


ford, 


Aetna Insurance Group of Hart- 

in issuing its 138th annual report 
covering 1956 operations, shows con- 
solidated assets of $265,750,912, an in- 
crease of $6,144,699 over 1955, and pol- 
icyholders’ surplus of $75,105,815, a de- 
crease of $2,571,455 compared with the 
year before. The group reports an un- 
derwriting loss of $7,965,229, as against 
an underwriting profit of $516,897 in 
1955. 

Net premiums written by the Aetna 
Group last year amounted to $149,688,243, 
$139,540,588 in 1955. The 
earned premium reserve was increased 
$5,759,395. Net premiums earned in 1956 
amounted to $143,928,848, compared with 
$136,621,574 in 1955. Loss, and loss ex- 
pense, incurred was $88,975,001, up 
$10,907,661, and expenses incurred were 
$62,919,076, an increase of $4,881,739. The 
combined loss and expense ratios totaled 
103.9%. Investment income amounted to 
$5,680,119, a drop of nearly $417,000. 
Other income increased $100,050. 


against un- 


Outlook for the Future 


Looking at the future President Clin- 
ton Allen states in the reports to 
stockholders : 

“Every current indication is that the 


-impetus of 1956 general business condi- 


tions will start 1957 at a high level of 
activity. Whether this pace can be main- 
tained throughout the year is debatable. 
The fire and casualty business is going 
through a period of major transition pri- 

marily brought about through the mul- 
tiple line underw riting concept. Fire 
companies are getting into the casu: ilty 
business and casualty companies are 
driving for fire and allied business. Some 
companies have extended their multiple 
line operations by acquiring carriers 
which were strong competitors in the 
opposite field. 

“These dev elopments lead to constantly 
increasing competition for business with 


(Continued on Page 30) 
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You ae 8 
Can Get FURTHER FASTER 


with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 
Major Medical. 


TRAINING — to sell all forms of Participating Life Insurance 
—in individual programming, Business Insurance, estate 
and tax planning. 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 
for all salesmen. 


Frank S. Vanderbrouk, President 
Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
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Market Development 
Division Set Up 
By Mutual Life 


See New Techniques Needed If 
Life Insurance Is to Compete 
for Consumer Dollar 


H. G. WOOD TO HEAD UNIT 


Will Operate Under Direct Super- 
vision of Stanton G. Hale, 
Vice President for Sales 


Mutual Of New York is setting up a 
market development division in its sales 
by Homer G. 
Adver- 


agency 


headed 
the Grey 
where he directed 


department, to be 


We ¢ d, 


tising 


formerly with 
Agency, 
marketing and research activities for 
as Procter & Gamble, Gen- 
Electric, Firestone, RCA Victor 
National Broadcasting Co. 

the 
said it was created 
that 


most important 


clients such 
eral 
and the 

Commenting division, 
MONY 
tion of 
of the 
try today. 
of intangibles as well as tangle products 


on new 
“in recogni- 
the fact marketing is one 
aspects of indus- 


This applies to the marketing 


New techniques need to be developed if 


insurance is ssfully 
the ce 


t 
ot 


life to compete 


dollar 


product Ss 


succe 


for ynsumer against manu- 
as well 


The 


department 


factures consumer 
ainst savings institutions 
MONY’s 
ai 


ll types of products are 
an effort to 


new 


as ag 


division in sales 
will study how 
being marketed develop 


in 
techniques.” 
Background of H. G. Wood 

Mr. Wood has 


been assistant to the 
president for sales, Stanton G. Hale. 
Mr. Hale 
and improving 
for MONY to 


its multiple 


new 


Effective immediately, 
vice 


He 


in 


appointed 


will work directly with 


devising new methods 


existing tested methods 


merchandise and market 
products. 


4] 


also 


of personal insurance 
Wi 
the dev elopn rent of specific 
MONY’s pre the devel 


and tré ining 


lines 

Mr 
include 
kets for 


responsibilities will 


ood’s 
mar- 
p- 
x methods 


for special 


ducts, 
ment of rec ‘ruiting 
mar- 


as required or desirable 


kets, and the testing of marketing tech- 


niques and new products. 


Mr. Wood, 


from Ohio State 


36 vears old, was graduated 
in 1940 
from Uni- 


University and 
his master’s degree 
of 1942. 
service overseas with the Army 
in World War II, 
at Yale University 
Ph.D. there in 1948. d 
He served as assistant professor of 
psychology at Purdue University and 
industrial staff psychologist for Rohrer, 
Hibler & Replogle, of Chicago, until 
1951, when he was recalled to military 
duty during the Korean conflict. For 
two and one-half years he was with the 


received 
versity Arkansas in Following 
military 
he resumed his studies 


and his 


received 
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1956 Sales by 


IN Woktxe Kel URS -SEES 


INANURAUKon IES 


GREAT FIELD FORCE 


Ko} oun ola -WALORUES 
all-time high 









JANUARY SALES of $70,025,236 topped by $5,599,- 
241 the previous all-time high for any single month 
set in January, 1955. 


100 TOP PRODUCERS 


Sold $140,795,646, averaging $1,407,956 per man, 
compared with $127,547,694 and $1,275,477 in 1955. 


26 CONSECUTIVE RECORD MONTHS 


Including the 12 months of 1956, sales in each of 26 
consecutive months exceeded the high-level cor- 
responding month of all past years, and made 52 
consecutive months with sales topping the same 
month in the preceding year. 


108 MILLION-DOLLAR PRODUCERS 
(Ordinary in Massachusetts Mutual) 


Each of 108 producers, including seven General 
Agents, placed over $1,000,000 Ordinary in the 
Massachusetts Mutual for a total of $153,016,282, 
compared with 81 million-dollar producers and 
$116,065,442 in 1955. 


Ptessachusets Mitaal 


LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


The Policyholder’s Company 








Ordinary, New High, 1956. . .$644,213,709 





Previous High, 1955........$558,925,000 





15.3% Increase............$ 85,288,709 














HARRY 
GREENSFELDER, JR., 
C.L.U., 


of St. Louis, with sales of 
$3,229,750, was the lead- 
ing producer for the year. 





LOS ANGELES AGENCY, John W. Yates and Robert L. 
Woods, C.L.U., General Agents, with sales of $39,144,657, 
led the field and topped by $8,611,233 its own 1955 record, 


the previous all-time high for any 
agency. 
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Plans Of New Prudential Center, Boston 


Northeastern Home Office To Be 50 Stories; Civic Auditorium, Hotel And Apartment Houses 


The building plans of The Prudential 
with respect to the erection by that 
company in Boston of the largest sky- 
scraper in New England which will be- 
come the company’s regional home office 
for New England and part of New York 
state, together with a hotel, apartment 
house and other structures, were out- 
lined by President Carrol M. Shanks 
at a luncheon on Thursday of last week 
given by the Greater Boston Chamber 
of Commerce at the Hotel Sheraton 
Copley. 


Project May Cost $100,000,000 


At a press conference in Boston held 
before the luncheon Vice President W. 
Escott Toole, in charge of home office 
buildings and plants of Prudential, was 
asked by a reporter if the cost of the 
entire project-——Prudential Center—would 
eventually reach $100,000,000. Mr. Toole 
has been chief representative of the 
company with respect to conferences in 
Boston with contractors, architects, 
builders, city officials and Greater Bos- 
ton Chamber of Commerce. 

Response of Mr. Toole was that it is 
too early to make an accurate estimate. 
However, Valentine Howell, executive 
vice president of Prudential, the com- 
pany’s chief executive in over-all super- 
vision of The Prudential Center pro- 
gram, and who attended the press con- 
ference, said this figure may not be 
an exaggeration. 

The tremendous enthusiasm with which 
Boston has received the news that The 
Prudential is establishing its new home 
office in that city, and the great boost 
the project as a w hole will give the city, 
was everywhere apparent. For three 
days the Boston papers ran across-the- 
page top headlines and long feature 
stories. Mayor John B. Hynes of that 
city, in a talk at the luncheon, said: 

“We know that other cities have been 
in competition with us. We are tre- 
mendously gratified the Prudential has 
chosen Boston. A long period of en- 
deavor, of uncertainty, and of hoping 
has ended. The Prudential’s decision to 
build its Northeastern home office here 
was based on hard facts—Boston was 
the best place for it.” He added that it 
was certain to inspire other progressive 
building developments in the Boston 
community. 

President Henderson of the Greater 
Boston Chamber of Commerce said: 

“This is the opening gun in a resurgence 
of business and industrial growth which 
will bring greater prosperity to every 
one of our 2% million citizens. Because 
of this huge investment in our city and 
because it comes at a time when Boston 
is vigorously springing to new heights 
in economic development the Prudential 
Center Project will go down in the 
annals of Boston history as a significant 
turning point in the rebirth of a great 
city.” 

The demand for seats at the luncheon 
had been so great that all seats were 
asked for several days in advance and 
so it was necessary also to hold an 
overflow luncheon. 

President Henderson of the Chamber 
and its other officials had gathered on 
the dual dais of the main luncheon room 
with more than 70 of the city’s leaders in 
finance, insurance, industry, railroads, 
and_ the publishers of Boston’s daily 
papers. All on the dais were introduced. 
Around the tables were many other Bos- 
ton leaders. 

Both the John Hancock and the New 
England Life published on the morning 

of the luncheon large advertisements 
welcoming The Prudential to Boston. 
Hancock’s advertisement read: 

“Greetings, Prudential. Your invest- 
ment program in Boston’s Back Bay 





By CLareENcE AxMAN 


is good news for every Bostonian. It’s 
wonderful to know that you, too, have 
demonstrated eloquent faith in Boston. 
We believe that your development in 
this region means ever increased accept- 
ance of the life insurance idea and thus 
more security and independence for the 
families and businesses we all serve. The 
5,500 members of the John Hancock 








home office family welcome your staff 
members who will one day come to your 
new regional office in Boston. We ex- 
tend to them our warmest good wishes 
for success and happiness.” 


What Project Includes 


Mr. Shanks 
said that the 


address 
encom- 


in his luncheon 
project, which 





The Prudential Center to be erected on 311/3 acre site in Boston will consist of 12 
structures inter-connected by covered, glass-walled walkways. Prudential tower in 
center will rise 50 stories above street level. Four smaller towers on right and long 
structure behind them are apartments which will provide 1,250 dwelling units. In 
left foreground is civic auditorium to be erected by City of Baston. Behind it is 
proposed 1,000-room hotel to be erected by private interests. Circular building in 
center foreground is restaurant, which will have capacity of more than 800 diners. 
It is flanked to the rear by commercial buildings for stores and offices. 





Bright Picture of New England’s Future 


Shanks Sees Industry Transition With Electronics, Research 
and New Manufacturing Types Moving In 


Despite the fact that many businesses, 
such as textiles, started moving out of 
New England is no reason to assume 
that New England will not progress, 
Carrol M. Shanks, president of The 
Prudential, said to business men in Bos- 
ton last week. 

“Tt simply means that businesses which 
belong somewhere else will go where it 
is most economical for them to operate, 
and those that belong in New England 
will stay there, or will come there and 
grow as they ‘have been during the past 
few years,” he said. “In the end when 
the transition period is finished you will 


have a sounder economy than ever be- 
fore.” 
Continuing, Mr. Shanks said: “Fortu- 


nately, New England, for a variety of 
reasons, lends itself to the electronic 
industry, to research and to manufac- 
turing on a ‘thigh and complex plane. 
Those are the industries of tomorrow. 
They are the industries upon which the 
future economy of the nation will be 
founded.” 


Section’s High Per Capita Income 


In describing why New England has 
not shown, in recent years, as rapid a 
growth either in industry or in popula- 





tion as has the nation as a whole, Mr. 
Shanks gave this as his opinion: 

“One reason is because of a _ basic 
change in the nature of New England's 
industry. In the place of the cotton in- 
dustry, for example, which originally 
employed so many people, generaily at 
low or moderate wages, New England 
now has the kind of industries that 
employ fewer, but can pay far higher 
wages. This is one reason why New 
England has a per capita income sub- 
stantially higher than the United States 
as aw hole, and why the growth of per 
capita income in New England since 1950 


has run well ahead of the nation. The 
textile towns, of course, suffered and 
still suffer in some cases from this 


transition; but the area as a whole has 
in the main made its adjustments, and 
this has only just begun to show in the 
statistics.” 

Calling Boston the cultural and edu- 
cational capital of the nation, Mr. Shanks 
saw no reason why it should not be an 
economic capital of major proportions. 

“There is money here to be invested,” 
he continued. “Statistics indicate that 
people in this area have more extensive 
investments than any other people any- 
where, but the bulk of these investments 


passes 31 acres, is more than twice the 
size of Rockefeller Center. The head 
office building will be approximately 50 
stories tall. It will rise about 600 feet 
into Boston’s skyline; will include a 
municipal convention hall that will have 
a seating capacity of 6,000; a hotel which 
will be Boston’s largest, a complex of 
garden and tower apartments capable 
of housing 4,000 persons; a restaurant 
at which 800 to 900 persons can be 
served at a single sitting and “a 
full of shops and special stores.” The 
project will also provide underground 
parking for about 5,000 automobiles. 


May Take Five Years to Complete 


Mr. Shanks said that construction will 
begin as soon as the detailed architec- 
tural drawings are completed. That pre- 
liminary work will take about a year. 
The entire project will be completed in 
nearly five years. 

The major part of the development 
will be situated on what are now the 
Back Bay Yards of the Boston and 
Albany Railroad. Prudential acquired 
an option on the property from Roger 
Stevens, nationallly prominent realtor, 
who will become a Prudential consultant 
on the development. With Mr. Stevens’ 
help, a contract was drawn under a 
single plan between the Prudential and 
the B. & A. Railroad interests for pur- 
chase of the property—28% acres—by 
the insurance firm on January 22. 

Adjoining parcels, comprising 2% 
acres (including the site of the Mechanics 
Hall Building), will raise the total plot 


(Continued on Page 6) 


$6/2 Billion in Force in Area 
To Be Handled by Pru H. O. 


The territory to be covered by the 
Northeastern home office of The Pru- 
dential will be all of New England and 
“up state’ New York above Westchester 
County. Thus, the Long Island counties 
are not to be included in the North- 
eastern home office jurisdiction nor are 


such towns as Mount Vernon, White 
Plains, New Rochelle, Rye, Tarrytown, 
Larchmont and Port Chester, all of 


which are in Westchester County. 

Number of local offices company has 
now in the Northeastern H. O. area is 
221; number of policyholders is 4 mil- 
lion; life insurance in force is $6% bil- 
lion and investments are $783 million, 
including $225 million in mortgage loans. 

It is anticipated that the new North- 
eastern home office will operate with a 
staff of about 1,500 employes, most of 
whom will be recruited from the Boston 
area. 





More and more 
area can be put 
Massachusetts, in 
return here is as 
In my estimation 
at least as secure, 


is not in New England. 
of the money in this 
to work in Boston, in 
New England. The 

good as anywhere else 
the investments will be 
and the money you invest in making 
local progress is money that, as it does 
elsewhere, will pay you extra dividends 
in pride and contentment and security.” 


Prudential Center Strictly a Business 
Investment 


The Prudential president said that its 
project in Boston is being made strictly 
for business reasons and for profitable 
investment. “One reason we think it will 
be profitable is because we count on 
Boston in particular, and Massachusetts 
in general, to back up the constructive 
investment we are making here,” he 
said. “We expect more and more of our 
investments generally to go into New 
England and that more of your invest- 
ments will be placed here.” 
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Provident Managers 


In Arizona Meeting 


PAUL SCHENCK ASSN. PRESIDENT 





President Brawshaw and Agency Vice 


President Sprague Head Home 
Office Delegation 


of the General 
of 


The annual meeting 
Agents and Managers 
Provident Mutual Life was held at the 
Marcos Hotel, Chandler, Arizona, 
January 21 through 25. 

The of the 
meeting was the presentation by Agency 
Vice President Sprague of 
Production, Premium and Agency Build- 
ing to the following 
heads whose 1956 performances earned 
them this 
Thomas F. Irwin, Philadelphia, company 
leader for the year; Ralph W. Tipping, 
CLU, Los Angeles; Philip H. Gillis, New- 
ark, N. J.; John C. Vance, New Castle, 
and Leonard H. Morgan, York, 
Pa. Mr. Sprague awarded Premium 
Plaques to: Mr. Irwin, A. Morse Baker, 
CLU, Philadelphia (in absentia); Mr. 
Gillis and Mr. Vance. The Agency Build- 
ing Plaques were presented to: J. Henry 
Hooper, Baltimore-Washington; Mr. Tip- 
ping; Paul W. Schenck, CLU, Greens- 
boro, N. C.; Richard M. Mueller, In- 
dianapolis; and Mr. Morgan. 

The following day’s session was de- 
voted to a discussion of various matters 
of company importance. Featured speak- 
ers were: President Thomas A. Brad- 
shaw; Executive Vice President James 
H. Cowles; Vice President Charles E. 
West; and Mr. Sprague. This meeting 
was presided over by Association Presi- 


Association 
San 
feature opening dinner 
Lewis C. 
agency 


Plaques 


recognition: Production: 


dent W. Lawrence Rotz of Decatur, 
Illinois 
Some Program Features 
The third day’s session was devoted 


to the various phases of the recruiting 
and selection of agents and was presided 


over by Knox Turnbull, CLU, Char- 
lottesville, Va. Participants in this ses- 
sion were: Charles H. Everett, CLU, 
Atlanta; Eugene R. Hook, Westfield, 
N. J.; Henry G. Barnhurst, New York 
City; and Assistant Manager of Agen- 
cies Frederick J. Kiefner, CLU. 


W. Henry Blohm, Cincinnati, presided 
over a two-part session the following 
day. The first part was devoted to the 


selection and supervision of supervisors 
with discussion leaders Mark M. Moore, 
Jr., CLU, Minneapolis, Mr. Tipping and 
Director of Sales C. Gordon Ferguson. 
The second part was given over to a 
report by Director of Sales Research 
Everett D. Armantrout on the company’s 
sales portfolio, present and future, and 
a report by Group Manager Charles E. 
Probst on the company’s progress and 
objectives in that field. 


At the final session, the following 
officers of Provident Mutual General 
Agents and Managers Association were 
elected: President, Paul W. Schenck, 


CLU, Greensboro, N. ( ; Vice President, 
Mark M. Moore, Jr., CLU, Minneapolis; 
Secretary-treasurer, Ralph W. Tipping, 
CLU, Los Angeles. New Executive and 
\dvisory Council Members elected were: 
John N. Savage, Dallas, and John J. 
Tunmore, New York City. ‘ 





Mutual Appoints Wood 
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MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
The Finest in Non-Cancellable Disability Insurance 


Insurance to provide income in the event of disability is 
THE FOUNDATION OF ALL SOUND INSURANCE PROGRAMS 
Add this vital protection to every Life Insurance Program 


LOYAL ATKINSON 














Manager 


New York = MU 7-5212 




















WANTED 


Business Manager for trade association 
70,000 members. Familiar with financial afid 
business operation, handle conventions and 
general charge of business operation. Experi- 
ence in business operation of a large agency 
or insurance company preferred. 

Address Box 2481, The Eastern Underwriter, 
93 Nassau Street, New York 38. 







HOMER G. WOOD 











Central Intelligence Agency senior 
staff psychologist. 

After his separation from the Organ- 
ized Reserves in 1953, he joined Lever 
Brothers Co. as sales training coordi- 
nator. In December, 1955, he went with 
Grey Advertising. 


as 


Manager Boston Agency 
For State Mutual Life 





Chattanooga Group Office 
Opened By Mass. Mutual 


To provide increased facilities for its 
rapidly expanding business in Tennessee, 
Massachusetts Mutual Life, Springfield, 
Mass., announces the opening of a dis- 
trict Group insurance office in Chatta- 
nooga. 

L. Basil Savard has been appointed 
district Group representative, in charge 
of sales and service. The entire opera- 
tion is under the general supervision of 
Stanley Johnsen of Atlanta, manager of 
the company’s southern Group insurance 
region. 

The new office will serve policyholders 
of eastern and central Tennessee, as 
well as the general agencies of Massa- 
chusetts Mutual in Chattanooga, Knox- 
ville, and Nashville. In his new capacity, 
Mr. Savard will work in close coopera- 


tion with General Agents Marvin B. 
Harper, CLU, Chattanooga; David M. 
Blumberg, Knoxville; and H. Martin 





Nunnelley, CLU, Nashville. 


A graduate of Yale University, Mr. PETER J. FEENEY 
Savard has been on the staff of the " 
company’s Atlanta office for several 


State Mutual Life has appointed Peter 
J. Feeney manager of its downtown Bos- 
et ee ton agency where he succeeds George 

NAMED BY CONN. GENERAL M. C. Goodwin who has resigned after 

Vice President Stuart F. Smith, Con- eight years as general agent. 
necticut General Life, announced two Mr. Feeney joined State Mutual a 
management appointments in the com- year ago as an assistant superintendent 
pany’s field organization. of agencies in the Worcester office. 

John E. Bailey has been appointed Prior to that he was an agency super- 
assistant manager of the Atlanta broker- visor in Boston for Connecticut Mutual. 
age agency, and William N. Walker will He is a past president of the Boston 
be assistant manager of the Portland, Life Supervisors Club and former di- 
Me., branch office. rector of Boston Life Underwriters Assn. 


years, during which time his operations 
were centered in Tennessee. 


N. Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


| Starts Monday, March 4, for 
Broker’s & Agent’s Exam. on June 20, 1957 


|REAL ESTATE COURSE 


Starts Wednesday, March 6, for 
State Examination on May 1, 1957 
AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 
INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 38, N. Y 
Near City Hall 
COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 




















Brooklyn Branch Holds 


Annual Sales Congress 

The eighth annual sales congress of 
the Brooklyn Branch of the Life Under- 
writers Association of the City of New 
York was held recently at the Hotel 
St. George, Brooklyn. Theme of the 
meeting, which was conducted by Chair- 
man Walter J. Brennan, Provident Mu- 
tual, was “This Is Your Life.” 

Paul Mills and Bernard Roberts, 
speech specialists and partners of the 
firm, “Sales Power,” described the prop- 
er use of the voice and gave examples 
of the effectiveness of proper inflection 
and emphasis in the sales talk. 

Neal J. Rorke, director of psychologi- 
cal services with George Fry and Asso- 
ciates, presented a discussion on the 
characteristics common to all successful 
life underwriters. 

The program concluded with a talk by 
Earl P. Rubini, manager for Metropoli- 
tan Life. 


PLANS ANNUAL MEETING 
The Home Office Underwriters Club 
of the Western States will hold its an- 
nual meeting June 5 at Pebble Beach, 
Cal, 
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LARRY CAMPS SANDFORD R. JOHNSON 


Life ¢ Annuities ¢ Group °¢ Disability Benefits © Pension Trusts 
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110 East 42nd Street, N. Y. C. 





NELSON BROMS 




































February 8, 1957 





Page 5 








B. N., Woodson President of 


Union National of Lincoln 





BENJAMIN N. WOODSON 


Benjamin N. Woodson, CLU, has been 
named president of Union National Life 
of Lincoln, Neb. William E. Barkley, 
who serv ed as president of the company 
for the past six years, has been elected 
chairman of the executive committee. 
Andrew Delaney, vice president and ac- 
tuary of American General Life in Hous- 
ton, was elected to the same title at 
Union National and added to the board. 

The former managing director of the 
National Association of Life Underwrit- 
ers and the Life Underwriter Training 
Council, Mr. Woodson is also president 
of American General Life and Hawaiian 
Life of Honolulu, T. H. 

Mr. Barkley will continue to direct 
the company’s operations at the home 
office in Lincoln. Mr. Woodson will 
maintain his residence in Houston, but 
will spend a few days each month in 
Lincoln. 

The Union National is a member of 
the American General Group of Hous- 
ton, headed by Gus S. Wortham. It 
has recently expanded its operations, 
entering the states of Washington, Cali- 
fornia, Oregon, Idaho, and Indiana for 
the first time. As of December 31, 1956, 
the company’s statement showed insur- 


ance in force of $179,000,000. 


Talk to Ad Men on N. Y. Life 
Exhibit and Pru “Air Power’’ 


The Gotham Group of Life Advertisers 
Association at a meeting January 25 
heard representatives of the New York 
Life and Prudential describe their com- 
panies’ latest ventures in public relations 
and national advertising. 

John Abbott, second vice president, 
public relations, and Allen Bailey, public 
relations department, New York Life, 
described their company’s exhibit at 
Grand Central Terminal in New York 
City. Entitled “How Much Life Insur- 
ance Is Enough?” the exhibit is seen 
by more than 7,000 visitors a day. ; 

Reporting on Prudential’s sponsorship 
of the network television program, “Air 
Power,” was Henry M. Kennedy, direc- 
tor of Prudential advertising and presi- 
dent of Life Advertisers Association. 
Mr. Kennedy said that the program was 
reaching 44% million homes, has had a 
“wonderful effect’ on the company’s 
field organization, and has provided a 
great many successful tie-in promotional 
opportunities. Chairman of the Gotham 
Group is Paul F. Troth of New York 
Life. 


BECKER AGENCY SUPERVISOR 
Norman C€. Brewington has been 
named supervisor in the L. S. Becker 
agency of Lincoln National Life in St. 
Louis. 


Thomas B. Sweeney Diesin Washington 


For Decades Leading General Agent in South of Equitable 


Society; Wrote Literature After Retirement 


Thomas Sweeney, Sr., 83, for years one 
of the leading general agents in the 
United States of Equitable Society, died 
in the Emergency Hospital, Washington, 
D. C., February 2. It was the passing 
of one of the most colorful characters 
in insurance. He was a former president 
of the Equitable’s General Agents and 
Managers Association, commonly called 
“The Old Guard.” In recent years he 
made his home in Washington, D. C. 
About five years ago Mr. Sweeney re- 
tired from active participation in the 
agency and it was taken over by T. 
Woody Evans who had formerly been 
general agent in Roanoke. Mr. Sweeney 
kept his title of general agent but had 
no sub-agents. 

“Tom” Sweeney was not only an in- 
surance man of top rank, but also won 
distinction in literature. As an author 
he wrote a drama in blank verse based 
on life of Leonardo da Vinci, a book 
on life of Aaron Burr and also a volume 
on insurance salesmanship. That book 
told a lot about how to get along with 
people as success in that direction, Mr. 
Sweeney believed, is a principal success 
asset for agents. 


How He Entered Life Insurance 


The lure of Washington eventually led 
to Tom’s moving to the national capital. 
He spent a good deal of his time in the 
Metropolitan Club where he entertained 
many people. Also he belonged to the 
Chevy Chase Club of Washington. In 
Bar Harbor, where he had a summer 
home, he belonged to three clubs: Bar 
Harbor, Pot and Kettle and the Kebo 
Golf Club. 

Mr. Sweeney was a general agent for 
more than half a century. At the age of 
21, shortly before graduating from Wash- 
ington & Jefferson College, his father, 
John F. Sweeney of Wheeling, W. Va. 
died and young Tom impulsively applied 
for his position. His father had been 
general agent of Equitable for nine years 
prior to his death in 1895. Gage E. Tar- 
bell, then a second vice president of 
Equitable in charge of field organization, 
Was persuaded to acezde to young Tom’s 
persistency and appointed him “on trial 
for the remainder of the year,” althouch 
he had no experience whatsoever in the 
insurance business and, in fact, had, up 


‘ 





THOMAS B. SWEENEY 


until that time, planned to be a physi- 
cian. 
Rode Horseback in Oil Fields 

Tom was an immediate success as an 
agent. During his first six months in the 
field he paid in excess of $300,000 from 
personal soliciting in the oil fields in 
West Virginia. 

In reciting some of the experiences of 
those days in a personal letter to his 
agency force, Mr. Sweeney told of his 
soliciting in the oil fields with head- 
quarters at Mannington, W. Va.; how he 
started out on horseback through the 
mud every morning at 6 o’clock in com- 
pany with one of the numerous Standard 
Oil employes, soliciting the drillers, tool 
dressers, roustabouts, etc., around the 
drilling wells; how he seldom missed a 
day in rounding up several for the medi- 
cal examiner, when they returned after 
the day’s work. His first $100,000 appli- 
cation was on a Pittsburgh oil producer, 
whose office was at Mannington. That 
led te a long list of applications from 
the latter’s employes. This was Mr. 
Sweeney’s baptism in the insurance busi- 
ness. He returned to his office at Wheel- 
ing each Saturday night and back to the 

(Continued on Page 8) 


Berkshire Life General Agents Assn. New Officers 





New officers of the General Agents Association of Berkshire Life were elected 
during the annual field management conference at the company’s home office in 
Pittsfield, Mass., January 14-17. Seated are: J. Arthur Cope, West Hartford, secre- 


tary-treasurer; William 


R. Tooker, CLU, Washington, D. C., president, and Andrew 


Kakoyannis, Miami, vice president. Standing: R. Maxwell Stevenson, CLU, Pitts- 
burgh director, and Hilliard N. Rentner, New York City, director. 








King Agency in 1956 
Paid $17 Million Ord. 


AMOUNTS TO 52% GAIN OVER 1955 


Runner-up Among New England Life’s 
Agencies for All-Around 


Performance 


At a dinner of Wheeler H. King 
agency, New England Life, February 6, 
it was announced that the agency pro- 
duced more than $17 million of Ordinary 
business in 1956, a gain of 52% over 1955 
Its insurance in force at end of 1956 
passed $100 million. These figures ex 
clude Group and annuities. Leading pro- 
ducer was Leo P. Mirsky, CLU. 
his 21 years with the company, he has 


During 


always been among the top producers 
H. Russell Drowne, Jr., paid for next 
highest amount and Charles H. Weiss 
was third. 

The agency, located at 342 Madison 
Avenue, New York City, was one of 
five New England Life agencies which 
were wilners two years in a row in the 
annual end of the year competition. It 
was also runner-up in the top division 
of the agencies for all-around excellence 
in agency performance. 


R. J. Lawthers Presents Awards 


Robert J. Lawthers, director of bene- 
fits and pension business, brought home 
office greetings from O. Kelley Ander- 
son, president of New England Life; 
George Willard Smith, chairman, and 





Fabian Bachrach 


WHEELER H. KING 


Lambert M. Huppeler, CLU, agency vice 
president. He also presented the awards 
Tracing the growth of the agency trom 
its establishment in 1927 he said the 
production in 1945 when Mr. King took 
over was $2 million. At that time the 
agency had two active agents—S Ray- 
mond Brown and Edward Lindhjem, bot! 
still with the agency. Lindhjem’s 75 
birthday was celebrated during the even 
ing. Homer C. Chaney, CLU, second vice 
president, presented a plaque to Mr. 
King awarded by the General Agen 
Association of the company. He sai 
King agency was chosen runner-up in 
company’s top division based on its 1956 
record in exceeding quotas on paid busi- 
ness, gain of insurance in f ree, new 
manpower, survival of agents in thei! 
first three years and agents’ minimum 
earnings. In ninth place on December 
31, 1956, the agency has made a strong 
start this year with better than $2,€C0 000 
to stand in fifth place in the company. 
The King agency staff consists of 
Andrew F. Kinbacher, CLU, agency 
supervisor; Francis C. McGrath and 
Carl L. Russell, Jr.. brokerage super- 
visors; Mary Anne Henritze, cashier; 





Clara B. Gagliardi, new business secre- 
tary; and Paul Schaefer, statistician. 
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Philadelphia Life Names 
J. E. Boettner President 


WILLIAM ELLIOTT CHAIRMAN 
Announcement Made At Banquet in 
Honor of Chairman Elliott in 
Atlantic City 
The board of directors of Philadelphia 
Life has elected Joseph E. Boettner, 
CLU, as president of the company, and 
William Elliott as chairman of the 
board. Announcement of these changes 
was made in Atlantic City on January 
31, at a banquet in honor of Mr. Elliott 
during an educational conference at- 
tended by 200 sales representatives of 
the company from areas throughout the 

country. 

President Joseph E. Boettner started 
his career with the Philadelphia Life 
in April, 1951, as superintendent of 





Fabian Bachrach 
JOSEPH E. BOETTNER 


agencies. In August, 1952, he was elected 
vice president and superintendent of 
agencies, and in February, 1955, vice 
president and a director of the com- 
pany. In February, 1956, he assumed the 
position of executive vice president. 

William Elliott, as chairman of the 
board of directors, will serve in that 
capacity in addition to being chairman of 
the executive committee. 

Mr. Elliott began his career with Phil 
adelphia Life as a general agent in the 
home office agency in 1934. From this 
time until his election as vice president 
in early 1946, his agency was one of the 
company’s leading general agencies. In 
November, 1946, Mr. Elliott was elected 
to the presidency. 

Mr. Boettner, a CLU, attended the 
University of Pennsylvania, and is a 
member of the American Society of 
CLU, National Association of Life Un- 
derwriters, Union League of Phila- 
delphia, and Llanerch Country Club. He 
serves on the board of directors of Phil- 
adelphia Life, Maryland Life and Plico 
Investment Company. 

Mr. Elliott entered 
business in 1929 as an agent. In 1934 he 
left the Travelers with the title of 
assistant manager, to go to Philadelphia 
Life. He interrupted his life insurance 
career for four years to serve with the 
United States Navy as a Commander in 
the Submarine service. 

Mr. Elliott serves as chairman of the 
board of Maryland Life, is president of 
Central Pennsylvania Natural Gas Com- 
pany, and vice president of Machined 
Metals Co. in Norristown, Pa. He is a 
member of the board of directors of 
Perkiomen Mutual Insurance Company, 
Aero Service Corporation, Children’s 
Hospital, Insurance Federation of Penn- 
sylvania, and St. David’s Golf Club. He 
is state vice president for Pennsylvania 
of American Life Convention. 


the life insurance 


Fabian Bachrach 
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State Mutual Introduces 
Combined Life, A. & S. Forms 


By the recent introduction of a com- 
bined life and sickness and accident ap- 
plication form, State Mutual Life makes 
it possible for an individual to apply for 
both Ordinary life and non-cancellable 
sickness and accident coverage on a 
single application. 

The new combined form has only 18 
questions compared to the 34 questions 
that had to be answered when a separate 
application was used for each coverage. 

Wording on the new app has been 
simplified, a larger type face used and 
the witness signature eliminated. Ques- 
tions pertaining to aviation have been 
simplified and the ownership question 
has been improved, especially as it ap- 
plies to pension plans. 











Your LIFE Market 
Has Been DOUBLED! 


"They said" our (Participating) Pre- 
ferred Whole Life (Min.: $20,000) was 
terrific before. "They say" it's twice 
as good now that the minimum is only 
$10,000. 
Here's the best part: Same low rates 
. same high values. Compare! Call 
“The Baron" now. 


DAVID H. BARON AGENCY 


United States Life Insurance Co. 


New York 5, N. Y. 
REctor 2-3861 


55 Liberty St. 





Robert J. Towne a Director 


Of Variable Annuity Life 


The Variable Annuity Life Insurance 
Co. of Washington, D. C., announced the 
election of Robert J. Rich- 
mond as a new Towne 


Towne of 
Mr. 
is a senior partner of the actuarial firm 
of Bowles, Andrews and Towne. He is 
a native of Omaha, and graduate of 
Harvard, magna cum laude in mathe- 
matics. He formerly was actuary of 
Life Insurance Co. of Virginia from 1941 
to 1948 and was with Aetna Life and 
Union Central Life in their actuarial 
departments. He is a Fellow of the 
Society of Actuaries, a member of the 
Permanent Committee of the Interna- 
tional Congress of Actuaries and a mem- 
ber and past president of the Middle 
Atlantic Actuarial Club. 


director. 














Top first year commissions—Best money making contract on the 
market with Immediate Vested Renewals! 


SUPERVISING GENERAL AGENTS WANTED. . . 


239% Commissions 
During First 20 Years Plus 
Lifetime Renewals 





for Charitable Institutions. 
4. LOWER rates for Females. 


ella, attorney, Baltimore, Md.; 
Service, Inc., Wilmington, Dela.; 


Treasurer, Security Trust Co., 
Fia.; Eduardo 


Phoenix, Ariz.; 
James K. McShane, 


can Bankers Life of Florida; 
surance Co. of Florida. 


IN FOUR YEARS OF ACTIVE OPERATIONS 
OVER $125,000,000 IN FORCE 


& Complete line of very competitive policies, including new Preferred 
Whole Life 20, Preferred Paid-Up at 65, Annual Renewable Term, 
Quadruple Protection and unusual investment plans. 


2. SPECIAL SPLIT DOLLAR PENSION PACKAGE — No U. S. 
Treasury Department approval necessary. 


3. SPECIAL BEQUEST POLICY — New and Unique — Terrific Appeal 


5. EXCELLENT Substandard Facilities. 
Attractive Franchises 
in New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


ie OF DIRECTORS: Joseph H. ese V.P., Eastern Air Lines, Miami, Fla.; George 
S lan 
George S. Eccles, president, First Securi 
ration System of Banks of Utah, Idaho and Wyoming; Thornton M. Fincher, 
Miami, Fla.; t 
Morales, Executive V.P., Pan American Bank, Miami, Fia.; 
Knox, Jr., President, Knox Corporation, Thomson, Ga.; 
George S. Ling, Executive V.P. of American Bankers 
-D., director, Doctors Hospital, Inc., Miami, Fla.; James G. 
Ranni, president of American Bankers Life of Florida; R. Kirk Landon, V.P. of Ameri- 
Philip Stoller, Executive V.P. of American Bankers In- 


Write or wire: LEO SEXTON 


K. Dolliver, president, Credit Finance 
Corpo- 
-P. and 
E. Helliwell, attorney, Miami, 
Peter S. 
Tom L. Legler, Insurance, 
ife of Florida; 


Paul 
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AMERICAN BANKERS LIFE ASSURANCE COMPANY 


OF FLORIDA 
345 N. E. Second Avenue, Miami 32, Florida 
JAMES G. RANNI, PRESIDENT, LIFE MEMBER MDRT 


y Department 



























TRAINING DIRECTOR 
$10,000 — $12,000 

Prefer man with combination com- 
pany experience but will be receptive 
to individual (35-40) with ordinary ex- 
perience having capabilities and back- 
ground to set up and administer a 
training program. 

Medium sized Southern company of 
excellent reputation. 

Position listed above is one of our 
extensive listings of positions currently 
available. Many others listed all sec- 
tions of the country for all types of 
insurance experience. Write for de- 
tails about our operation. Confidential 
handling all inquiries. 


FERGASON PERSONNEL 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Prudential Building In Boston 


(Continued from Page 3) 


to over 31 acres. It is believed to be 
the largest single metropolitan site ever 
purchased for re-development. Acquisi- 
tion costs will exceed $5 million. 


Two Years’ Study of Project 


President Shanks said the “city-with- 
in-a-city” project has been under study 
by Prudential for almost two years. He 
said exhaustive economic studies attest 
the need for the extensive center “and 
our faith in Boston and New England 
and the future industrial and commer- 
cial growth of the area give further 
assurance to its economic soundness.” 

Projected plans call for the erection 
of 12 separate structures on the exten- 
sive site, including the huge auditorium- 
convention hall to be built by the City 
of Boston. A 2%-acre plot will be pur- 
chased by the city from Prudential, 
and the area now occupied by the Tech- 
nical High School on Dalton Street will 
be added to this to provide further space 
for the auditorium site. 

The first structure to be erected will 
be the Prudential Northeastern home 
office building, which will be a unique 
square-shaped tower containing 750,000 
square feet of usable space. Estimated 
cost of this structure is $50 million. 


The Auditorium and the Hotel 


Mayor Hynes expressed the hope that 
the city will be able to start construction 
of the auditorium at the same time erec- 
tion of The Prudential tower gets under- 
way. He said the near-circular building 
will cost from $5 to $7% million. 

Negotiations are already underway 
with private interests for the erection 
of the hotel which will be in close prox- 
imity to the city auditorium. While Pru- 
dential will possibly own the hotel, it 
will be operated by hotel people. 

Present plans call for Prudential erect- 
ing all other buildings including the 
restaurant, commercial buildings and a 
complex of 1,250 apartment units. 

In all, the buildings will occupy only 
30% of all available ground space on the 
site. This will release the greater part 
of the area for the development of 
plazas and malls, reflecting pools, foun- 
tains and sculpture, enclosed glass-walled 
walkways and other esthetic features. 
The “freedom of space” between build- 
ings will also dispel the otherwise clois- 
tered atmosphere of a downtown devel- 
opment. 

The main line tracks of the Boston 
and Albany will run underground diagon- 
ally across the whole site. A contract 
has been made with the Massachusetts 
Turnpike Authority to permit the con- 
struction, if and when authorized, of 
an eight-lane underground superhighway, 
roughly parallel to the B. & A. tracks. 

Hoyle, Doran & Berry of Boston are 
the architects for the project. Metcalf & 
Eddy, also of Boston, have been retained 
as engineers, and Periera & Luckman of 
Los Angeles are the coordinating archi- 
tects. 
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The Average Annual Production of All Acacia Fieldmen 
During 1956 Reached $375,000.00 


As a result of this outstanding performance, Acacia, last year, passed another milestone 
in its unbroken record of growth and progress—A BILLION AND A HALF DOLLARS 
OF LIFE INSURANCE IN FORCE. Acacia thus became the 30th United States com- 
pany with a billion and a half of ordinary life insurance in force. Such an achievement 
is not only a tribute to the sales ability and industry of our Fieldmen but also proves 
the public’s enthusiastic acceptance of Acacia’s low premium plans of life insurance 
protection. 

Every policy issued by Acacia represents the personal efforts of an Acacia Fieldman 
to meet the personal needs of his client. The well-trained men and women who represent 
the Company across the Nation are full-time Acacians—career underwriters and special- 
ists in the field of life insurance. Under the terms of their Acacia Agent’s Contract, our 
Fieldmen receive liberal compensation for rendering this professional type of service. In 
addition to full first year commissions they are paid a monthly income on their business 
starting immediately and continuing as long as premiums are paid thereon. As a further 
incentive to the writing of quality business, our Fieldmen are paid substantial cash bo- 
nuses on all business meeting reasonable quality standards. 






































Howard W. Kacy, President 





Home Office Washington, D. C. 
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Columbus Mutual Promotions 


Ben F. Hadley Named Vice President and Director of Agency 
Administration; Adams, Phillips, Waldo, Lewis, Thomp- 


son and Ackerman Named To New Positions 


Ben F. Hadley, CLU, previ iously vice 
president and superintendent of agents, 
is now vice president and director of 
agency administration of Columbus Mu- 
tual Life. Also, as announced in last 
week’s issue of The Eastern Under- 
writer, Fred C. Adams has been ap- 
pointed to the newly created position of 


agents and Franklin 
has been appointed to 
the newly created post of director of 
education and training. Ralph E. Waldo, 
CLU, was advancec 1 to the post of agen- 
cy organizer. Other prom tions to the 
position of assistant superintendents of 
agents were Allen R. Lewis, CLU, Ed- 
win C Sabai and Sic Iney R. Acker- 
man, 

President of 
erick E. Jones. 


superintendent of 


T. Phill Ps, CLAS; 





Columbus Mutual is Fred- 


Careers 


Ben F. Hadley joined the company in 
agencies after 
management 
own general 
‘olumbus. Graduate of the 
University Life Insurance 
Mr. Hadley is a past president 
of the Columbus Life Underwriters As- 
sociation and has held various posts in 
the Columbus General Agents and Man- 
agers Association. Active in civic work, 
Mr. Hadiey served as Franklin 


1948 as superintendent of 
being in pri 


and 


his 


duction 


head of 








h- 
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BEN F. HADLEY 

Court chairman of the Heart Fund 
Drive and as an officer of the Columbus 
YMCA . He also served as chairman ot 
the first million dollar Community Chest 
campaign in Franklin and as a member 

of the board of directors 
nt v columbus Mu- 
inois Bankers 





datuedeeat of 
division. He 
career with 


Mr. Phillips 


sup¢ 


tern 











is app in 1949 
nd S tive co- 
ordinator between field associates and 
the home office. He entered insurance 
in 1934 and has been with Prudential 


ee rage Assurance and 


Common- 





wealth of Kentucky as agent, supervisor 
and br: ak man He l practiced 
law in Columbus nig starting his in- 
surance career. Mr Ido became asso- 
ciated with ae Mutual in 1949 as 
agent in Ironton, Ohio, and served in 
that territory before transferring to the 
home office in December of 1949 as 
regional agency organizer. He entered 
life insurance with Equitable of Iowa in 
1940 following graduation from Ohio 





FREDERICK E. 


JONES 


where he served as 
assistant coach in baseball and basket- 
ball. During World War II, he served 
five years in the European theatre as 
Major in the infantry. 

New Business Up 14% 


At the stockholders meeting, Mr. Jones 
reported that new business paid for in 
1956 amounted to $61,063,326—an increase 
of 14.8% over 1955—by far the best year 
in the company’s history. Insurance in 
force increased $33,977,732 which was 
the lar increase in the company’s 
history and was 19.3% greater than the 
increase in 1955. Insurance in force 
reached an all-time high of $448,342,897. 
The net interest earned on average in- 
ts was 3.82% as compared 
with 3.71% last year, and exceeded the 
amount required to maintain reserves 
by $1,305,139 as compared with $1,068,391 
During 1956, increased 
by an amount of $7,957,872 to a total of 
$126,681,542. Columbus Mutual’s 


State University 


gest 






vested a 


in 1955. 


assets 


assets 


row total over $112 for every $100 of 
liabilities. 

Mortality experience was more favor- 
able than 1955, and was one of the best 


years. Total death benefits paid 
to beneficiaries during 1956 amounted to 
— and increased the total death 
ts paid by Columbus Mutual since 
the nei taapts was organized in 1908 to 
$35,474,258. $6,342,185 was paid to living 
policyowners in 1956 for matured endow- 
ments annuities, disability benefits, sur- 
render values and benefits under health 
and accident policies. 

Total income, consisting principally of 
premiums and interest on investments, 
amounted to $19,829, 232—an increase of 
more than $1,315,282 over 1955. 

Dividends paid and credited to policy- 
owners in 1956 amounted to $1,615,458— 
exceeding by far dividends paid in any 
previous year—bringing the total divi- 
dends paid to date over $25.5 million. 
$1,623,000 has been reserved for dividends 
to be paid to policyowners during 1957. 


of recent 


benet 


- 


LO pe 
Production Leaders 


The greatest production year in com- 
pany history witnessed a record per- 
formance by the Ben J. Dobben produc- 
tion unit in Cleveland, with $5,398,782 of 
new paid life insurance—the greatest 
volume ever paid for by a Columbus 
Mutual production unit in a calendar 
year. The Toledo production unit earned 
second honors for Joseph F. Dwyer, 
CLU, with $4,865,714. Mr. Dwyer, him- 
self, ranked fifteenth on person: ally paid 
for business in 1956. 














Health underwriting experience helpful. 
93 Nassau Street, New York 38, N. Y. 





HOME OFFICE LIFE UNDERWRITER 


Progressive, fast-growing, young insurance company in Middle Atlantic State now 
licensed in twelve states, requires an experienced Life Underwriter to head the 
Department. Minimum three years’ experience necessary. This is a well established 
company of strength and stability. Salary open. Pension Plan and other benefits. 
This is a ground floor opportunity for a future and career. Some Accident and 


Write Box 2490, The Eastern Underwriter, 




















HEAR JOHN J. MAGOVERN, JR. 
Mutual Benefit Life Official Addresses 


January Meeting of New York 
CLU Chapter 

John J. Magovern, Jr., vice president 
and counsel, Mutual Benefit Life, New- 
ark, was the guest speaker at the Janu- 
ary meeting of the New York CLU 
Chapter. Mr, Magovern spoke informally 
and emphasized that the views, impres- 
sions and opinions which he expressed 
were his personal views only and did 
not represent the position or opinion of 
any organization or company. 

In discussing the Treasury Depart- 
ment’s desire to reinstate the premium 
payment test in regard to life insurance 
proceeds, Mr. Magovern indicated that 
the crux of their feeling is that some 
special privilege is being obtained by 
owners of life insurance through this 
exemption. His feeling was that the 
premium payment test would not be 
reinstated either on the original basis 
as provided by the 1942 Internal Revenue 
Act or as outlined in current Treasury 
Department proposals. He indicated that 
there could conceivably be a compromise 
or amendment somewhere between the 
present law and the current proposals 
of the Department. Mr. Magovern does 
not see any method by which such a 
compromise could be equitably arrived 
at. 

In dealing with the proposal to dis- 
allow interest deductions on premium 
loans, Mr. Magovern remarked that prior 
to the enactment of the 1954 Internal 
Revenue Code, much study had been 
given to this subject and that in his 
opinion the provisions relating to it in 
the 1954 Act were well considered at the 
time. 

In relating this question to “bank 
loan” insurance sales, Mr. Magovern 
made the point that it was not desirable 
to police given sales methods within the 
insurance business by means of tax 
legislation, and that if the general feel- 
ing was that change from the present 
status of this sales method was to take 
place, it should be done more directly 
than by tax method. This was especially 
true because it would result in a debas- 
ing of the collateral value of cash values 
in all insurance policies. 

The Jenkins-Keogh Bill to allow self- 
employed individuals to purchase annui- 
ties or life insurance with annuity fea- 
tures on a tax-deductible basis will be 
advocated very vigorously by profession- 
al groups. Although many people feel 
that it will be passed as a result, Mr. 
Magovern is of the personal opinion that 
the Bill will encounter considerable diffi- 
culty in passage and may well not be 
enacted, because the Federal govern- 
ment would lose a very substantial 
amount of revenue, so much so, that 
the result will probably be impractical 
from this pent of view. 


Shackelford With Lamar 

Sam G. Shackelford, CLU, senior con- 
sultant for Agency Management Assn., 
has joined the agent department of 
Lamar Life. Before going with LIAMA 
he was associate director of Institute of 
Insurance Marketing at Southern Metho- 
dist University. 





The leading agent in the 1956 produc- 
tion pz irade was Sidney Sk: ee regional 
manager in New Brunswick, N. J., with 
a paid volume of $1,455,393. William E. 
Warnkin, representative of the Ben J. 
Dobben production unit in Cleveland, 
paid for $1,086,139 to rank second. 


T. B. Sweeney Dead 


(Continued from Page 5) 


oil fields the following Monday or Tues- 
day, for two strenuous years, producing 
about 80% of the business of his agency 
personally and learning the business by 
personal experience, as there were no 
insurance courses, no supervisors to do 
joint work with new agents, and no other 
incentive except a bonus at the end of 
the year for accomplishing a certain 
amount. Tom Sweeney  won_ these 
bonuses regularly, as shown by the Equi- 
table’s honor rolls. On the latter, his 
name invariably appeared among the 
first ten and so did that of the Wheel- 
ing agency. 

The Sweeney agency stood first among 
its competitors in West Virginia in total 
new business produced every year for 
more than four decades. The agency 
reached $17,500,000 paid in 1930. 

Equitable’s “Old Guard” 

It was in 1905 that the Equitable’s 
General Agents and Managers Associ- 
ation was formed. For years this has 
been called in Equitable circles “The 
Old Guard.” The chief organizers of 
the ge were Tom Sweeney, Col. 
Henry Powell of Cincinnati and Her- 
man ae Cleveland. Probably no other 
association of general agents and man- 
agers of one company quite matched the 
Equitable’s “Old Guard” in number of 
general agents with outstanding person- 
alities in the insurance business. The 
Equitable agency heads included Edward 


Woods, Pittsburgh, Charles J. Ed- 
wards, Brooklyn and Manhattan; Cour- 
tenay Barber and Charles Wadsworth, 
Chicago ; Alexander Shields, San Fran- 
cisco; George Rathburn, Los Angeles; 
Charles E. Townsend, Boston; Shepard 
Homans, New York; and = Messrs. 
Sweeney and Powell. Mr. Sweeney be- 
came the first secretary of the “Old 
Guard.” 

In 1942 the Sweeney agency was 
changed to a partnership in which the 
two sons of Tom, Sr., became equal 
partners. They were Lt. Commander 
Thomas B. Sweeney, Jr., and Lieut. John 


F. Sweeney both of them then being in 
war service. In recent years they have 
not been active in the agency. Tom, Jr., 
ran unsuccessfully for the United States 
Senate three times on the Republican 
ticket. His friends and many others in 
Wheeling thought that the vote in one 
of the elections had been fraudulently 
counted and that Sweeney really had 
been elected. 


Gensel de dinciiions Leeds 

General American Life has announced 
names of its top 10 agencies according 
to paid life volume for the year 1956. 

The 10, in order of their qualification, 
are: Otto A. Jeanes Agency, Chicago; 
Adam Rosenthal Agency, St. Louis; San 
Francisco Agencies, San Francisco; Fred 
F. Sale Agency, St. Louis; Kamaaina 
Agencies, Honolulu, T. H.; Maurice 
Levine Agency, Los Angeles; ‘T. William 
Van Horn Agency, Cleveland; Brem & 
Klein Agency, Washington, D. C.; 
George Coury Agency; Detroit; and W. 
Stanley Stuart Agency, St. Louis. 

Top ten individual producers of life 
volume during 1956 are: 

Fred R. Sale, CLU, St. Louis; Joseph 
S. Graves, St. Louis; Edward G. Mc- 
Donald, Detroit; A. F. Weidner, St. 
Louis; Jerry J. Joswick, Chicago; Rich- 
ard W. Ormsby, Chicago; Glenn M. 
Erskine, Columbus ; Elmer S. Rosenthal, 
St. Louis; Louis W. E. Laudel, St. Louis; 
and James A. Mendez, Los Angeles. 







Seep a eA 











































February 8, 1957 








Page 9 




















"KNOW WHAT HAPPENS to the fellow who tries to move 
in several directions at once? He goes nowhere 
because he doesn't know where he wants to go. 
He gropes—-just like the bewildered salesman 
who lacks the special tools he needs to guide 
him along the right line of action. 


"THAT NEVER HAPPENS to an agent in my Company——The 
Union Central Life Insurance Company. Know why? 
Because The Union Central supports us men in 
the field with a wide assortment of sure-fire 
selling aids--sound, effective sales promotion 
material which the Home Office has thoroughly 
researched and tested. 


"FOR EXAMPLE, the Company supplies us with new sales 
ideas and techniques, with scientific prospect— 
ing procedures and sales presentations to fit 
every type of life insurance market. And the 
Company also provides movies, slides, brochures 
and other visual aids—-just about everything a 
good salesman needs to stimulate interest and 
conviction in his prospects. We know where 
we're going." 


SALES SUPPORT is one of many reasons why you'll be smart to choose 
The Union Central Life Insurance Company. Other important 
factors include: choice of job location; thorough, effective 
training facilities; liberal retirement and pension plans; com- 
pany stability and national reputation; unlimited opportunities 
for advancement in sales, management and administration. To 
get all the facts, drop us a line and we'll be glad to arrange an 
interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


One of America’s great companies—with over 
two billion dollars of life insurance in force ! 


@ This ad is designed to be of service to young men contemplating a career in life insurance. 
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Aetna Life New Sales 
Reach $2,726 Million 


IN FORCE AT _ $18,637 MILLION 
President Beers Reports Affiliated Com- 
panies’ Premium Income Up 10% 


To Total basil $046 Million 


Premium income of Aetna Life Affili- 
ated Companies increased more than 
10% last year to a new high of $846,- 
000,000, Henry S. Beers, president, an- 


nounced in reporting on the companies’ 
1956 operations. 

In the Aetna Life, 
was $595,755,281, an 


income 
$62 


premium 
increase of 


225,499: Aetna Casualty and Surety, an 
increase of $16,366,374 to $237,774,041; 
and Standard Fire, an increase of $2,- 


276,378 to $12,455,272. Payments to or 
for policyholders * Aetna Life com- 
panies since organization now total more 
than $5,750,000,000. 
\etna Life had the 
its 103-year history in the 
insurance protection sold, a total of more 
than $2,726,000,000 for the year. New 
life insurance in the Ordinary department 
to $489,000,000. New life in- 


biggest year in 
amount of life 









ou Group life and employe in- 

suran plans, including $628,000,000 net 

increases on old policies, amounted to 
$2. 237,000,000. 

A record gain of $1,982,000,000 in the 

amount of insurance in force was also 


reported, reaching a total of $18,637,000,- 
000 by the end of the year. Insurance 
in force in the Ordinary department in- 
reased $212,000,000 to $3,714,000,000, and 
isurance in force in the Group depart- 
ment rose $1,770,000,000 to $14,923,000,000. 
Assets of Aetna Life increased $219,- 
403,062 to $3,070,224,147. Of these assets, 
approximately 59% were in bonds, nearly 


28% in mortgages, and about 6% in 
stocks, including stocks of affiliated com- 
panies. 

The surplus in Aetna Life is $172,614,- 
285, an increase for the year of $23,195,- 
366. Contingency reserve and _ security 
valuation reserve decreased $2,016,728 
and now stand at $116,000,C00. 


Life of Ga. Issues Contract 
For Small Business Firms 


Life of Georgia is introducing a con- 
tract for small business firms of four to 
24 e employes providing major medical, 
hospitalization, surgical, life, accidental 
death and dismemberment, and disability 
income. 

Named the Employe Protection Pack- 
age, it is a one-year renewable Term 
contract. While it will be offered as a 
complete package, variations of coverage 
will be allowed. An individual policy will 
be issued each employe participating in 
the package plan. The hospitalization, 
surgical, and major medical portion of 
the plan will be available for dependents 
is well as employes. 

The Employe Protection Package 
allow the employer either to pay the 
entire premium or share the cost with 
employes. Life coverage is in thousand- 
dollar amounts from $2,000 to $5,000. Ac- 
cidental death and dismemberment bene- 


will 


fits equal the life amounts. Weekly 
disability income benefits are available 
in amounts of $20, $25, $30, and $35. 


The hospitalization coverage provides 
$10 per day maximum for room and 
board with $310 limit for any single 
continuous disability, plus an allowance 
of up to $100 for miscellaneous hospital 
charges. Surgical benefit maximum is 
$240. Maternity benefits are available 
for dependent wives of employes and for 
female employes whose dependents are 
covered. The major medical carries a 
life-time maximum of $5,000 and there 
is a $100 deductible for each calendar 
year, with 25% co-insurance. 








Equitable of Iowa Leader 

The San Francisco agency of Equi- 
table Life of Iowa, V. Webner Wiede- 
mann, general agent, led all general 
agencies of the company in new paid 











A conference of leaders in sales and service of the life insurance industry 
will be held May 13-16 at Caribe-Hilton Hotel, San Juan, to help foster greater 
understanding and cooperation among Latin American and North American people 
in this work and to discuss their common problems. The conference will consider 
forming an Inter-American Association of Life Underwriters. Puerto Rican industry 
is thriving with many companies opening branches there. 

Committee in charge of conference planning pictured at San Juan, Puerto Rico 
(left to right): Jose Recurt, United States Life; Miguel Rosado, Peninsula Life; 
Ann Bickerton, director of field services NALU; Robert L. Forbes, Jr., Pilot Life; 
Fernando Lopez-Prado, John Hancock. Not in photograph, Luis Batlles, Pan 
American, and Everett R. Hagberg, president Puerto Rico Association of L. U. 





life insurance during 1956. The agency’s 
total was the greatest volume of life 
insurance ever paid for by a company 
general agency in a calendar year. 

Mr. Wiedemann, a native of Terre 
? i1ute, Indiana, joined the Equitable Life 

Iowa as San Francisco general agent 
fn 1940. He has been an officer of the 
company’s Organization Club three 


times, its Master Agency Builder on two 
occasions, and has repeatedly served on 
the company’s General Agents Advisory 
Council. 

The San Francisco agency was honored 
for its attainment at a banquet in San 
Francisco on February 1 at which Ray 
E. Fuller, agency vice president, was 
the host. 





Dressed in Costume of 1867 





The accompanying picture was taken in Des Moines at the banquet of home office 
employes at the Hotel Des Moines on the occasion of the 90th anniversary of the 
Equitable Life of Iowa. Guests were greeted by employes dressed in the costumes 
ata 


ted 


of the 1867 era. They were later 


ial table directly in front of the 





speakers table. 


T. W. Foley Agency 
Holds Annual Meeting 


BRIEF BROKERS ON CONTRACTS 


Policy Changes Announced By Home 
Office Discussed At All-Day Edu- 


cational Seminar 


The Timothy W. Fo Foley agency, State 
Mutual Life, New York, held its annual 
sales meeting at the Hotel Roosevelt 
last week. This all-day seminar is one of 
a series of educational functions spon- 
sored by the Foley organization for its 
brokers. 

Highlighted at the meeting were the 
many policy changes announced by State 
Mutual Life last week. Among the new 
policies introduced are: The Executive 
20 ($25,000 minimum face amount), a 20- 
payment endowment at age 90 plan; 
Term to age 70; five year automatically 


renewable Term, and 3-year Reducing 
Term. 

Discussed at length were the new 
Term riders. One is the level Term 


rider to age 65 and the other is a family 
income rider also to age 65. Also liberal- 
izations in family income riders are such 
that $10 monthly income is provided en- 
tirely by the rider. On a $10,000 basic 
policy it is possible to select any amount 
of income from $25 to 3% of the basic 
policy. There is no longer a fixed ratio 
of life to Term. 

The underwriting scope of additional 
death benefits has been expanded and 
liberalized within the present rate struc- 
ture. The age range for this coverage 
has been increased from ages 16 through 
55 to ages 10 through 60 and maximum 
coverage has been raised from age 65 
to age 70. Retentions have been greatly 
increased; at ages 20 through 50 it has 
been doubled to $50,000. The additional 
death benefit may be equal to or less 
than the face amount of the basic policy 


and the coverage will continue during 
disability. 
Also discussed were many other fea- 


tures which have been adopted to make 
State Mutual’s life insurance policies the 
most liberal and most flexible contracts 
it has ever offered in its history. 
Assisting General Agent Foley in con- 
ducting the meeting were Done ld T. 
Bowlend, manager of the agency’s bro- 
kerage department; Sol Schumsky, asso- 


ciate manager; and Nancy T. Lee, 
agency cashier. 

Representing the home office at the 
meeting were George Smith, superin- 


tendent of agencies, 
director, S. 

Herbert Lebenson was announced as 
the agency’s leading producer for 1956. 


and Walter Wells, 


Bankers National Life 


Reports Its Best Year 
Bankers National Life, Montelair, N. J., 


enjoyed its greatest sales vear in 1956, 
according to an announcement by Presi- 
dent Ralph R. Lounsbury. The field or- 
ganization paid for $45,166,503 of Ordi- 
nary business, a 20% increase over 1955, 
in addition to substantial amounts of 
paid-for Group coverage which gave 
the company a 25% net gain in insur- 
ance in force, bringing the total to $397.- 
663,000. The hes a ‘aa Ordinary pol- 
icy paid for was $9,29 

For the fifth a year, the 
Underwriters Service Agency, Hartford, 
under the direction of Ellie M. Goldstein 
and Bernard B, Kaplan, led all agencies 
in Ordinary production. Leading indi- 
vidual producer was again Harry J. 
Baker, general agent in Boston. Mr. 
Baker’s agency finished in second place. 

Second in individual production was 
George E. Parris, Philadelphia, who paid 
for over $1,000,000 Ordinary business. 

Mr. Lounsbury also reported an in- 
crease in assets to over $62,000,000. Re 
serves and surplus were increased sub- 
stantially, and income and volume of 
business in the accident and_ health 
department more than doubled. The com- 
pany passed the $400,000,000 mark in in- 
surance in force several weeks ago. 
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nt . heart disease is our nation’s greatest heart can repair itself with care and treatment. In 
sic health problem, we can face it today with increas- these cases. a person may usually resume normal 
10 ing hope and confidence. Through research, a vast activities. Even when there are serious complications, 
al amount of knowledge about the heart and its functions patients can often recover if the heart is helped to heal 
A has been accumulated. itself. In fact, four out of five of those who withstand 
“a As studies continue, there is every justification to their first coronary attack recover and continue to 
xe anticipate further advances in diagnosis, treatment... work full time for many years. 
rh and perhaps even prevention . . . of various diseases 
NS affecting the heart and blood vessels. . . : : 
i While heart disease is a challenge to medical re- Are overweight and emotional tension 
As search, it is also a challenge to you. If you are in- bad for the heart? 
al formed about the heart, you can help protect your Yes .. . overweight taxes the heart and blood vessels, 
23 » own and the hearts of your relatives and friends. The according to many scientific studies. So, try to keep 
“ : j \ } 
Z following questions and answers may help you to know your weight about equal to what you should have 
your heart better . . . and give it the care it deserves. weighed between ages 25 and 30. Emotional upsets 
\- can make your heart beat faster and your blood pres- 
e ®is the heart strong and durable? sure go up. - 
le 
ts Yes ... the healthy heart is one of the strongest j 
organs in the body and it has remarkable reserves of ‘ : 
‘a g Sea , : ®Can people with heart disease 
; strength. Despite its immense task, a healthy heart ; h : a 
a can be nearly as efficient as the years advance as it is lighten the heart's work? 2 
‘e at age 20. Even at the older ages, a healthy heart is Yes ... if they learn how to care for an impaired 
e, fully capable of meeting the body’s needs. heart. Plenty of rest. protection against infection, : 
proper diet, and avoidance of hurry, worry and strenu- a 
e ®Can you do anything to keep your ous activities can all help the affected heart to carry - 
- ; pe ak a 
;, heart in good shape? on. Of course, treatment given by your doctor is im- : 
e ai portant, but the patient himself can do most to safe- e 
A Yes... youcan protect your heart by avoiding sudden guard the heart 
or prolonged exertion, watching your diet, avoiding 
overweight, and by getting the sleep and rest you need. 
You should also have a medical examination every @Is heart disease more prevalent now? 
year. Then if heart trouble is found, prompt treatment No... not when you consider these facts: (1) more 
c may control it and make possible a long and nearly people are living longer and reaching ages when the 
y normal way of life. heart’s endurance naturally ebbs; (2) heart ailments 
, ; i are diagnosed now with greater accuracy, whereas in 
. @Are all heart attacks serious 7 the past many deaths actually caused by heart disease 
- F Not necessarily . . . because some are mild and the were blamed on other causes. 
. 
f 
> This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
1 national health and welfare. It is appearing in 
; two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier's, Time, 
Newsweek. Saturday Fvening Post, Ladies’ Home 
3 Journal, Good Housekeeping, Redbook, Reader's 
: Digest, National Geographic. 
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McLachlin Retires 
From Confederation 


M. F. AUDEN V.P. AND SECRETARY 





James L. Mskadiiin’s Entire Career 
With Toronto Company; Auden 
Joined Company in 1925 





James L. McLachlin, vice president 
and secretary of Confederation Life of 
Toronto, retired January 31 after 42 years 
service, his entire business career being 
with the company. He is succeeded in 
both positions by Marcus F. Auden, who 
has held a wide range of posts with the 
company since joining it in 1925 after 
graduating with honors in mathematics 
from University of Western Ontario. 

Mr. McLachlin joined the actuarial 
department of Confederation Life in 
1914 after attending Stratford Collegiate 
and University of Toronto. He served 
in World War I becoming an associate 
of both the Institute of Actuaries of 
Great Britain and Society of Actuaries 





Ashley & Crippen 
M. F. AUDEN 


by 1922. He held various positions be- 
coming vice president and secretary in 
930. 

Mr. Auden, currently president of Life 
Insurance Institute of Canada, has held 
a number of interesting assignments in- 
cluding chairman of the building commit- 
tee for the new home office building, 





WQMDRT Appointments 


Mary C. McKeon, CLU, chairman of 
the publicity committee of the Women’s 
Quarter Million Dollar Round Table, has 


appointed the following women or 
writers to assist in gathering news fi 
the Round Table during the stiniae 
year: Rose Aronson, New York Life, 
New York; Suzanne Audet, CLU, Pru- 
dential of England, Quebec; Bessie S 
Bennett, CLU, Phoenix Life, Tulsa; 
Anne Bonadies, Aetna, Hartford: Helen 
Millett, Penn Mutual, Minneapolis; Ava 
Sweazea, New England Life, St. Louis: 
Amy Von Morse, Equitable Life, De- 
troit; Frances White, Mutual Benefit, 
Nashville. 

Alberta M. Light, Detroit, National 
Life of Vermont, is ch airman of the 
Women’s Quarter Million Dollar Round 
Table. This is a group of at least 277 


women underwriters who have all sold 
at least $250,000 of life insurance during 
1956. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental ‘Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 








Ashley & Crippen 
McLACHLIN 


j. 4. 


since active in planning for large scale 
electronic data processing system. He is 
a member of the educational council of 
Life Office Management Association, He 
served in World War II as a member 
of the Governor General’s Horse Guards. 











experience. 





FEMALE UNDERWRITING ASSISTANT 


Well known New York City agency of large, long established life insurance 
company needs female underwriting assistant who can make up proposals, take 
dictation. Should also be familiar with brokerage business. Ideal working environ- 
ment. Congenial office. Salary range $85 to $100 per week, depending upon 


Reply to Box 2486, The Eastern Underwriter, 93 Nassau Street, New York 38, 
Y. 











Phillips Vice President 
BMA Charge Reinsurance 


John G_ Phillips, CLU, was elected 
vice president in charge of reinsurance 
of Business Men’s Assurance, J. C. Hig- 
don, president, announced. 

Mr. Phillips joined the BMA organi- 
zation in 1953 as assistant to the vice 
president, after experience in insurance 
sales and agency management. In 1955, 
he was named assistant vice president. 
He now assumes direction of the com- 
pany’s reinsurance activities throughout 
the nation and in six foreign countries. 
He also becomes a member of the BMA 
administrative committee. A graduate of 
Rockhurst College, Mr. Phillips is past 
president of the Kansas City chapter of 
Chartered Life Underwriters and of the 
Kansas City Life Underwriters Associ- 
ation. 





MANUFACTURERS LIFE 
REPORTS ON [956 


70th ANNUAL REPORT SHOWS RECORD YEAR 
OF SOUND PROGRESS 


BUSINESS IN FORCE 


NEW BUSINESS ae 
NET INCREASE BUSINESS IN FORCE.......... 


ASSETS 
INCREASE IN ASSETS. 





which represents 30% 


IN THE UNITED STATES 


MANUFACTURERS LIFE opened Branch Offices in Miami 
and Boise in 1956 to bring its expanding United States 
organization to a total of 23 offices. The 70th Annual Re- 
port of the Company shows that new business in the United 
States exceeded $100,000,000 for the second consecutive 
year. Business in force in this country is now $705,000,000 
of the Company’s total business. 


ali eee $2,323,393,190 


326,385,215 
211,050,593 
716,486,248 

63,706,156 














THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 











Northeast Group Manager 
For John Hancock Mutual 





Alan F. Lydiard 
DUNCAN A. BRASH 


Duncan A. Brash, manager of the 
New England Group office of John Han- 
cock Mutual Life, has been appointed 
Northeastern regional Group manager. 
John R. Horan, CLU, has been ap- 
pointed as Boston Group office manager, 
and John B. Hunter has been appointed 
assistant manager. 

According to Philip H. Peters, vice 
president in charge of Group sales and 
service, this represents a further step in 
the regionalization of the company’s en- 
tire Group operation and is designed to 
provide broader and more effective serv- 
ice in the Northeastern region. 

Mr. Brash has been with John Han- 
cock since 1926, and had charge of field 
service and field service personnel at the 
home office before being appointed New 
England Group office manager. 


Fidelity Mutual Life Holds 


Meeting for General Agents 

Eighteen general agents of Fidelity 
Mutual Life met at the home office in 
Philadelphia last week for a conference 
on agency building. The purpose of the 
week-long conference was to emphasize 
agency building fundamentals, to facili- 
tate the exchange of ideas between gen- 
eral agents, and to implement their agen- 
cy building plans for 1957. 

E Roberts, president of the com- 
pany, spoke on Fidelity’s growth and 
progress. 

Discussion periods under Chairmen 
Lawrence J. Doolin, vice president— 
agency, Calvin L. Pontius, senior vice 
president —insurance, and Glenn A. 
Stearns, second vice president—manager 
of agencies, dealt with quality recruiting 
and selection of agents, financing, post- 
selection, training and supervision. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Pounded 1850) 
5@ Court St. MAIa 4-7951-2-3 
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JAMES Q. TAYLOR 


James Q. Taylor, second vice president 
in charge of underwriting for North- 
western National Life of Minneapolis, 
retired January 31 after 35 years with 
the company. Mr. Taylor joined NwNL 
in 1922 as chief underwriter and became 
assistant secretary and later underwrit- 
ing director before being made second 
vice president. 

He will be succeeded by Walter K. 
Fritz who has been named underwrit- 
ing director of the company, according 
to John S. Pillsbury, Jr., president. 

A native of Richmond, Virginia, Mr. 
Taylor is one of six brothers, all of 
whom became well-known in the life 
insurance field. His oldest brother, the 
late Charles G. Taylor, Jr., was president 
of Metropohtan Life at the time of his 
death in 1953. 

Mr. Fritz, who joined NwNL’s un- 
derwriting department in 1953, was pre- 
viously head of the underwriting de- 
partment of the Capitol Life of Denver 
and also secretary of the company and 
a member of its board of directors. 





Philadelphia Manager of 
State Mutual Life 





WILLIAM L. SHERMAN 


State Mutual Life announces appoint- 
ment of William L. Sherman as mana- 
ger of its Philadelphia agency. He has 
been supervisor of Aetna Life Philadel- 
phia agency and previously represented 
that company at Utica where he was 
president of the Life Underwriters Assn. 
and currently is serving on the NALU 
committee on relations with other or- 
ganizations, 





WALTER K. FRITZ 


He was one of the organizers of the 
Institute of Home Office Underwriters 


and served as president of that group. 


He is also an associate of the Insurance 
Institute of America. 








ASSISTANT ACTUARY 

Bankers Security Life, New York City 
has opening for Assistant Actuary. 
Prefer one-with life underwriting ex- 
perience. A&S experience desired but 
not required. Complete employment 
benefits and retirement program. All 
replies will be handled confidential. 
Reply with full details to A. C. East- 
lack, V.P. & Actuary, 103 Park Avenue, 
New York 17, N. Y. 














Colonial Names Rehmann 


Rochester Branch Manager 


Appointment of William H. Rehmann 
as manager of the Rochester, N. Y., 
branch office of Colonial Life, East Or- 
ange, N. J., has been announced by 
James G. Bruce, vice president. Formerly 
field manager of the Vineland branch, 
Mr. Rehmann succeeds Joseph Filardo. 


Mr. Rehniann started with Colonial as 
an agent in Atlantic City in 1941 and 
was transferred to the Vineland, N. J., 
branch office in 1943. After returning 
from duty with the Navy, where he 
served in the South Pacific, he became 
an agent in the Vineland branch and 
in 1947 was made field manager. 





We finance up to $1,000. monthly where 
justified and where even income is im- 
portant. 


Six new agents first full year in 1!956—Ist 
year commission earning actually paid in 
1956: 


Period 

’ Commissions Under Contract Volume 
C. $7,684.94 5 months $327,000 
S. 10,722.59 7 months 422,500 
R. 4,406.76 7 months 200,750 
Ss. 4,105.98 12 months 281,000 
B. 9,987.38 12 months 578,094 

" 12 months 442,000 


~ 9,858.50 
These new agents averaged $20.77 per |,000. 
Average size policy $20,101. 








LEE NASHEM AGENCY 


East 42nd. St 





Mutual Benefit Life Insurance Co. 





Name Cluthe Newark G. A. 


Herbert F. Cluthe has been appointed 
general agent for State Mutual Life it 
is announced by Vice President Joe B. 
Long. He succeeds as sole general agent 
the partnership of John W. Wood and 
Herbert F. Cluthe, which was dissolved 
on January 31. Mr. Cluthe has qualified 
as an MDRT member for the past 14 
years. 
















And NOW-—THE ABC PLAN 


Again, the Lincoln National man has a new plan in his sales kit. This 


time it's a pre-authorized check plan — the ABC Plan. 


This Automatic Bank Check Plan appeals to clients and agents alike 


because it's convenient and inexpensive, and it minimizes the chance of 


The 


lapse through oversight. 


Lincoln National's ABC Plan is an- 
other reason for our proud claim that 


LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Rydgren Retires From 
Continental American 


IN LIFE INSURANCE 


President Benner Will Assume Duties of 
Chairman of Wilmington 
Company 


50 YEARS 


chairman of Con- 


Adolph 


tinental 


\. Rydgren, 
Wilmington, 
attended by 


American Life, was 


guest of honor at a dinner 


his associates, held on January 30, at 


the Wilmington Club to mark his retire- 
31 under 


ment as chairman on January 


the company’s retirement plan, but he 





ADOLPH A. 


RYDGREN 
will remain as a member of the board. 
Dr. Claude L. 
will 


Benner, president of the 


company, also assume the duties of 


the chairman 


Mr. Rydgren first entered the life 
insurance business in 1907 as a clerk in 
the actuarial department of New York 
Life until 1918, during which time he 
studied for the actuarial examinations 
and was admitted to the Society. 

He served for a brief time in the 
Army during World War I and upon 
being discharged at the end of the war, 
became actuary for Cleveland Life. He 
resigned from that position in April, 
1921, to join Continental American in a 


1926, he was elected 
vice president and director of the Con- 
tinental American. [n 1932, he was 
elected president and in 1949, chairman 
He has had a distinguished career in 
the life insurance industry. In addition 
to taking an active part in the Society 
of Actuaries, he was active in the or- 
ganization of the Life Office Manage- 
ment Association, being president from 
1929 to 1931 
When the S. S. 
for Insurance 
Iniversity 


similar position. In 


Huebner Foundation 
Education was established 
of Pennsylvania, Mr. Ryd- 
was elected a trustee and recently 
has been serving as vice ch lairman of 
that board. He also served a three-year 
term as director of Life Insurance Asso- 
ciation of America, and over the years 
has served on many inter- -company com- 
mittees dealing with overall life insur- 
ance problems. 

In addition to his 
insurance field, Mr. 


work in the life 
Rydgren has played 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 














a prominent part in the work of local 
health and welfare organizations. Out- 
standing among these agencies is the 
American Cancer Society. He was in- 
strumental in organizing the Delaware 
Division of American Cancer Society. 
He is currently a director of the Wel- 
fare Council of Delaware, Inc. Delaware 
Heart Association, and the Prisoners 
Aid Society. In 1950, he was general 
chairman of United Community Fund 
of Northern Delaware. He is a director 
of Delaware Power and Light Co. Mr. 
Rydgren is currently a member of the 
Rotary Club, Wilmington Club and Wil- 
mington Country Club. 


Fellin General Agent for 


Aetna Life at Scranton 


Appointment of Kenneth J. Fellin as 
general agent of the Aetna Life Insur- 
ance Co. at Scranton has been announced 
by Robert B. Coolidge, vice president. 

Mr. Fellin joined Aetna in 1947 as a 
representative of the Scranton agency 
and later was transferred to Williams- 
port where he has served as agency 
supervisor. Before entering the life in- 
surance field, he served as a_ teacher 
and coach at East Union Township 
High School. 

. 





for 1957 


a 





Guardian has introduced a new series of policies 
for 1957 with many attractive features, including: 


@ Premiums Reduced 
@ Cash Values Increased 


®@ Settlement Options and 
Provisions Liberalized 


@ Unique Change of Plan Clause 
@ Flexible Age Retirement 

@ Lower Premiums for Women 

@ Substandard Disability Benefits 


and many, many more. 


We've put the story—in brief form—in a booklet titled 
“Big News from Guardian for 1957.” For your copy, call 
your Guardian manager or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


50 Union Square—New York 3, N. Y. 


A Mutual Company—Established 1860 






French Northwestern Mutual 
Asst. Director of Agencies 





TAYLOR FRENCH 


Taylor French thas been appointed an 
assistant director of agencies for North- 
western Mutual Life succeeding John S. 
Stobbelaar, who became the company’s 
general agent in Denver on February 1, 
according to Grant L. Hill, vice president 
and director of agencies. 

Mr. French, who will work with com- 
pany agencies in New York and New 





JOHN S. STOBBELAAR 


England states, has been an assistant in 
the induction division of the agency de- 
partment since 1954, participating in the 
company’s college recruiting program 
and serving on the career school faculty. 
He joined the company in 1951, after 
graduating from Northwestern Univer- 
sity. He was a_ soliciting agent in 
Streator, Ill., for the A. F. Moore district 
agency, Ottawa, associated with the C. R. 
Garrett general agency, Peoria. 


HOUSTON BRANCH MOVES 

Vice President Stuart F, Smith of 
Connecticut General Life announced that 
the Houston branch office will move in 
mid-February to new quarters at 3033 
Fannin Street. The Houston agency, 
established in 1940, is under the direction 
of Manager John H. Parrott. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Provident Mutual Life of Philadelphia awarded plaques for leadership in volume 
of premiums during 1956 to: Manager Philip H. Gillis, Northern New Jersey; 
General Agent John C. Vance, Northwestern Pennsylvania; Manager Leonard H. 
Morgan, Central Pennsylvania; Manager Ralph W. Tipping, CLU, Los Angeles; 
and Manager Thomas F. Irwin, Philadelphia. Presentation of the awards was made 
by Vice President and Manager of Agencies Lewis C. Sprague, at the annual 
meeting of the General Agents and Managers Association at San Marcos Hotel, 
Chandler, Arizona, January 21 through 25. 





Matt Jaffe Associates 


Lead Mount Vernon Life 

Matt Jaffe Associates, Ltd., 431 Fifth 
Avenue, New York, was the leading 
agency for Mount Vernon Life of New 
York during 1956. The agency’s produc- 
tion totaled approximately $8,500,000 of 
Ordinary life and substantial amount of 
A. & H. and Group business. The 
average size life policy written was 
$17,319. 

During the year the agency ran two 
successful sales drives. The 3rd annual 
“Multi-Million Marathon” resulted in 
2,500,000 of paid business and the “Tur- 
key Shoot” in $1,500,000. Twenty-five 
of the agency’s producers have already 
qualified for the company’s convention 
to be held March 24-27 at the DiLido 


Hotel, Miami Beach. 

Assiting Mr. Jaffe as associate general 
agents are Herman Feingold and Dan 
Jaffe. The agency supervisors are Ben- 
jamin Amdurer, Gregory Dworjetz, Har- 
ry A. Erter and Paul Fishman. 


Manager at Richmond 





PAUL V. SEVERIN 


LIFETIME 
Kole) < 


Fair warning: this movie, 
Look,” is going to be talked about because 
it adds such a dramatic new sales dimension 
to group benefits. 


If you'd like to see... or use “ 
Look,” just call our locai office. 


Hear...see...feel... 
the impact of 
group benefits 


. in a dynamic new motion picture in full 
color! This moving, realistic film shows man- 
agement how to get the greatest return on its 
investment in group insurance and pensions 
through improved employee attitude and in- 
creased work effectiveness. 


“Tue LIFETIME 


THE Liretime 


CONNECTICUT 
GENERAL 


Life Insurance Company, 
Hartford 15, Connecticut 





Pre-Authorized Check Plan 
For General American Life 


Introduction of a pre-authorized check 
plan for low-cost monthly premium pay- 
ments has been announced by General 
American Life. The plan will go into 
operation on a selective scale in March, 
and is expected to be in wide use by 
fieldmen within a few months. 

The pre-authorized check plan—PAC— 
permits a policyowner to budget his life 
insurance premiums monthly like any 
other family budget item. The policy- 
holder signs a form authorizing General 
American Life to draw monthly checks 
against his regular bank account to cover 
premium payments. PAC is a develop- 
ment of the Bank Draft Plan which has 
been in use for many years by certain 
companies, 








Paul V. Severin, Richmond, Va., life 
insurance producer and former North 
Carolina All-American football end, has 
been named manager of Union Central 
Life’s Richmond agency. Mr. Severin’s 
appointment was announced by Harold 
P. Winter, CLU, vice president in charge 
of agency operation. 

Mr. Severin has been in the life insur- 
ance business in Richmond since 1952 
as an agent of Massachusetts Mutual 
Life. He is a three-time NQA qualifier 
and a member of the NALU. In addi- 
tion, he has performed supervisory duties 
in connection with recruiting and train- 


and agents. 


LOMA Graduates to Meet 


Edward A. Robie, personnel director 
of Equitable Life Assurance Society, 
will be the speaker at the next meeting 
of the Society of LOMA Graduates in 
New York, taking as his subject, “Job 


that may arise. 


attention too! 


Enlargement.” THE UNITED STATES LIFE INSURANCE CO. 
Agency Supervisor—TOM DEANE 
84 William Street, New York 38, N. Y. 


The meeting will be held February 13 
at 6:00 p.m., at the home office building 
of Equitable Life in New York, follow- 
ing a buffet supper in The Garden, on 





Moving into the New Year I would 
like to emphasize again the true "Center 
of Service" we have here for brokers 


Our full line of participating and 

ing. non=-participating policies plus Acci- 
Bara dent & Sickness and Group facilities 

provide an answer for most any problem 


All this and competent personal 


JAMES F. 
MacGRATH 


General Agent 


HAnover 2-7865 











the subway level of the building. 





Made Senior Consultant 


FRED G. JARVIS, JR. 


Fred G. Jarvis, Jr., CLU, has been pro- 
moted to senior consultant at Life In- 
surance Agency Management Associa- 
tion, Frederic M. Peirce, LIAMA’s man- 
aging director, announced. 

Mr. Jarvis joined LIAMA as a con- 
sultant in the company relations division 
in February, 1956. In addition to con- 
sultation work with member companies, 
he is on the staff of the Schools in 
Agency Management, and regularly con 
tributes to association publications. A 
book by Mr. Jarvis—‘“Starting the New 
Combination Agent”—was published last 
July. 

Mr. Jarvis attended Wesleyan and 
Yale Universities and in 1932 went with 
Prudential as an agent, later became an 
assistant manager, and then training 


consultant in the home office. In 1953 
he was promoted to senior training con- 
sultant and held that position until he 
joined LIAMA in 1956. 
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Life of Georgia Names 
Lord Group Manager 


MORRIS IS UNDERWRITING MGR. 
Atlanta Company Will Institute Group 
Operations with Appointment of 
Two Experienced Heads 

Life of Georgia has instituted Group 
operations with the appointment of Ed- 
ward D. Lord as Group manager and 
William F. Morris as Group underwriting 
The company has had a lim- 


manager 





EDWARD D. LORD 


ited amount of Group in force for several 
years, but no attempt was made at ex- 
pansion. Initial sales effort will be re- 
stricted to Georgia. 

Mr. Lord went to Life of Georgia from 
southeastern Group manager for Sun 
Life of Canada. He became associated 
with Sun Life in Chicago in 1947, trans- 
ferred to Atlanta in 1950. For a year, 





\ 


MORRIS 


WILLIAM F. 


in 1952, he was with New York Life as 
district supervisor in Houston. He is 
a native of New York and a graduate of 
Michigan State University. 

Mr. Morris has been associated with 
the Life of Georgia underwriting depart- 
ment for ten years, being manager of 
general underwriting since 1952. An Ala- 
bama native, he was educated in Atlanta 

Georgia State College of Business 
Administration and Atlanta Law School. 


KANSAS CITY LIFE DIVIDEND 

Kansas City Life has paid a semi- 
annual dividend of $4 per share. In 1956 
the rate was $3 and in the previous year 
it was $2.50. 





Career of Harold E. Dow 





DOW 


HAROLD E. 


Harold E. Dow, second vice president 
of The Prudential, who has been ap- 
pointed chief officer of The Prudential’s 
new regional home office building to be 
erected in Boston, as announced last 
week, is one of the country’s best known 
actuaries. He has been an important 
executive officer in the company’s re- 
gional home office in Minneapolis since 
1954. 

Born in New Haven, Mr. Dow has a 
Master’s degree from both University of 
Vermont and Harvard University. In 
1935 he joined The Prudential as an actu- 
arial student. He became associate actu- 
ary in 1949 and second vice president in 
July, 1950. In 1943 he became a Fellow 
Actuaries. Mr. and Mrs. 
Dow have four children. 


in Sc ciety of 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








Get Top Agency Awards of General American Life 


OPENS PITTSBURGH OFFICE 





Life Ins. Co. of America Selects M. T. 
Patrick, Regional Director, to Manage 
Branch; Now in 12 States 





As part of its 1957 expansion program, 
Life Insurance Co. of America, Wilming- 
ton, Del., has opened a new branch office 
in Pittsburgh. 

Heading up this new office will be 
Melvin T. Patrick, regional director, A 
graduate of University of Virginia, where 
he made an outstanding athletic record, 
Mr. Patrick served with the U. S. Army 
during the Korean conflict, functioned as 
safety director in the 3rd Army. His 
insurance career began in Richmond, Va. 
as an agent, selling both life and A. & S. 
insurance. He joined Life Insurance Co. 
of America last September 15, working 
as a supervisor until his recent appoint- 
ment to regional sales manager. 

The new Pittsburgh office will be 
staffed with a full complement of sales 
and clerical personnel, It will aggres- 
sively promote and expand company sales 
in life, group, A. & S., and hospitaliza- 
tion insurance. 

The expansion program also contem- 
plates the opening of branch offices in 
other principal cities in all of the states 
in which the company is licensed. 

These states presently include Penn- 
sylvania, Ohio, Illinois, Indiana, Mary- 
land, Delaware, Kentucky, Tennessee, 
Arkansas, Louisiana, Mississippi and 
Florida. 

Sales are under the general direction 
of Paul I. Reichart, vice president. 





Powell B. McHaney (center), president of General American Life of St. Louis, 
presenting to Maurice Levine (left), a Los Angeles general agent, the company’s 
“Agency Achievement Award” for best agency building job of 1956, and to Otto A. 
leanes (right) the “President’s Million Dollar Cup” as head of the leading Ordinary 
agency, also the best all-around agency for the year. 

Other award winners were: Leo R. Schuster, Jr., El Paso, leader first year paid 
Ordinary; Harold Little, Los Angeles, first year personal accident and sickness 
and hospitalization paid premiums; Robert P. Williams, Detroit, first year Group 


paid premiums; 


in first 12 months of contract. 


Frank E. Kelly, San Francisce largest first year paid Ordinary 





vour Mutual 
+ Benefit 


Life Man 





training 
pays off 
for 
everyone.” 


Most people realize they need life 
insurance. But few know what 
kind—or how much. That’s where 
weeks and months of specialized 
training and planning pay off— 
both for the client who gets more 
for his money—and the Mutual 
Benefit Life man who finds that 
planned insurance is easier to sell! 
It takes more time and effort, 

of course, but this training is a 
hig reason why Mutual Benefit 
Life men like John Boner of 


Indianapolis enjoy successful 
careers and their clients enjoy 
quality insurance programs. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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JOHN A. McCOLE 


Mutual of New York opened its 1957 
field expansion program with the an- 
nouncement that four new managing 
agencies are being established in New 
Jersey, Florida and New York City. 

Stanton G. Hale, vice president for 
sales, said that effective February 1 
agencies were opened in Plainfield, N. J., 
under the management of John A. Mc- 
Cole, and in Hackensack, N. J., with 
Curt M. Rosenberg, CLU, as manager. 
On March 1, Tampa, Fla., will become 
a full managing agency, under the di- 
rection of Robert M. Pope, currently 
district manager in that area. Also on 
March 1, MONY will establish a new 
agency in New York City—the com- 
pany’s tenth in the metropolitan area— 
with John H. Erdman as manager. 

MONY’s expansion program has been 
marked in recent years by its extension 
into multiple lines of personal coverages 
including Group, the development of 
brokerage business, and substantial ad- 
ditions to its network of agency offices 
throughout the United States and Can- 
ada. Eight new agencies were opened 
in 1956. Including the units announced 
today, MONY will have established 35 
new agencies since 1948, bringing its 
total number of agencies to 113. 


LINDOP ELECTED DIRECTOR 


Monarch Life’s New York General Agent 
Named to Board at Annual Stock- 
holders’ Meet; Led Co. for 1956 
Ralph K. Lindop, New York City 
general agent of Monarch Life of 
Springfield, was elected a member of its 
board of directors at the annual stock- 
holders’ meeting January 30. He is the 
first field executive of the Monarch to 
receive this high honor. Mr. Lindop is 
also receiving congratulations on his 
agency’s 1956 leadership of the Monarch. 
For the third consecutive year the 
Lindop Agency led the Monarch Life in 
1956, paying for $110,954 in H. & A. 
quarters—33.5% gain—and $9,231,327 in 
paid-for life insurance, an increase of 
16.2% over its 1955 peak. For last De- 
cember alone the agency produced $14,- 
039 in H. & A. quarters and $2,245,537 
in new life business, thus shattering the 
former one-month records of December, 
1955. In each instance, the Lindop agen- 
cy broke records which it previously had 

Sét. 

Top performer in the New York agen- 
cy last year was Fred Hulme who, in 
scoring 13,464 combined H. & A. and life 
points, broke a previous one-year record, 
set by Gerry Cauza, Monarch agent in 
Trenton. Mr, Hulme’s 1956 life paid-for 
score of $1,349,521 also exceeded the pre- 
vious record-high volume of $1,262,817 
set last year by Mr. Cauza. 








CURT M. ROSENBERG 


JOHN H. ERDMAN 





EQUITABLE SOCIETY CASHIER 

Equitable Life Assurance Society has 
appointed Donald L. Rudeen as cashier 
in Albuquerque. Mr. Rudeen, who 
joined Equitable in 1949, is a graduate 
of the University of Nebraska and a 
Navy veteran. 


PASSES BILLION ‘DOLLAR MARK 

Gulf Life, Jacksonville, has passed the 
billion dollar mark of life insurance in 
force, according to an announcement by 
S. Kendrick Guernsey, president. 
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INTION! 


GENERAL AGENTS and BROKERS 















WE’RE BUILDING IN THESE STATES... 
{ IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


/ MONEY-MAKING PROPOSAL 


More Competitive eae 
L.1.C.A. Policies are replete with unusual selling features . . . 
loaded with advantages you can get your teeth into — and 
really S-E-L-L! 


More Merchandising ... 
We offer a hard-hitting, sales producing program, from 
“mail to sell’. Everything furnished to you without charge. 


More Advertising... 
We help you develop sales potential through local adver- 
tising, direct mail, quality-lead programs. 


More Money For You... 


Kad This is truly a “ground floor” situation. L.I.C.A.’s vigorous 
) program of agency building spells O-P-P-O-R-T-U-N-I-T-Y 
RY for you! 
S WRITE, WIRE OR PHONE COLLECT 
R&R | Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 


Life Insurance Company of America 


Wilmington 99, Delaware 





Matson Assurance Expands 

San Francisco—Matson Assurance Co., 
insurance subsidiary of 
Matson Navigation Co., 
hundredth million dollar’s worth of life 


two-year-old 
has written its 


insurance, H. B. Perrin, president, re- 
ported. Life insurance in force at 1956 
year-end totaled $104,373,600 and annual 
premiums are now running at a rate in 
excess of $3 million. 

An office has been opened in Port- 
land, Ore., 
supervisor. With 11 years of experience 
in the Portland insurance field, Mr. Carr 
will handle service and production in 
that area. Offices are at 309 S. W. 4th 
Avenue. 











fedustions ii *henend applicable to 





EMPIRE'S | 
Innovation in Life Insurance—Reduced Premium Because 
of Policy Size 


our published rates renerdion of - 








| PRWL& | All Other Plans 

| Selective Except Term 

Protector | & Term Riders 
Below $5,000 coed ane | ana ee 
$5,000 to $9,999 = $1.00 
$10,000 to $14,999 $1.50 | $1.50 
$15,00 and over $1.75 $1.75 








MORGAN O. DOOLITTLE, 
President 











We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 





with John B. Carr as district ' 


Pan-American Liberalizes 
Employes Benefit Program 


Crawford H. Ellis, 
American Life, New 
nounced to all home office employes of 
effective January 1, 


president of Pan- 
Orleans, has an- 


the company that, 
several important liberalizations have 
been incorporated into the employe bene- 
fit program. 

Foremost among the liberalizations is 
the elimination of payroll deductions for 
the employes’ pension plan. Henceforth, 
Pan-American will absorb the entire cost 
of this program 

A second liberalization has been the 
reduction of the employes’ monthly con- 
tribution for coverage under the Group 
life insurance offered by the Pan-Ameri- 
can Protective Association, an organiza- 
tion of Pan-American home office em- 
ployes. 

In addition to these benefits, Pan- 
American will continue to cover its em- 
ployes with free Group life insurance; 
the amounts of this insurance are graded 
according to individual employe income 
Under these plans any employe is pro- 
vided with death benefits equal to twice 
his annual salary. ; 

All Pan-American home office em- 
ployes are covered by Group hospitaliza 
tion, known as the Pan-American Com- 
prehensive Major Medical Expense Plan, 
which provides for medical expenses in- 
curred both in and out of the hospital 
The entire cost of this plan is borne 
by the company. 

In addition to the above, Pan-Amer- 
ican is providing Group life and com- 
prehensive major medical benefits for 
retired employes and their wives. 
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General American Names Associate General Agent , 4 
G Field V.P S ee | ety eave INVESTIGATE This Unusual G A Opportunity 
2 en eymou ° am. : : : : : , 
New ses 3 ve ¥ 8 y Top, vested commissions with lifetime service fees. Quick sales aids with 
prompt, effective home office cooperation. Complete kit of attractive non-par 
contracts sub-standard to 500%. Highly rated company (founded in 1890). 
Assets over 89 million—over $465 million insurance in force. 
Openings in Pennsylvania, Delaware, Maryland, Ohio, New Jersey, Virginia, 
Indiana, Illinois and District of Columbia. 
om Write in confidence to: B. A. FRANK, Mgr. of General Agencies 
V=UNT — SUN LIFE INSURANCE COMPANY 
(ie aay of AMERICA 
Cate oe 
ScLy 109 East Redwood St., Baltimore 2, Md. 
4 
appointed associate general agent with Tax Workshop School 
that agency. Mr. Bluttman, a member = 
of the New York Bar, attended New # Program Begins Feb. 13 
Vork University. and N. Y. U. Law The new tax program for insurance 
E pease hic BA aad RL.B met scheduled to begin February 13 at 
School, and rec eived lis BA. and LL.B. ine "Pax Workshop Seiad. New. York, 
degrees before joining Penn Mutual. He wilf be given over a period of two 
served with the Army Air Corps during semesters, either or both of which may 
1946 and 1947 in the Far East be taken. The functional approach is 
dole . pe é ii ites being used, and the following areas as 
Mr. Bluttman PARC ee paste they relate to insurance and taxation 
Agency in 1953, and became supervisor ill be covered: 
in 1954, having been the agency’s ‘Man Taxation of Life Insurance and An- 
Sian Movie of the Year” his first year in the busi-  nuities Owned by Individuals. Estate tax 
big oe es eee ee ere ness. He has also been a member of on death of insured and of individuals 
L. WAYNE KAUBLE HERBERT BLUTTMAN several of Penn Mutual’s honor volume other than insured; gift transfers and 
os Tye faked ; clubs. He is presently a vice president gift tax; policies maturing on death or 

General meen et oe ms A Dee Herbert Bluttman, former supervisor of the Brooklyn Branch of the Life otherwise ; options; annuities; exchange 
L. W 9 Kauble to 1€ Grand fac with the Seymour V. Abrams agency of | Underwriters Association of the City of insurance. 
srOUD field vice deliv “Gr jem a q Penn Mutual Life in Brooklyn, has been of New York. Purchase of Insurance with Low Cost 
resp ese -eig pda vo spe ane Tax Dollars. Split dollar policies ; life 
and service e suge it ng pasaibssntis insurance trusts; taxation of trusts; 
manager of xroup accounting. : shioct Seved braste. 

a amie janet Leber): American ‘ Buy-Sell heresies Corporate stock 
is oe — = _ agg ~ rage at gs and partnership interest purchases; 
recto ig a hor igs G eS gli estate tax consequences; use of policy 
seo ig 8 1940, hi; ndling G - 7” ae a options to acquire a business; problems 
ie cece ge at J f Pee 1 In under state law; stock redemption prob- 
and service in a number of cities. 4 
1944, he was appointed supervisor of lems; and key- -man insurance. ern 
Be Be . s Interest and Other Deductions. Pre- . 
Group poet and, in 1955, ee. I creases Are er u stantial iia, detain: Wheres: didecticds- 
Group sales and_ service. e€ was in ) uf FcR Salgge a Ss 
erie gags tas Papen - Dee of lcmacenee in Marital Deduc- 
ne engea ge p ecste i asap Siig gh tions. Entire interest; terminable in- 
sibility for the administrz itive operations hebet: sanity problems; aimee 
of fieid claim offices. New you can earn much more in the Group Life field! trusts; special powers of appointment; 





coe tax economies or losses; 


Wins Plamnie Mutual Cup 


procedural re- 
strictions. 

Effects of Divorce or Separation. In- 
come, gift and estate tax consequences; 
practical problems. 

Insurance and Estate Tax Economies. 
Methods of creating estates with tax 
economies; and methods of providing 
estate liquidity. 

Practical Problems. Returns to be 
filed; and legal documents required. 

Tax Liens and Creditors Rights. Ap- 
portionment of estate tax liability; and 
transferee liability. 

Danger Areas. Problems that insur- 
ance men should be aware of and avoid 
wherever possible. 

Bertram Harnett has been added to 
the panel of instructors, which includes 

Solomon Huber, Robert J. Lawthers, 

" ° be Saul Lesser, William FE. Murray, and 
—Guaranteed issues for pension trust or employee bene Sissy Cascais Teed ke ee 


fits where Group insurance is not desired. the tax partner at Roosevelt & Freidin, 
and the author of a forthconiing book ’ 


on insurance and tax problems which 
should be published shortly. In addition, 
he is the author of a P.L.I. monograph, 
“Capital Gains and Losses.” He has lec- 
tured at Columbia, Rutgers and Kansas 
Universities, at law schools and other 
tax institutes, and has written numerous 
articles dealing with insurance and tax- 
ation. 


State Mutual Leader 
Frankland F. Sti ifford of the Louis A. 
Cerf Jr. Agency in New York City led 
the entire field force in total production 
for 1956 for the third time in four years 


In addition to our high commission schedule, Postal is particularly 


competitive on— 


—Flexible Schedules—To better fit the needs of both the 


employer and employees. 
—Super-imposed cases! 


—Executives—Postal places larger amounts on executives 


than most companies! 


—Baby Group cases (10-24 lives). 


The new Group commission rates, combined with Postal’s high 
maximum schedules, means that you can place a large case all 
with us—and still earn more commission than if you were obliged 





to divide the case. 





SAM P. 


DAVIS 


You don’t have to be an ‘expert’ to sell Group for Postal—we 


The New York (Lincoln) avery. of rs ee 
Phoenix Mutual Life, managed by Sam have the expert to work with you. You get the full commissions! 
P. Davis, has been awarded the Direct- 


ors “Cup of the company for its 1956 For the new, much higher commission schedule, for information 


record of sales and services, according 
to Herbert C. Skiff, vice president. The on Postal’s Group business, call one of our General Agents today! it has been announced by the State 
cup is awarded each year by vote of Mutual Life of Worcester. He previously ) 


led the company in 1949, 1953 and 1954. 
In 1955 the placed second. 

Born in Cleveland, he left a successful 
career as an executive in the textile 
field to join State Mutual in 1939. Well 
known and highly regarded as a business 
insurance specialist, Mr. Stafford is also 


directors to the agency 
demonstrating the highest attainment in 
agency objectives and excelling in the 
factors of successful management. 

A four-time winner of Directors’ Cup 
honors, Mr. Davis’ agency reported dur- 
ing 1956 the largest volume of paid : wo 
premiums of any office in Phoenix Mu- a life and qualifying repeating member 
tual history with a gain of 120% over of the Million Dollar Round Table for 


1955. saiiiaaaas 1956. 


the board of 





Postal its of New York 


GEORGE KOLODNY, President ¢ 511 FIFTH AVE., N. Y. 17, N.Y. 
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Vice President Brooks A. Heath, Loyal Protective, 
Dined on 25th Anniversary With Company 








Left to right—Executive Vice President Jerome M. Powell, Vice President Brooks 
A. Heath and President John M. Powell. 


Brooks A. Heath, vice president, Loyal 
Protective Life of Boston, who is its 
chief claims officer, was honored at a 
recent luncheon in commemoration of 
his 25th anniversary year with that com- 
pany. John M. Powell, Loyal’s president, 
presided at the party which was at- 
tended by a number of general agents 
and field supervisors in town for a home 
office conference. Other guests included 
officers, department heads and_ other 
home office people who are members of 
Loyal’s 25 Year Club. Mr. Heath is now 
a member of that club. 

President Powell lauded Mr. Heath’s 





Pru to Build Regional 
Office in South Jersey 


Prudential announces it will build a 
new regional office, to be known as 
“Southern New Jersey” and “which will 
handle certain office operations in sev- 
eral Eastern seaboard states.” The 
building will be in central part of south 
Jersey, the company not yet announcing 
the location. 

yeorge J. Geisinger, currently man- 
ager of Pru’s district agency office in 
Bridgeton, will be director of the re- 
gional office. John B. Huetz, manager 
of the company’s auditing division, will 
be Mr. Geisinger’s chief assistant. 


Dr. S. R. Wallace Marks 
Tenth LIAMA Anniversary 


Dr. S. Rains Wailace, director of re- 
search for Life Insurance Agency Man- 
agement Association, will observe his 
tenth anniversary with that organization 
on February 10. He was honored at a 
luncheon today, February 8, given by 
members of LIAMA’s 10-year club. 

A graduate of the University of Vir- 
ginia, from which he received his B.A., 
M.S. and Ph.D. degrees, Dr. Wallace 
taught for a year at Ohio State Uni- 
versity before joining the psychology 
staff at Tulane University. 

After joining LIAMA, Dr. Wallace be- 
gan to expand the Association’s research 
program. He now supervises a full scale 
program of research proceeding along a 
broad front with simultaneous effort in 
seven major areas: selection of agents 
and managers; training; opinion and 
attitude; markets; financial manage- 
ment; statistical surveys, and company 
practices. 


REPUBLIC NATIONAL MANAGER 

Robert L. Herring has been named 
manager of Dallas’ Oak Cliff-Wynne- 
wood branch office of Republic National 
Life. Mr. Herring has had previous 
life insurance experience and is active 
in various civic organizations. He is a 


director of the Oak Cliff Junior Chamber 


of Commerce and is a member of the 
Oak Cliff Kiwanis Club and the Dallas 
Big Brothers. 


contribution to the Loyal’s progress in 
the past 25 years and presented him 
with an inscribed Longine wrist watch. 
Starting with the Loyal in 1932, Mr. 
Heath became secretary shortly there- 
after. He was promoted to assistant 
treasurer in 1937, a director in 1939, 
named to the executive board in 1946, 
and elected vice president in 1948. 


CHICAGO WOMEN TO MEET 

Blanche E. Way, president, Chicago 
Women Life Underwriters, announces 
Sally Joy Brown, Chicago Tribune, will 
speak at a meeting to be held on Feb- 
ruary 13. Dan A. Kaufman, CLU, presi- 
dent of the Chicago Association of Life 
Underwriters will review current activi- 
ties and women’s part in carrying on the 
many facets of association service. 

Shirley Hansen, New York Life, is 
program chairman. 





BERNARD A. 


HAA 


AGENCY 


“Let’s talk about tough cases” 


MANHATTAN LIFE 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 














Emil Wit Lp Happy lo (So You 


AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Elected charter member of Esquire Club; Members of 
Diners Club, Gourmet Club, Duncan Hines, Executives 
Dinner Club, Expense Charge Club. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREST 
Near Maiden Lane, N. Y 
Phone: Digby 4-2348 








Insurance Executives Aid 


N. Y. Boy Scout Fund Drive 


As the 1957 finance campaign of the 
Greater New York Councils, Boy Scouts 
of America, goes into high gear, insur- 
ance executives made plans to raise 
$375,000, the industry’s share of the $960,- 
000 operating expense goal of the drive. 
Boy Scout Week is nationally being 
observed February 6-12. 

Insurance chairmen in the campaign 
are Harry K. Gutmann, CLU, of the 
Roger Bourland Agency, Mutual Life of 
New York, who heads the life agencies 
committee; James H. Braddock, second 
vice president, New York Life, chairman 
of the life company executives commit- 
tee; William J. Thompson, vice presi- 
dent, Royal-Globe Insurance Group, in 
charge of the fire, casualty and marine 
committee, and G. Harry Jackson of 
t. H. Jackson Co., chairman, agents and 
brokers committee. 


ULLICo LEADS THE Way 


If you are a capable and conscientious producer we u 


have a message for you! 


General Agency opportunities with The Union Labor 
Life Insurance Company are now available in many of 


our key industrial cities. 


The many successful insurance salesmen now holding 


a ULLICO General Agency contract, 


are especially 


aided by our Company’s knowledge of the trade union 
movement and our particular opportunities in the trade 


union insurance market. 


Definite ULLICO leads are the means through which 
an ambitious, alert agent with a record of sound produc- 
tion and service can develop a career both satisfying 


and profitable. 


We invite your inquiry. 


Agency Manager 


IF 

fr 
The UNION LABOR 3 
LIFE INSURANCE COMPANY 
[ 


200 East 70th Street 


EDMUND P. TOBIN, President 


New York 21, N. Y. 














Named “Man of the Year” 





Blackstone Studios 
ALBERT GREENHOUSE 


Albert Greenhouse, brokerage mana- 
ger, has been named “Man of the Year” 
of the Lee Nashem agency of Mutual 
Benefit Life, New York, because of his 
over-all performance in 1956. He is a 
life member of the Million Dollar Round 
Table and a member of National Asso- 
ciates and the President’s Club of Mu- 
tual Benefit. Presentation of the award 
was made by Mutual Benefit Vice Presi- 
dent Charles Heitzeberg, at a recent 
luncheon at the New York Athletic Club 

A thirty-year plaque was awarded to 
Albert Schancer and Murray Greenberg 
received a five-year pin. Cy Block re- 
ceived an award as the production 
leader. 

Awards were also presented to Paul 
Bloch, Stan Rowen, director of training, 
Terry Castell, Arthur Goldstein, Fred 
Haas and James Slote 

The Lee Nashem agency had the best 
year in its history by paying for $11,- 
159,000, with an average policy of $22,000 
and a Jehamammex of $62.50 per $1,000. 


Plaque Given N. y. University 

A plaque has been presented to New 
York University by the Equitable So- 
ciety, the event marking 25 years of 
existence of NYU’s Group life insurance 
program for its faculty and staff mem- 
bers. Norman C. Strong of Equitable 
Group department made the presenta- 
tion to Dr. Carroll V. Newsom, presi- 
dent of the university, at Dr. Newsom's 
office in NYU’s Washington Square 
Center. 

New York University was the second 
institution of higher learning in the 
New York metropolitan area to pur- 
chase Group insurance from Equitable. 
The first was Stevens Institute of Tech- 
nology in 1928. 
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FAULKNER’S CHICAGO ADDRESS 
The rapid progress in planning, organ- 


Health 


has 


ization and launching of Insur- 


ance Association of America been 


one of the most satisfactory aspects of 


the insurance business the past year. 


The manner in which the association is 


eperated, together with the willingness 


of executives to go on its many oper- 


ating committees, was described by Pres- 


ident E. J. Faulkner of HIAA in Chi- 
cago this week. 

He also emphasized the position 
which has been won by voluntary in- 


welcomed as it is by the pub- 
lic, medical fraternity, the industry as 
a whole, and in many other circles. Such 
acceptance places responsibilities on the 
of which is in the field of 
He urges carriers to ob- 


surance, 


public, one 
rate making. 
serve sound actuarial principles in their 
rate structures. 

Describing free competition as 
the mainspring of progress in the health 
and accident believes the 
growth must be tempered by 
They include these: 

A realization that we are dealing with 
a changing hazard and that our obliga- 
tion as trustees for our policyholders 
demands that nothing be done that could 
conceivably jeopardize our ability to 
discharge our obligation to them. 

Adherence to the time-tested prin- 
ciples of coinsurance and the deductible. 

Recognize that in voluntary insurance 
the public is best served when there is 
no identity of interest between the in- 
surer and the purveyor of the health 
care services. 

Only through a fairly discriminating 
premium rate can we effect substantial 
justice among risks which present differ- 
ent hazards. 

Continue to 


open, 


business he 
drive for 
some cautions. 


programs for 
retrospective rating or dividend par- 
ticipation with a view of achieving a 
greater stability and equity among dif- 
ferent insureds. 

\cknowledge that the proper field for 
(sroup insurance is the provision of ade- 
quate basic protection and that indi- 
vidual insurance has a very large part 
to play, not only among people who 
cannot now be reached through Group 
insurance but to help Group insureds 
complete their insurance programs ac- 
cording to their individual needs and 
capabilities, 


refine our 


1 . rc 
classes of 


RECORD RATE OF SHIPBUILDING 


American, as well as other leading 


ocean marine insurance markets in the 
world, stand to write larger hull lines 
on the many new huge ships being com- 
numerous 


pleted in shipyards in coun- 


addition to the builder’s risk 
26,000,000 


shipping on order, which is a new high 


tries. In 


protection on tons of new 


the insurance mar- 
insure the 


for peacetime years, 
kets will be called on to 
vessels when in operation, as well as the 


immense cargoes they will carry. A 
large percentage of the new construc- 
tion is centered in tankers and other 
bulk cargo carriers, where the value 


of cargo per ton is not high, but in the 


aggregate the value of shipments will 
run into large sums of money. 
Following the depression in 
shipyards which existed 
ago, today the facilities of 
taxed to capacity. Even 
among the last to get 
building 


here than in 


recent 
world only a 
few years 
all yards 
American 


are 
yards, 
costs are 
other coun- 
be going full capacity for 
years just on orders now on 
hand. In a report to the American Bu- 
reau of Shipping President Walter L. 


business because 


higher many 
tries, will 


several 


Green stated that completion of sea- 
going vessels is at a record rate of 
about 5,500,000 tons a year, and with 


26,000,000 tons on order this top activity 
is certain to continue for a long period 
of ‘time. All this new tonnage will stim- 
ulate business in marine insurance mar- 
kets. Present facilities of world markets 
will be taxed to write some immense 
tankers which are now under construc- 
tion. 





Charles Stauffacher, vice president- 
finance, Continental Can Co., Inc., speak- 
ing recently before the New York Chap- 
ter of American Society of Insurance 
Management, discussed “The Value of 
Insurance Department to a Corporation.” 
He was formerly assistant director of 
Administrative - Management for the 
Treasury’s Bureau of the Budget and 
executive assistant director of the Bu- 
reau in 1950, and was also staff director 
of the Office of Defense Mobilization as 
assistant to Charles E. Wilson. 





HENRY GC. Piror 


Henry C. Pitot, United States manager 
of the Royal Exchange Assurance, Car 
& General and State Assurance, Ltd., 
and president of the Provident Fire, has 
been elected to the executive committee 
of the National Board of Fire Under- 
writers. He will fill the vacancy on that 
committee caused by the recent retire- 
ment of P. J. Priore. Mr. Pitot served 
on the arson committee of the National 
3oard from 1951 to 1954 and is presently 
a member of the committee on fire pre- 
vention and engineering standards and 
the committee on public relations. 


i ee or 


S. L. Horman, vice president of Time 
Insurance Co., Milwaukee, has been ap- 
pointed a member of the Social Security 
Committee of the Councils of State 
Chambers of Commerce. The Council, 
with headquarters in Indianapolis, is a 
federation of regional and state cham- 
bers in some 30 states. Mr. Horman’s 
whole professional career has been in 
the accident and health insurance field. 
He has been chairman of the Wisconsin 
chapter of the Insurance Economics So- 
ciety, state chairman in Wisconsin of 
the legislative committee of the He: ilth 
Insurance Association, chairman of the 
Social Security Committee of the Wis- 
consin State Chamber of Commerce and 
head of the Milwaukee C. of C. Social 
Legislation committee. 


i Ve oe 


Charles H. Halsey, vice president in 
charge of claims for American Farmers 
Mutual, is credited with saving a wom- 
an’s life during a residence explosion 
and fire in Decatur, Ill. Mr. Halsey was 
returning from a party with wife and 
dz aughter when he arrived on the scene 
of a fire in a two-apartment dwelling. 
Mrs. Loretta Lampkin, 70, jumped from 
the window of her second-story apart- 
ment to escape the blaze. Mr. Halsey 
succeeded in breaking the woman’s fall. 
She was hospitalized with a broken leg 
and other injuries. He was released from 
the hospital after treatment for burns, 
bruises and a torn cartilege in his chest. 


‘pak, 


Cyril S. Hart, president of the Boston 
Insurance Group, was recently elected to 
the board of directors of the Old Colony 
Trust Company, allied with the First 
National Bank of Boston. Mr. Hart is 
also a trustee of the Boston Five Cents 
Savings Bank, a trustee of the American 
Foreign Insurance Association, and a 
director of the General Adjustment Bu- 
reau of New York. 


from 





E. A. Kratovil, treasurer of the Amer- 
ican Institute of Marine Underwriters, 
and president of Carpinter and Baker of 
New York, represented the Institute at 
the 47th annual meeting of the Canadian 
Board of Marine Underwriters at the 
Seignory Club, Montebello, Province of 
Quebec, last week. The American Insti- 
tute and the Canadian Board are na- 
tional trade associations having as mem- 
bers the ocean marine underwriters do- 
ing business in their respective countries. 

es eee 


Jean Robinson, formerly feature edi- 
tor of The Spectator, has joined the 
public relations firm of Edward Gottlieb 
& Associates, Ltd., as associate account 
executive. A native New Yorker, Mr. 
Robinson also was formerly copy chief 
for Kennedy-Ceglia Advertising, Tren- 
ton, N. J. He was graduated with a B.S. 
degree from Fordham University in 1947 
and received his M.A. at the same uni- 
versity in 1950. In 1956, he received a 
certificate in special graduate studies 
Ecole d’Etudes Politiques, Uni- 
Paris. 

* * * 

T. E. Hopkins, state agent of the 
Phoenix of Hartford Insurance Compa- 
nies, has been promoted to manager of 
the newly designated district office in 
Providence, R. I. A native of Danielson, 
Conn., Mr. Hopkins joined the Phoenix 
in 1944 serving as fieldman in Illinois 
until 1946. Prior to 1944 he traveled the 
midwest for the Underwriter’s Service 
Association. Mr. Hopkins was appointed 
fieldman in Rhode Island in 1946 and was 
made state agent for the company in 
1949. He is a past president of the 
Rhode Island Insurance Fieldmen’s As- 
sociation, 


versity of 


* * * 


Hartman C. Baker, who retired recent- 
ly as head of the countrywide broker- 
age department of Royal-Globe Insur- 
ance Group, has joined the production 
staff of G. L. Hodson & Son, New York 
reinsurance intermediaries, Mr. Baker’s 
insurance career extended over 31 years 
with the Royal-Globe companies. 

cok Om 


George E. Burks, head of the Louis- 
ville, Ky., agency of Hummel, Meyer & 
Burks, and past president of the Louis- 
ville Board of Insurance Agents, has 
been named chairman of the Board of 
Zoning Adjustments & Appeals, of 
which he has been a member for eight 
years. J. Argyle Beller, a real estate 
and insurance man, was named vice 
chairman, to succeed Mr. Burks in that 
post. Mr. Burks is a past president and 
charter member of the Junior Chamber 
of Commerce, and served three years 


as a trustee of Washington & Lee 
Alumni Association. 
* ere 


Lester S. Harvey, president of the 
New Hampshire Insurance Co., will be 
the speaker at the annual banquet of the 
New Hampshire Women’s League on 
March 4 at the Carpenter Hotel in Man- 
chester. This will follow the annual 
meeting. There will also be entertain- 
ment provided by the Rhode Island In- 
surance Agents’ Association. 

: s. & 


Rod Maclean of Los Angeles, well 
known in banking circles and as a finan- 
cial public relations executive, has been 
named vice president of Koster, Dana & 
Barrell, Inc., headed by Henry Koster, 
which specializes on financial merchan- 
dising and counseling services. This 
firm’s counsel is available to insurance 
companies and agencies as well as to 
banks, business and industrial corpora- 
tions. Mr. Maclean, past president of 
Financial Public Relations Association 
(1954-55), will make Los Angeles as his 
base. His affiliations include other lead- 
ing advertising, banking and public rela- 
tions associations. 


957 
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U. S. Flood Administration’s 
Industry Advisers 

Frank J. Meistrell, Commissioner of 
the Federal Flood Indemnity Admin- 
istration, is shown in accompanying pic- 
ture consulting with the FFIA national 
advisory committee as the Government 
is making ready its huge insurance pro- 
gram to protect people exposed to flood 
losses, which have exceeded $1 billion in 
recent years. Federal Flood Indemnity 
contracts will be available from private 
insurance companies at rates subsidized 
by FFIA. 

Commissioner Meistrell stated the 
program can be made operative as soon 
as Congress acts on an appropriation 
request for $100 million. In the picture, 
L. to R.: Leonard Peterson, New York, 
executive vice president, Home Insur- 
ance C.; John H. Gardner, Denver, ex- 
ecutive vice president, Hiram C. Gardner, 
Inc.; Boris Shishkin, Washington, D. Oye 
secretary, AFL-CIO Housing Commit- 
tee; John V. Russell, Philadelphia, pres- 
ident, Philadelphia Manufacturers Mu- 
tual Ins. Co.; Clinton L. Allen, Hartford, 
president, Aetna Insurance Co.; Mr. 
Meistrell ; Walter L. Hays, Orlando, 
heros president, American Fire and 
Casualty Co.; Milton Mays, New York, 
secretary of ‘America Fore; Hubert W. 
Yount, Boston, vice president, Liberty 
Mutual ; L. A. Johnson, Lindsborg, Kan., 
farmer and stockman; David Maher 
Lilly, Minneapolis, president and direc- 
tor, Toro Manufacturing Corp. Mr. 
Mays appears in his capacity as Secre- 
tary of the American Insurance Associa- 
tion’s Committee to Study Flood and 
Flood Damage, 


* * * 


To Strengthen Texas Insurance Laws 

Senator Searcy Bracewell of Houston 
is chairman of a 15-member committee 
appointed by Lieutenant Governor Ben 
Ramsey of Texas to strengthen insur- 
ance laws of Texas, Senator Bracewell, 
who is 39 years old, has served in the 
Texas legislature for a decade, seven of 
those years being in the Senate. 

In a statement to newspapers Senator 
Bracewell said: 

“Insurance is the second largest in- 
dustry in Texas. It is important that our 
state laws be second to none in providing 
sound insurance protection. Progress 
was made at the last session of the 
State legislature in revising insurance 
legislation. 

“With a few minor exceptions our 
Texas companies are among the soundest 
in the nation. During this session we 
hope to find systematically any weak 
spots in the insurance code and: have 
them eliminated.” 

Senator Bracewell says he _ believes 
that even one marginal insurance com- 
pany is one too many and that the legis- 
lature must tighten the laws so that 
it would be impossible for any weak 











company to operate. Some of the 1955 
legislation sponsored by Senator Brace- 
well included bills to tighten require- 
ments for life insurance companies and 
to reorganize the State Insurance Com- 
mission, 

The policy of his committee will be 
to have recommendations from the State 
Commission on all proposed changes in 
the insurance laws. “After hearings on the 
bills are held all bills will be referred 
to a subcommittee to be appointed by 
the chairman for a week’s study before 
any recommendations or decisions are 
made,” the Senator said. 

es 


Human Relations Course at 
Insurance Society School 


A new course entitled “Principles and 
Practices of Human Relations” is in- 
cluded in the spring semester curriculum 
of the New York Insurance Society’s 
School of Insurance. The course is 
scheduled to meet Monday evenings from 
5:30 to 7:30 p.m. beginning February 11. 
The registration period for all classes 
ends Friday, February 8. 

Many insurance organizations have ex- 
pressed a need for a course of this kind 
for their middle and upper management 
personnel. The basic objective of any- 
one in a supervisory or executive posi- 
tion is to get things done. This entails 
leadership ability, getting along with 
people, and making the optimum use of 
group effort. It is obviously in the best 
interest of an organization to develop 
in its management personnel the actions, 
skills, and attitudes which comprise the 
ability to work effectively with and 
through people. The objective of the 
new course is to develop this ability. 

The instructor will be Nelson J. Eliscu, 
director of management training pro- 
grams, New York City. He has devel- 
oped and conducted management train- 
ing programs for such well known 
organizations as Western Electric, Inter- 
national 3usiness Machines, Allied 
Chemical and Dye Corp., and many 
others. Mr. Eliscu has also had consid- 
erable teaching experience, having been 
on the faculties of St. Francis College, 
College of the City of New York, and 
New York University. 

* * * 
Helps U. S. School in Greece 

Henry H. Reed, formerly in charge of 
Greater New York for Insurance Com- 
pany of North America and who then 
went with Johnson & Higgins until 
October, 1953, when he retired from the 
insurance business, has been living for 
some time in Greece. There he has be- 
come one of the principal friends and 
consultants of the American Farm 
School at Salonika. He regards this 
school as providing a very fine service 
and cial American prestige in 
The Salonika. 

When Mr. Reed retired he had spent 
46 years in the insurance business, a 
large part of it in the marine business. 
He had been president of Board of 
Underwriters of New York, American 








Institute of Marine Underwriters, Asso- 
ciation of Marine Underwriters of the 
United States and the Board of Mana- 
gers of the American Marine Hull In- 
surance Syndicate. 

A native of Philadelphia, he began his 
insurance career in 1907 with the In- 
surance Co. of North America. In 1918 





HENRY H. REED 


he was made a member of the firm of 
Platt Fuller, marine managers for the 
North pono: ty In 1932 he became gen- 
eral manager of the New York office of 
that company, and in 1933 assumed the 
same responsibility for the Indemnity 
Company of North America. In 1937, for 
the United States Government, he was 
insurance advisor to the Maritime Com- 
mission. 

As a member of the National Guard, 
Mr. Reed saw service on the Texas 
border in 1916 and later served in France 
as a captain with the 77th Division. His 
clubs in New York included India House 
and Racquet & Tennis Club. 


* * * 


Marion E. Bower 


Marion E, Bower has been elected a 
director of American Society of Insur- 
ance Management, the first women to 
become a member of its board. She is 
insurance manager of Davison Chemical 
Co., division of W. R. Grace & Co, 
Baltimore. 

Miss Bower was born in. Brooklyn, 
the family moved to Baltimore and she 
has attended night classes at Johns 
Hopkins University and Peabody Con- 
servatory of Music. Currently, she is 


attending University of Baltimore for 
two CPCU courses. 

Miss Bower became associated with 
the Davison Co. in 1926. She is treas- 
urer of Zonta Club of Baltimore, = 
is affiliated with Zonta International, 
classified club for executive profession: ‘ 
and business women. Also, she is a 
member of the Candlelight Concert 
Committee of Peabody Conservatory 
and has been on the Baltimore Commit- 
tee of the National Symphony and the 
Handel Choir; a member of the insur- 
ance committee of the Baltimore Asso- 
ciation of Credit Men; and is secretary- 
treasurer of Maryland Chapter, ASIM. 


* * * 


Service Bureau Corp. 


International Business Machines Corp. 
announces that control of its nationwide 
service bureau operations has been 
transferred to a wholly-owned subsidiary 
corporation, to be known as the Service 
3ureau Corp. 

The president of the new company is 
O. M. Scott, formerly general sales 
manager, electric accounting machine 
division of IBM. He joined the parent 
company in 1938 and except for a two- 
year tour of duty as a naval officer 
during World War II, had a continuous 
rise in all phases of sales man: agement. 

H. A. Brown, Jr., treasurer, chief 
financial and accounting officer, began 
his career in IBM in 1945 and was most 
recently controller of IBM’s Pough- 
keepsie plant. Heading the sales organi- 
zation will be T. W. McLean, who has 
had nearly 24 years of selling experi- 
ence. He has been IBM district man- 
ager at Cleveland. S. G. Trembicki, man- 
ager of field operations, will supervise 
operations in the new corporation’s 82 
branch offices throughout the country. 
He was formerly manager of IBM 
Service Bureau. 


* * * 


CDP Visual Aid Folder by 


Fireman’s Fund Group 


“You’re Ready for a Comprehensive 
Dwelling Policy” is the title of a new 
visual aid published by Fireman’s Fund 
Insurance Group. The attractive, two- 
color 8%” x6” sales tool points out the 
advantages C DP offers homeowners and 
tenants alike. It opens out into a 16%” 
x12” sheet on which the various forms 
contained in the five coverage groups are 
outlined and illustrated. 

The piece was designed to enable pro- 
ducers to conveniently make a an by- 
step presentation of CDP personalized 
protection. A chart at the bottom of the 
coverage sheet provides space for indi- 
cating the coverages selected and for 
comparing and computing premiums. The 
new folders are available in quantity to 
Fireman’s Fund producers, 
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Eastern Agents Prepare 
Program for Convention 


IN WASHINGTON MARCH 17-19 


Chairman Maguire Lists Doremus, Neu- 
mann, Meistrell, Keenan, Herndon 
and Woodbury Among Speakers 


Final plans of the ninth annual East- 
ern Agents Conference meeting to be 
held in the Hotel Statler, Washington, 
D. C., March 17-19, are announced by 
John J. Maguire of Philadelphia, chair- 
man of the conference. Applications for 


room reservations, and_ registration 
blanks are now in the hands of the 
printer and should be ready for dis- 


tribution shortly. In the meantime room 
reserv: ations can now be made and for 
those desiring choice reservations it is 
suggested that contact be made as soon 
as possible. 


Company reservations should be made 


through John D. Smith, sales _repre- 
sentative, Hotel Statler, Washington, 
D. C. All other reservations, and all 


registration inquiries should be directed 
to the Eastern Agents Conference con- 
vention committee, c/o Joseph L. B. 
Murray, Jr., Suite 535, at 1511 K Street, 
N.W., Washington 5, D. C 
Room prices will range 
$13 for singles, $11 to $17 
with twins $15 to $22, while 
run $35 and up, all being daily rates. 
Convention registrations will be $25 
for men, $20 for women (other than 
members) and will include Sunday night 


from $7 to 
for doubles, 
suites will 


n 


supper, Monday tour and luncheon for 
the ladies, Tuesday luncheon (and 
White House tour), banquet, all busi- 


ness sessions and participation in prizes. 
Outline of Program 


The program will include a guided 
tour of places of interest for the ladies 
on Monday afternoon and a visit to the 
White House on Tuesday. With the 
preliminary get-together and supper on 
Sunday night, the business sessions will 
start Mond ay morning and in addition 
to routine matters will include subjects 
of current interest to the industry and 
to the public. Among speakers scheduled 
for Monday session will be Frederick 
W. Doremus, manager, Eastern Under- 
writers Association; John H. Keenan, 
assistant general manager, Factory In- 
Association, 


surance whose subject will 
be the function and availability of the 
FIA to the agent; Maurice Herndon, 
NAIA Washington representative, and 


Frank J. Meistrell, Commissioner of the 
Federal Flood Indemnity Administration. 
A new feature will be the Presidential 
Panel, comprising the presidents (or 
their appointed representative) of the 
12 states oe the D. of C.) com- 
prising the Eastern Agents Conference, 
with “B iil” Woodland as_ moderator. 
The subjects selected by these men are 
current and diversified. Among the 
guests will be L. E. Woodbury, vice 
president of the National Association. 
subject of compulsory automobile 
e, well covered by Joseph Neu- 


The 
insurance 


mann’s recent panel in New York, will 
be considered for those who were un- 
able to attend the New York session. 
With. Mr. Neumann as moderator the 
panel will, with some new faces and 
new developments, meet Tuesday. The 


convention closes with a banquet Tues- 
day evening 


NATIONAL UNION DIVIDEND 


Directors of the National Union Fire, 


parent company of National Union In- 
demnity Co. and Birmingham Fire, have 
declared a cash dividend of 50 cents a 
share, payable March 29 to stockholders 


of record March 6. 


Hamilton Transferred to 


Home Office at Phoenix 


John D. Hamilton, formerly state 
agent for the Phoenix of Hartford In- 
surance Companies in the Erie, Pa. 
field office, has been transferred to the 
company’s home office in Hartford. Mr. 
Hamilton will be associated with the 
Phoenix’s sales development department. 

A graduate of Syracuse University, 
he joined the Phoenix in 1951 at the 
home office, and was later transferred 
to Pittsburgh as special agent. He was 
subsequently appointed state agent and 
transferred to Erie. 


Atlantic Names Calvert 


Special at Baltimore 


Richard H. Calvert has been appointed 
special agent for inland marine in the 
Baltimore, Md., office of the Atlantic 
Companies. A graduate of Georgetown 
University, Mr. Calvert served overseas 
in the United States Army in World 
War II. Prior to joining the Atlantic 
Companies he spent several years in 
Pakistan for the American Foreign In- 
surance Association. 

In his new position Mr. Calvert will 
serve with J. Rutledge Clark, manager 
of the Baltimore office in the Mathieson 
3uilding. This office services Maryland, 
the northern part of Virginia and the 
District of Columbia. 


Phoenix Names Kappert 
Manager at Pittsburgh 


The Phoenix of Hartford Companies 
have promoted Executive State Agent 
Charles F. Kappert to manager of the 
newly designated Pittsburgh district of- 
fice. Mr. Kappert assumes over-all su- 
pervision of the western Pennsylvania 
territory augmented by the facilities of 
the Erie field office. 

Manager Kappert joined the Phoenix 
in 1925 as assistant special agent in 
Pittsburgh, was appointed special agent 
in 1930, and in 1944 was promoted to 
state agent. He was made executive 
state agent in 1953. Mr. Kappert will 
continue to make his headquarters in 
the Commonwealth Building, Pittsburgh. 


NAIC INSTALLMENT MEETING 


Three-Day Session at Miami Beach, 
February 11-13, to Study Problems 
of Installment Sales 
Subsequent to the mid-winter meeting 
in Florida two months ago, the Insur- 
ance Commissioner of Florida, J. Edwin 
Larson, chairman of the National Asso- 
ciation of Insurance Commissioners 
committee on insurance covering all 
installment sales and loans, appointed a 
six-man subcommittee to make a special 
study of insurance problems pertaining 

to installment sales. 

Chairman of this subcommittee is 
Leffert Holz, Superintendent of Insur- 
ance of New York. Other members of 
the committees are Mr. Larson, Com- 


missioner Frank Sullivan of Kansas 
(vice chairman), Commissioner Harry 
Smith of Delaw are and Commissioner 


Paul Rogan of Wisconsin. The sixth 
member, who was then Superintendent 
Pryatel of Ohio, has since become a 
justice in that state and is no longer 
a member of the subcommittee. No suc- 
cessor has as yet been appointed. 

At the request of Commissioner Lar- 
son, Superintendent Holz has called a 
meeting of the subcommittee at the 
DiLido Hotel, Miami Beach, Fla., on 
February 11, 12 and 13. The first two 
days of this meeting will be taken up 
in executive session. The third day of 
the meeting shall be open to industry 
and the public. The session opens at 
10 a.m. 





London Employes’ 3-Day 
Weekends on Holidays 


Adoption of a new personnel policy 
for holidays that are not observed uni- 
formly throughout the nation, is an- 
nounced by the London Group. The new 
policy provides that holidays other than 
national dates occurring during the week 
will be celebrated by members of the 
London staff on either the Friday or 
Monday following the holiday. To as- 
sure continuity of all office functions, 
half of the staff will be released for 
a holiday on a Friday, with the remain- 
der enjoying a three-day weekend that 
includes a Monday. 

The new procedure will go into effect 
at the London Group next week in 
connection with the Lincoln’s Birthday 
holiday on Tuesday. The plan will also 
apply to observance of Memorial Day, 
which this year falls on a Thursday. 

“The new program has specific bene- 
fits,” according to Kenneth J. Bidwell, 
United States manager and president of 
the London Companies. “It assures all 
employes of three-day weekends when 
such holidays occur in the middle of 
the week.” 
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Meistrell Commended 
On Flood Progress 


ALLEN GIVES INDUSTRY VIEW 


Policy Forms, Underwriting Rules, Rates, 
Commissions, Adjustment Proce- 
dures Are Reviewed 


Emphasizing the significance of the 
‘joint effort by the insurance industry 
and government to put over the Federal 
flood insurance © pcggaed Aetna Presi- 
dent Clinton L. Allen reported excellent 
progress after the first meeting of the 
National Advisory Committee, which he 
heads. And, he added, Frank J. Meistrell, 
Commissioner of the Federal Flood In- 
demnity Administration, “has done a 
monumental job” in blueprinting the 
program. 

The development has reached the 
stage, Messrs. Allen and Meistrell 
agreed, at which the program could be 
put into operation “promptly” once re- 
quested funds are voted by Congress. 

The President has asked for a supple- 
mental appropriation of $100 million to 
finance initial operations, including pre- 


mium subsidy payments, fees for pro- 
ducers selling the policies, and cost re- 
imbursements for the services of com- 


panies and adjustment organizations, as 
well as any claims that might arise be- 
fore reserves are built up in the indem- 
nity fund. 

See Appropriation in April or May 

Mr. Meistrell estimated that the ap- 
propriation would be voted by late April 
or early May. 

Mr. Meistrell, Mr. Allen, Milton W. 
Mays, representing the American Insur- 
ance Association and Hubert W. Yount 
of Liberty Mutual met with newsmen 
following an all-day meeting of the ad- 
visory group with Mr. Meistrell and his 
FFIA aides. 

The broad outlines of the entire pro- 
gram were reviewed by the committee 
and there was general approval of the 
basic features, it was reported. 

The policy form, now in “semi-final” 
shape, proposed underwriting rules and 
regulations, loss adjustment rules and 
regulations, application forms and other 
documents now in various stages of 
drafting were reviewed, as well as pos- 
sible rating schedules and underwriting, 
sales and promotion procedures. 

“This much has been pretty well firmed 
up,” Mr. Meistrell said. “There will be 
one contract, a one-year policy, premium 
payable in advance, with a 20-day wait- 
ing period. Companies and adjustment 
organizations are providing their services 
at cost. They will be reimbursed for 
out-of-pocket expenses only, as under 
the war damage program. Agents and 
brokers will be paid a “fair and reason- 
able rate” for their sales and servicing 
activities, but the exact amount has not 
been determined. The program will be 
promoted through an intensive press and 
educational publicity campaign.” 

On the question of rates, however, 
there was no comment, and Mr. Meistrell 
indicated much work still lies ahead be- 
fore this toughest problem is resolved. 
The object, he said, is to get a “simple 
and understandable rate structure” and 
to minimize the costs insofar as possible. 
They will vary geographically, accord- 
ing to risk, he acknowledged. 

3usinessmen, he added, will be able to 
obtain up to $500,000 in protection for 
property—$250,000 in insurance and an- 
other $250,000 through the related loan 
contract program, the latter still in the 
early developmental phase. 

The committee will meet again late in 
February or early in March to go over 
further developments reached in the 
interim as a result of last week’s dis- 
cussions, Mr. Meistrell added. 


Mrs. Harold C. Conick Dies 


Mrs. Harold C. Conick, wife of the 
retired United States manager of the 
Royal-Globe Insurance Group, died in a 
California hospital Wednesday after a 
brief illness. Mr. and Mrs. Conick have 
been living in Arizona and were in Cali- 
fornia on a visit. 
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NORTH AMERICA OPENING 


New lowa-Nebraska Service Office at 
Des Moines; Executives From Home 
Office at Ceremonies 
Insurance Co. of North America Com- 
panies formally opened their new Lowa- 
Nebraska service office at 2501 Grand 
Avenue, Des Moines, Iowa, on Febru- 
ary 7. Agents, civic leaders and promi- 
nent business men from Des Moines 
joined executives of North America’s 
head office and service office staff in 

observing the occasion. 

Those from Philadelphia who attended 
the opening were: from Insurance Co. 
of North America—Richard G. Osgood, 
Charles F. Littlepage and Russell H. 
Petefish, vice presidents; John B. Wyatt, 
Joseph S. Schmidt and Robert W. Wil- 
son, assistant secretaries, and from In- 
demnity Insurance Co. of North Amer- 
ica—Herbert P. Stellwagen, executive 
vice president; James M. Crawford and 
Reginald S. Robins, vice presidents, and 
Richard E. Miller and William P. 
Arnold, assistant secretaries. Also “2 
tending were Frank G. Harrington, Jr., 
advertising manager, and Harold W Bi 
worth, agency superintendent. 

The JIowa-Nebraska service office, 
managed by E. J. White, provides com- 
plete property and casualty insurance 
service for North America agents in the 
two-state area. The office, which was 
formerly located in the Fleming Build- 
ing in Des Moines, handled more than 
$5,000,000 in premiums in all lines of 
insurance during 1956. The companies 
employ about 65 people in Des Moines 
and an additional 25 in a field office in 
Omaha. The new building is situated on 
one of the oldest and most beautiful 
residential streets in Des Moines. 


ROYAL EXCHANGE PROMOTIONS 


Malsbury Advanced From State Agent 
to Branch Manager at Baltimore; 
Elvins Named Special Agent 
The Royal Exchange Group has pro- 
moted Leroy A. Malsbury from state 
agent to branch manager of the branch 
office in Baltimore, and named James A. 
Elvins special agent. The Baltimore 
branch at 801-804 Munsey Building, 
supervises production of laninies in 
Maryland, Delaware and the District 
of Columbia for the Royal Exchange 
Assurance, Provident Fire and Car & 

General. 

Mr. Malsbury is well known in the 
field, having been associated with the 
Royal Exchange Group for many years. 
Mr. Elvins formerly was with the com- 
pany’s head office in New York, where 
he has had several years’ general experi- 
ence in different departments. He gradu- 
ated from ng College where he 
majored in economics and has completed 
courses at the Insurance Institute of 
New York. 


Phoenix Expands Service 


Office in New England 


The Phoenix of Hartford = a 
Companies have expanded their New 
England district service office to serve 
agents in Maine, New Hampshire and 
Vermont. The office will be under the 
direction of Manager Stanley A. Gibson 
with increased facilities to service mul- 
tiple line needs. 

State Agent Edwin C. Butcher and 
Special Agent Andrew M. Havey will 
continue to supervise in Maine and State 
Agent Robert H. Schmid will continue 
to supervise business in New Hampshire 
and Vermont. 


RIPPLE NIAGARA PRESIDENT 

Frank J. Ripple has been elected presi- 
dent of the Niagara Falls Insuring 
Agents Club Inc., Niagara Falls, N. Y 
Other officers elected at the annual 
meeting include Joseph J. Cardamone, 
vice president; W. Ransom Rice, treas- 
urer; Robert C. Stevens, Sr., secretary, 
and Kenneth R. Houlihan, Joseph A. 
McSweeney and Charles Woodward, Jr., 
directors, 


New Inland Marine Interpretations 


The Committee on Interpretation of 
the Nation-Wide Marine Definition, 
through Executive Secretary Joseph G. 
Bill in New York, has issued three more 
interpretations on questions whether cer- 
ain risks may be classified as inland 
marine. The subjects include additional 
coverages under personal property float- 
er, organs and pews in churches, and 
school books. The interpretations follow: 


No. 103, Additional Coverages Under 
Personal Property Floater 


Inquiry: It i is proposed to include with- 
in a company’s personal property floater 
policv the following: 

1. Consequential loss due to spoilage 
of property in food lockers caused by 
mechanical breakdown. 

2. $500 coveraze on securities, numis- 
matic and philatelic property, tickets, 
passports and documents. 

3. Coverage of forgery or alteration of 
personal checks up to $500. 

4, Coverage of acceptance in good faith 
of counterfeit money up to $50. 

Committee’s opinion requested on 
whether or not these items are proper 
for inclusion in such a policy. 

Opinion: Item 1 (Consequential Loss— 
Food Spoilage) and Item 2 ($500 Cover- 
age on Securities, etc.) are properly 
within the personal property floater. Item 
3 (Forgery of Personal Checks) and 
Item 4 (Counterfeit Money) are not, 
particularly because Items 3 and 4 are 
not property coverages within the con- 
templation of that policy. 

No. 104, Organs and Pews in Churches 

Inquiry: “On a number of occasions 
this department has been called upon to 
discuss the classification of insurance on 
organs and pews contained in churches. 


Instances of this sort are now pending. 

The question with reference to organs 
is which, if any, are to be considered as 
musical instruments and thus qualify for 
inland marine under the Nation-wide 
Definition. I request your committee to 
give me an interpretation of this prob- 
lem which will serve as a guide in estab- 
lishing the principles with reference to 
writing organs. They of course vary 
from the compact and intact unit not 

much larger than an upright or spinet 
piano to pipe organs of considerable 
size and many parts. 

With respect to church pews, it has 
been urged that they qualify as fine art, 
particularly if they have any carving 
whatsoever on them. Thus, I also request 
your committee to give me its opinion as 
to what, if any, pews come within the 
Nation-wide Definition.” 

Opinion: (a) Organs installed and used 
in churches are musical “<a 
within the contemplation of E. 2. (b) 
(Musical Instrument Floaters) of the 
Definition. 

(b) Insurance of ordinary pews with 
or without carving, installed and used as 
such in churches, is not classifiable as in- 
land marine; insurance of a rare, antique 
pew possessing the qualities of a fine 
art is so classifiable. 


No. 105, School Books 


Inquiry: Is insurance of text books 
issued to students classifiable as inland 
marine? The policy would cover only 
text books assigned to students, while 
in possession of students and while 
stored in the city school during the 
vacation period. 

Opinion: Affirmative. See Interpreta- 
tion No. 76 with reference to treatment 
under E. 2. ar) is in addition, classifiable 
as inland marine under E. 2. (m). 





Reins Club Elects 


Yates as President 
The Reins Club of New York has 
elected William M. Yates, Great Ameri- 
can, as president for the coming year. 
Other officers are: vice president, Al- 
bert J. Shave, Blume-Universal Agency; 
treasurer, William W. Dixon, Commer- 
cial Union-Ocean Group, and secretary, 
Leroy W. Beers, North British Group. 
Arthur L. Greeley, Yorkshire Group, 
was appointed chairman of the welfare 
committee. 
Charles Marschner, Home Insurance 
Co., retiring president, was presented 
with a silver lifetime membership plaque. 


A. W. KUSCHKE DIES 

Arthur W. Kuschke, 73, president of 
the F. E. Parkhurst, Inc. insurance firm 
until his retirement several years ago, 
died January 13 in Wilkes-Barre, Pa. 
He was affiliated more than 40 years 
with Thompson Derr & Brother, Inc. 
and F. E. Parkhurst, Inc. 


Texas Homeowners Forms 


Authority used by the Texas Board of 
Insurance Commissioners to approve the 
ag eae Dwelling Policy can like- 
wise be applied to authorize use of the 
Homeowners forms, according to an 
opinion handed down last week by At- 
torney General Will Wilson and _ his 
assistant, Will Davis. 

The opinion, it is pointed out, paves 
the way for early action by the Board 
since the three Homeowners policies 
were formally submitted at a_ public 
hearing last December, following an- 
nouncement of the Board’s approval of 
CDP as of February 1. 

The difficulty in Texas arose out of 
the indivisible premium for Homeowners 
policies. For the CDP the Board pro- 
mulgated rates for each peril separately, 
which are combined into a package pre- 
mium for the policy. Mr. Davis said that 
the Board could follow the same pro- 
cedures of rates for separate perils, with 
the single indivisible premium being the 
total of the several items. 
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INSURANCE HALL OF FAME 


Established at Ohio University; First 
Three Recipients of Honor Will Be 
Announced on March 1 
Establishment of an Insurance Hall of 
Fame at Ohio State University, under 
the joint sponsorship of the university 
and the Charles W. Griffith Memorial 
Foundation for Insurance Education, is 
announced by President Novice G. Faw- 
cett and Ben F. Hadley of Columbus, 

president of the Griffith Foundation. 

Announcement of the first three re- 
cipients of the honor will be made March 
1 at a luncheon on the Ohio State cam- 
pus in connection with the university’s 
annual insurance conference. Some 350 
persons will attend. The new Hail of 
Fame will embrace both the United 
States and Canada and will honor those 
who have contributed most to insurance 
thought and practice since the develop- 
ment of insurance in these countries. 

Selection of those to be honored was 
made by a board of electors comprising 
45 insurance leaders in the U. S. and 
Canada. A total of 135 living and de- 
ceased insurance leaders were considered 
by the electors for this honor, with a 
series of two ballots submitted to narrow 
the list to the three. 

Factors considered by the electors in 
making their selections included: 1— 
Original thinking and development of 
innovations in insurance theory and 
practice; 2—Contributions to insurance 
literature; 3—Recognition as an author- 
ity in his field; 4—Public service; 5— 
Previous honor awards in his profession; 
6—Service to insurance organizations of 
a professional character; and 7—Honor- 
ary degrees conferred. 


Foreman Retiring as 
— Agents’ Secretary 


Claude Webster, assistant secretary 
of the Wiis Association of Insurance 
Agents for eight years, has been ad- 
vanced to executive secretary, effective 
July 1, to succeed Drex G. Foreman, who 
ba retire, according to Marion Sanford 

f Lubbock, ge mga 

‘Comaen ly the state headquarters 
office of TATA will be moved from Fort 
Worth to Austin, with the removal to 
take place at a convenient time following 
the annual convention to be held in the 
Statler Hilton Hotel, Dallas, May 16-18. 
At that time an assistant secretary, not 
yet selected, will be added to the staff. 

Mr. Foreman, now in his 32nd year 
with TAIA, will continue to serve the 
association in an advisory capacity. He 
is the dean of full-time secretaries and 
managers 1 
become widely known in national agency 
circles. ; 


f§ state associations and has 


Faulkner Asst. Secretary 
Of American Causalty 


Promotion of James M. Faulkner II 
to assistant secretary of American Casu- 
alty is announced. He will continue as 
manager of the ocean marine depart- 
ment. 

Mr. Faulkner received his Bachelor of 
Arts degree from Dartmouth College in 
1940 and shortly thereafter enlisted in 
the Marine Corps. He was discharged in 
1945 with the rank of major. He entered 
the ocean marine field after his dis- 
charge and received his training in un- 
derwriting and claims procedures both 
in the United States and the Far East. 





BROOKLYN BROKERS MEET 

Paul A. Snell, manager of the insur- 
ance premium finance department of the 
Lafayette National Bank, made _ the 
principal address at the monthly meet- 
ing of the Brooklyn Insurance. Brokers 
Association at the Hotel St. George last 
evening. Mr. Snell’s topic was “Easy 
Financing of the Homeowners Policies 
and Assigned Risk Policies.” 
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Morrill Supports 
Competitive Rating 
FACES REA LITIE S HE SAYS 


Vice President of State Farm Sees Uni- 
form Rates, Ownership of Expira- 
tions, Pushing Commissions Up 

A mutual insurance executive warns 
the industry that it cannot “long main- 
tain an operating concept that is at 
odds with our traditional national phi- 
losophy of competition under a private 
enterprise system.” Speaking at the 
Minneapolis annual All-Insurance Indus- 
try luncheon February 5, sponsored by 
the CPCU chapter there, Thomas C. 
Morrill urged agents and insurers to 
reexamine their operations “in the light 
of the realities of the marketplace.” 

Mr. Morrill, vice president of State 
Farm Mutual Automobile Insurance Co. 
and of its subsidiary, State Farm Fire 
and Casualty, and formerly a Deputy 
Superintendent of the New York Insur- 
ance Department, outlined the role of 
competition in the marketing of insur- 
ance, ‘ 

“Insurance groups have been organiz- 
ing to control or eliminate competition 
for at least 138 years,” he said, pointing 
out that these efforts have failed and 
will continue to fail because of the na- 
ture of the agreed-rate system and the 
principle of agency ownership of expira- 
tions. Uniform rates plus ownership of 
expirations only serve to push commis- 
sions ever higher, Mr. Morrill claimed. 


Commissions Are Climbing 


“When competing companies offer an 
identical product at identical prices, what 
way is left but to bid bigger and higher 
for an increased share of business in 
the control of agents?” he asked. In 
spite of a century of pacts and agree- 
ments to put a ceiling on commissions, 
payment to the agent has climbed from 
10% of the premium to as much as 50% 
on preferred fire business in some areas 
today. 

“Every upward turn creates new oppor- 
tunities for those companies willing to 
compete through price reductions to the 
( ustomer,” he said. 

Morrill cited statements by uni- 
form rate operators that rate agreements 
are in the public interest. “How should 
we interpret these tremendous campaigns 
by which the uniform rate operators 
attempt to prevent price competition? 
One answer is the law of self-preserva- 
tion,” he i “and in that respect, 
campaigns are fully understand- 
able. But when the net result is to 
perpetuate a system in which commis- 
tions creep ever upward, and in which 
n some situations as much as half of 
he customer’s dollar goes to the agent, 
hen self-preservation should not hide 
vehind a mask of public interest.” 

Mr. Morrill credited the independent 
companies with providing the checks and 
balances that have kept rates from be- 
coming excessive. He denied the asser- 
tion by bureau sources that independents 
lack adequate data to establish a com- 
plete set of rates. 

“When the three top independents 
rank first, second and fourth among all 

le companies as they do today, 
and when these three companies collec- 
tively insure more than ten million cars 
and earn over $600 million of automobile 
premiums a year, it is hard to accept 
the idea that they lack enough data to 
make rates,” Mr. Morrill said. 


said, 


these 


Keeping Auto Rates Up-to-Date 

Discussing difficulties in rate making 
for automobile insurance where the pres- 
ent bears no direction relation to the 
past, Mr. Morrill said: 

“Just to enumerate the myriad factors 
which can affect automobile experience 
is to cast serious doubt on the practi- 
cality of using past data as the principal 
support for current rates. 

“Take the automobile itself, for ex- 
ample. This year’s cars cost more to 
build, more to buy and more to repair. 
It follows that they must cost more to 
insure. But how will the new cars sell ? 


Matar 


THOMAS C. MORRILL 


What part of total vehicles exposed to 
accidents will they represent? What 
proportion of all cars will have $100 
to $150 wrap-around windshields by the 
end of 1957? 

“We know that long holiday week- 
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ends bring an avalance of serious acci- 
dents. In 1957 Memorial Day and the 
4th of July come on Thursdays. How 
many workers will turn these into four- 
day week-ends? How far will they 
drive and how many will they kill? What 
kind of weather will we have on Thanks- 
giving, Christmas and New Years? Will 
the roads be clear, slick with ice, or 
deep with snow? Today, if automobile 
underwriters dream of a white Christ- 
mas, they want one that is at least three 
feet thick. 
“Changing 


frequency of automobile 
accidents is 


affected by the growing 
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1956 marked the one-hundredth consecutive year in which the 
Atlantic Mutual Insurance Company has paid dividends to 
participating policyholders. Few companies—American or for- 
eign—can match this record of uninterrupted dividend payments. 
But dividends alone are not a reason for buying Atlantic in- 
surance. They are one of the extra advantages—one of the 


There are three principal reasons why Atlantic has enjoyed the 
confidence of policyholders in ever greater numbers for over 


UNQUESTIONED SECURITY —Even the most exacting policy- 
when he analyzes Atlantic’s finan- 


PROMPT, UNGRUDGING CLAIM SETTLEMENTS—Since 
1842, Atlantic Mutual Insurance Company has paid a total 
of over $354,500,000 in claims. 
PERSONAL SERVICE OF INDEPENDENT AGENTS AND 
BROKERS—Atlantic insurance is sold only by impartial in- 
surance men who represent no single company and who are 
available day and night to assist their clients. 
Ask your local, independent insurance man about Atlantic in- 
| surance, and about the protection it has provided to policy- 
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density of cars in relation to highways, 
the more miles the average car is driven 
yearly, the greater speeds, the shortage 
of parking facilities. By growing claim 
and coverage consciousness, by the great- 
er susceptibility of cars to damage. 


Inevitable Lag in Rating 


“Let’s remember that the current ad- 
verse automobile experience trend began 
about Labor Day, 1955,” Mr. Morrill 
continued. “Nine months later, in June, 
1956, the principal bureau for automobile 
bodily injury and property damage lia- 
bility rates made a filing for increased 
rates with the New York Insurance 
Department, and now has made similar 
filings in almost all states. That filing, 
believe it or not, was based on experi- 
ence data for the incomplete policy year 
1954 developed to December 31, 1954. 
This is not said in criticism of anybody, 
but simply to report a fact of our busi- 
ness and to demonstrate the inevitable 
lag that is built into any rate making 
process that is dependent on past data. 

“Some time this late spring or sum- 
mer, 1957, one may anticipate that this 
principal bureau will again be filing new 
rates. This time it will have available 
the incomplete 1955 policy year data de- 
veloped to December 31, 1955. It will 
give partial effect to the three bad last 
months of that year, for use in setting 
rate levels that will apply to policies to 
be written in 1957 and part of 1958, run- 
ning well into 1959. If the tendency of 
any rating authorities is to whittle down 
and give less than required by the full 
indications of the past, the problem is 
compounded. 

“Think of the problem of the rate 
regulator. How can he or anyone else 
have any confidence that automobile 
rates are sufficiently adequate to pre- 
serve the solvency of companies and 
permit the fulfillment of contracts? How 
can he have any confidence that rates 
are not excessive ? 


Resources of Rate Regulator 


“His resources, as I see it, can only 
be these: 

“(1) The unimpeded use of underwrit- 
ing judgment fortified by the latest in- 
dicies of trends, and the required main- 
tenance of high standards for reserves 
and surplus to protect policyholders 
against loss. These are the prime de- 
fenses against rate inadequacy. 

“(2) The full play of competition in 
rates, coverages, classification plans, ter- 
ritorial definitions and systems of doing 
business. This is the prime defense 
against rate excessiveness. 

“It is an anomaly that the independent 
companies should be in the forefront of 
seeking realistic rates and exerting pres- 
sure upwards instead of fulfilling their 
accustomed competitive role of exerting 
pressure downwards. But the independ- 
ent is in control of its own data, its 
own rates, classifications and territorial 
definitions. It knows its trends monthly 
by state and coverage, and often two 
to four times yearly by class and terri- 
tory. In automobile insurance today the 
role of competition is not only as a 
check and balance against excessive 
rates, but also as the most accurate indi- 
cation available as to the level which 


(Continued on Page 30) 
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Skinner Rejoins Board 
Of St. Paul F. & M. 


NAME DAMKROGER SECRETARY 





Branton Ad d to Assistant Secre- 
tary; Skinner Formerly on Board 
From 1927 to 1949 





The St. Paul Fire and Marine an- 
nounces an addition to its board of 
directors and promotions in home office 
staff. William W. Skinner was reelected 
to the board of the St. Paul after an 
absence of several years. 

Robert C. Damkroger was promoted 
from assistant secretary to secretary of 
the St. Paul and the St. Paul Mercury. 
Calvin F, Branton, claims attorney for 
the company, was elected assistant sec- 
retary of the St. Paul Fire and the 
St. Paul Mercury. ; 

Mr. Skinner was a former director of 
the company from 1927 to 1949, having 
replaced his father, J. H. Skinner, who 
served as a director from 1898 until 
1927. William W. Skinner was also 
investment officer of the company from 
1938 until 1946 when he resigned that 
position. He is a native of St. Paul and 
now resides in Montclair, N. J. 

Mr. Damkroger, a graduate of the 
University of Minnesota, joined the com- 
pany in 1927, became employment man- 
ager in 1944 and assistant secretary in 
1946. Mr. Branton, a graduate of the 
University of Minnesota and the St. 
Paul College of Law, joined the com- 
pany in 1948 as claims examiner, and 
became claims attorney in 1954. 


PHILA. DINNER FEB. 11 





Randolph To Be Speaker at Insurance 
Society Banquet; Knowlan General 
hairman of Committee 
Jennings Randolph will be the principal 
speaker at the annual banquet of the 
Insurance Society of Philadelphia to be 
held at the Bellevue-Stratford Hotel, 
Philadelphia, on Monday, February 11. 
Mr. Randolph, who is assistant to the 
president of the Capitol Airlines, is in 
constant demand as a speaker and has 
addressed more than 3,500 audiences in 
the United States and foreign countries, 
and has given over 1,400 speeches on 
radio and television programs. His sub- 
ject will be “Fun, Fact and Faith.” Mr. 
Randolph is a former member of the 
United States Congress from West Vir- 
ginia, having served in the House of 

Representatives from 1933 to 1947. 

The annual banquet of the Insurance 
Society is the largest annual event of 
the property insurance fraternity in 
Philadelphia. General chairman of the 
banquet committee is Joseph R. Knowlan. 
The following serve as vice chairmen: 
E. P. MacCollom, G. N. Watt, E. S. 
Page, Jr., and George V. Whitford. Lin- 
coln M. Michel is president of the So- 
ciety. 

Sub-committee chairmen are: seating, 
Russell Hopkins; tickets, William Bart- 
ley; reception, Jacob Haslein, 3rd; enter- 
tainment, Newton B. Meade; publicity, 
R. Rowland Dearden. 

Also serving on the committee are 
Percy G. Buck, Stanley Cowman, Alfred 
E. Duncan, Jr, Theo. A. Engstrom, 
James H. Foster, Robert F. Goodhue, 
John H. Hoffman, Hiram Hollings, 
George F. Houseman, W. Wright Hum- 
phreys, Charles L. Hyde, William E. 
Johnson, W. L. G. Johnson, Frank A. 
Meisel, Lincoln M. Michel, Edgar H. 
Miller, W. Wallace Moorehead, Walter 
A. Munns, Samuel Potter, Leland H. 
Roaf, Robert Sharp, Robert A. Sheppard, 
Lawrence A. Simpson, Thomas N. Sitler, 
C., Sheldon Stover, William Thorpe. 


LOCKPORT, N. Y., AGENCY 
A. A. Nodine, Inc., insurance agency, 
has been incorporated in Lockport, 
N. Y., with capital of 200 shares. Incor- 
porators are Robert A. Nodine, John W. 
Vance and A. Thorne Hills. 
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We think our agents are among 
the best in the country. 


We think they have the qualities 
a good insurance agent should have. 


We think they offer the kind 

of service people need and want. 

We think they’re offering the finest 

in insurance protection available today. 


So—we’re saying so! 


Of course, as helpful as an ad like this 
can be, it will work better for you 
with your help. Why not tie-in your 
own local advertising with it? 
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N. Y. Companies Can’t 
Issue Stock Options 


ATTORNEY GEN E RAL’S RULE 
Supt. Holz Holds Deane Stock Insur- 
ers Barred from Granting Options 
to Officers or Employes 


Superintendent of Insurance Leffert 
Holz of New York has announced that 
in an opinion rendered by Attorney Gen- 
eral Louis J. Lefkowitz on January 22, 
domestic stock insurance companies are 
barred by statute from granting stock 
options to their officers and employes. 

A domestic fire insurance company 
consulted the Department in July, 1956, 
with reference to a proposal to grant to 
certain of its officials and key employes 
“Restricted Stock Options,” meeting the 
requirements of Section 421, 1954 of the 
Internal Revenue Code 

The Superintendent took the position 
that the granting of stock options to 
employes of an insurance company was 
illegal and as a consequence, the ques- 
tion was submitted to the Attorney Gen- 
eral with briefs and supplemental mem- 
oranda prepared by the Insurance. De- 
partment and by the Counsel for the fire 
company. 


Fire Company Arguments Rejected 


Interpreting Section 14 of the Stock 
Corporation Law as_ forbidding a 
“moneyed corporation” from issuing any 
unissued stock to employes of the cor- 
poration, and Section 69 as forbidding a 
moneyed corporation from issuing op- 
tions to purchase any authorized shares 
of stock, the Attorney General rejected 
the arguments advanced by the fire com- 
pany. 

The opinion states in part “I have 
given careful consideration to all the 
arguments propounded by both sides 








The essential reason which compels me 
to determine that stock options may not 
be granted in New York to employes 


domestic fire insurance companies, 
makes it unnecessary for me to refer to 
other arguments made which cannot lead 
to a different holding.” 


Ohio Governor Asks for 
Separate Insurance Dept. 


In his message to the General Assem- 
bly, Governor C. William O’Neill of 
Ohio recommended that the state Divi- 
sion of Insurance be separated from the 
state Department of Commerce and 
made a department of the state govern- 
ment in its own right with full cabinet 
rank. 


Fire Association Moves 


Williams to Albany, N. Y. 

Regional Manager Wallace D. Wil- 
liams, Jr., moved his headquarters to 
Albany, N. Y., effective February 1. His 
address is 90 State Street. Mr. Wil- 
liams is in charge of the field activities 
of Fire Association Group in the six 
New England states and in New York 
outside New York Metropolitan. 

William F. Glebus has been appointed 
special agent for southeastern Massa- 
chusetts and Rhode Island, succeeding 
Alexander A. Ullrich who resigned to 
enter the agency business. Mr. Glebus 
is a graduate of Boston University and 
has served a tour of duty as an officer 
in the U. S. Army. Since entering in- 
surance he has been located in Boston 
He will make headquarters at the Boston 
field office. 


Ayre Succeeds Kemp 
G. A. Kemp, associated with company 
for over 29 years, has retired as assist- 
ant manager for Canada of the Royal 
Exchange Assurance Group, being suc- 
ceeded by J. B. B. Ayre, fire superin- 
tendent for Canada. 
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HELD ENTITLED TO HEARING 


D. of C. Insurer Can Appeal for Full 
Court Hearing in Dispute Over North 
America Rate Deviations 
A Federal District judge last week 
ruled that National Capital Insurance 
Co. of the District of Columbia is en- 
titled to a full court hearing of its suit 
to prevent approval of a 10% deviation 
in fire insurance rate by two companies 
of the North America Group. Defendants 
in the case are Albert F. Jordan, Dis- 
trict Superintendent of Insurance, the 
Insurance Co. of North America, Phila- 


delphia Fire & Marine, and the D. C. 
Rating Bureau 

The key question, according to Judge 
Pine’s opinion, was the contention by 


the defendants that the plaintiff had no 
right to sue in a deviation case. But he 
held that the District insurance statute 
broad in its granting of 
the right of court review to any “ag- 
grieved” party with respect to actions 
of the Superintendent to cover deviation 
even though the deviation 
provisions of the law do not contain 
any reference to the statutory right to 
appeal, as does the section relating to 
over-all “adjustment” of rates. 
“However, a ‘deviation’ in rates neces- 
sarily is an adjustment of rates on an 
individual basis, and the provision for 
appeal would appear to be as applicable 
in the one as in the other,” Judge 
Pine held. 

The defendants 


is sufficiently 


ap plic: itions, 





case 


further contended 
that National Capital’s injury resulted 
from competition, and that this gives 
it no legal standing to sue. But Judge 
Pine ruled that the situation was dif- 
ferent than in those cases cited by the 
defendants in support of this plea, be- 
cause all are required to become mem- 
bers of the rating bureau and are for- 
bidden to charge any rates until their 
“Bae approved by the 
This gives the plaintiff 
“agerieved” 


>( 


schedules have 
Si uperi ntendent. 
the statutory right to sue if 
or “affected.” 
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Walker Partner of 
Field & Cowles, Boston 


James Walker has been admitted to 
partnership in Field & Cowles, effective 
Februat the Boston managerial firm 





states. David D. 
Walker as 


ind general agency 
Macl K1n tosh succeeds Mr. 
assistant 1 y , 
. is New England man- 
ral Insurance Co., Royal 
I aed’ and the American & 
ign of the Royal-Globe Group. 
’ entered insurance with 
Group at New York in 
yr year ; eee! se rvice, he 
J 1 field with Field 
agent in 

Rhode 









spec ial 
icut and 
ynted agency super 


assistant manager 


was graduat ed from 


‘sity in 1946 and joined 





al in 1947. He entered the New 
field th Field & Cowles in 
has served in Massachusetts 


ticut and Rhode Island. He was 


appointed agency superintendent in 1956. ° 


N. Y. AGENTS COMMITTEES 





Nominating and Resolution Committee 
Members Appointed for Annual 
Convention May 5-7 
C. Fred Ritter, president of the New 
York State Association of Insurance 
has appointed Joseph A. Neu- 
mann of Jamaica chairman of the nomi- 
nating committee and John N. Walsh, 
Jr., of Buffalo chairman of the resolu- 
tions committee. Mr. Neumann is a past 
president of both the New York State 
Association and the National Associa- 
tion. Vice chairman of the nominating 
committee will be Albert C. Deisseroth 
of Syracuse, also a past president of the 
state association. Mr. Walsh is a mem- 
ber of the executive committee and will 
have as vice chairman of the resolutions 
Thorn, Jr., of Hudson, 


Agents, 


committee Craig 


N. Y., executive vice president of the 
association. 
Other members of the nominating 


include Elsie Melrose of 
Cornwall, past president of the Orange 
County Association; George Helm of 
Freeport, past president of the Nassau 
County Association; Don Fazioli, past 
president of the Troy Underwriters 
Board, and Glen Giltz of Ausable Forks, 
chairman of the 


committee 


former director and 


finance committee of the state asso- 
ciation. 

In addition the six retiring directors 
will be members of the nominating com- 
mittee: Robert E. O’Donohue, Central 
Islip; Alex Grossman, Catskill; Ray 
Muth, Newark; Robert J. Grab, Roches- 
ter; Harry K. Lown, Batavia, and John 
N. Walsh, Jr., Buffalo. 

Members of the resolutions committee 
are the chairmen of the various state 
association committees. These include 
Richmond E. Thompson, Valley Stream, 
chairman of the casualty committee; 
Russell M. L. Carson, Glens Falls, chair- 
man of the fire insurance committee; 
Alma P. Sherman, Schenectady, chair- 
man of membership committee; Arthur 
F. Blum, Rockaway Park, 


chairman of 
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FIVE PROMOTIONS MADE 


Providence Washington Names Vander- 
mark Sec’y.; Bancroft, Burrows, Hay- 
wood, and O’Brien Assistant Sec’ys 
The Providence Washington Insurance 

elected four new officers and 

Gordon H. Van- 

promoted 


Co. has 
promoted one officer. 


dermark of Barrington was 





the finance committee; Arthur L. 
Schwab, Staten Island, chairman of the 
public relations committee; William J. 
Lane, New Rochelle, chairman of acci- 
dent prevention; Sidney Mang of Sid- 
ney, chairman of fire safety; David W. 
Reilly, Utica, chairman of education and 
agency management committee; Robert 
B. Douglass, Potsdam, chairman of the 
legislative committee; Joseph A. Neu- 
mann, Jamaica, chairman of the asso- 
ciation study committee; George A. 


Kramer, Jr., of Williston Park, chair- 
man of the savings bank liaison com- 
mittee, and Herbert H. Hatch of Mas- 


sena, chairman of the Diamond Jubilee 


committee. 


secretary to secretary. 
assistant secretaries are 
William M. Bancroft, Providence; Frank 
S. Burrows, Barrington; Earl M. Hay- 
wood, Providence, and William — S. 
O’Brien of Warwick. 

Mr. Vandermark, who joined the 
Providence Washington in 1950, is the 
general manager of the automobile lia- 
bility and casualty departments. A grad- 
uate of Brown U niversity and a member 
of the U. S. Navy during World War II, 
My. Bancroft has been employed by the 
Providence Washington since 1950. He 
is manager of the reinsurance depart- 
ment. 

Mr. Burrows, 


from assistant 


The four new 


who attended the Uni- 
versity of Rhode Island and is a vet- 
eran of the Coast Guard, joined the com- 
pany in 1937, and is general manager of 
production in the northeast and middle 
west states. 

Mr. Haywood began his association 
with the company in 1923 and is the 
manager of production for the south 
eastern states. Mr. O’Brien, who joined 
the Providence Washington this year, is 
superintendent of the automobile lia- 
bility department. 
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BROKERS’ MEETING CALLED 





Representatives of All Groups to Meet 
February 13 to Discuss Rate Devia- 
tions; Brooklyn Association Host 

Directors of the Brooklyn Insurance 
Brokers Association are holding a spe- 
cial dinner-meeting on Wednesday, Feb- 
ruary 13, at Sakeles Restaurant, 174 
Montague Street, at 6 p.m. Purpose of 
the meeting is to bring before the rep- 
resentatives of the various agents and 
brokers associations throughout the 
metropolitan area the recent deviation 
filings made by several insurance com- 
panies and to discuss ways and means 
to combat this threat. 

The following organizations have been 
invited to send representatives: Brook- 
lyn Fire Agents, Metropolitan Agents 
Association, Insurance Brokers Associa- 
tion of the State.of New York, New 
York State Insurance Agents Associa- 
tion, Greater New ‘York Insurance Bro- 
kers Association, Inc., Bronx Insurance 
3rokers Association, Inc., General In- 
surance Brokers of New York, Inc., 
Independent Insurance Brokers Asso- 
ciation, Long Island Insurance Brokers 
Association, Inc., and the United Insur- 
ance Brokers Association, Inc. 

The importance of this special meet- 
ing was expressed to the board of di- 
rectors of the BIBA by President 
Jerome H. Gerst and Chairman of the 
Board Joseph A. Carbone. 


STEVENS FINANCING PLAN 





Nearly 3,500 Banks in New York, New 
Jersey and Pennsylvania Circularized 
on Premium Financing 

Nearly 3,500 banks in New York, New 
Jersey and Pennsylvania next week will 
receive circulars on the Insurance Pre- 
mium Financing service for bankers 
furnished by Allan C. Stevens of White 
Plains, N. Y. Mr. Stevens, well known 
as a local agent, insurance company 
executive and head of the Stevens Plan, 
a system to finance insurance premiums 
for banks, states that the new circular 
and enclosures have already been mailed 
to insurance companies, which in turn 
will furnish the data to their local agents. 

The Stevens Plan, formulated in 1937, 
involves acceptance by banks of applica- 
tions from agents and brokers for this 
specialized type of installment loan. The 
applications are signed by the insured 
and the producer. The borrower pays 
down 14% as first monthly payment on 
three-year policies, with 30 subsequent 
payments. On quarterly payment policies 
the first payment is 20%, when the pre- 
mium is paid semi-annu: lly the first pay- 
ment is 30% and on annual payments 
45%. For one year policies there is a 
down payment of 30% with 10 future 
payments. All financed policies call for 
payment of 6% simple interest. 

To secure these loans the borrower 
(policyholder) assigns to the bank as 
collateral security, the unearned portion 
of premium under the terms of the 
Stevens Plan Note. If default occurs and 
payment due is not made within 10 days, 
bank notifies the insurance company in- 
volved, or agent, who cancels the policy 
and forwards to bank the unearned pre- 
mium. These funds always equal or 
exceed the unpaid balance of note in- 
cluding earned interest. No investigation 
of credit of borrower is necessary and 
no guarantee of the insurance agents or 
broker is required. 


Agency Guide Book Editions 

Recent new editions of Rough Notes 
Company’s Agency Guide series include 
the Agent’s Automobile Guide (third edi- 
tion) in which new chapters on the fam- 
ily automobile policy and the new auto- 
mobile death and disability endorsement 
are included; the Agent’s Bonding Guide 
and Agent’s Casualty Guide—all_ of 
which were written by Harold F. Gee, 
second vice president of Loyalty Group. 
In addition, there’s a revised edition of 
the Agent’s Fire Insurance Guide which 
has kept abreast of trends in this field 
for nearly 60 years. Cost of the com- 
plete set is $6.50 
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trouble strikes! 
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You’ll find AFIA claims experts hot on the heels 
of the firemen if loss hits your client’s business 
abroad. Whatever, wherever the trouble, more 
than 600 AFIA offices in 69 countries worldwide 
put speedy help right next door. 


Consult AFIA on all foreign insurance problems 








AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street « New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
TRURS Cree m5 ais ces es 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
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SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
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Northern of New York 
Promotions Announced 


TWO ARE VICE PRESIDENTS 


Bausback and Thrall Named; Guempel 
and Hughs Ass’t Vice Presidents; 
Greene Becomes Secretary 








Election of Fred W. Bausback and 
William L. Thrall as vice presidents of 
Northern of New York was announced 
following the annual meeting of direct- 
ors. Mr. Bausback and Ered J. Theen 
are the executives in charge of North- 
ern’s casualty department. Mr. Thrall is 
in charge of Northern’s Western and 
Pacific Coast fire division. 

Herbert G. Guempel is named assistant 
vice president in charge of the central 
department. Robert N. Hughs is assist- 
ant vice president in charge of the 
Southern department, and Richard H. 
Greene becomes secretary in charge of 
the fire, inland marine and _ physical 
damage automoble loss departments. 


Garver Named Pittsburgh 


Insurance Day Chairman 


The full membership of Insurance Club 
of Pittsburgh is engaged in making 
preparations for the organization’s 3ist 
Annual Pittsburgh Insurance Day to be 
held Tuesday, March 12, in the Penn- 
Sheraton Hotel. It will feature a break- 
fast, business forums, luncheon and the 
annual dinner. 

The club’s President, J. W. Hubbard, 
president of the Keystone Adjustment 
Corporation, announces appointment of 
Paul K. Garver, state agent, America 
Fore Insurance Group, as I-Day chair- 
man. Robert D. Bange, special agent, 
Ohio Farmers, and Joseph H. Kronz, 
assistant secretary, National Union, will 
serve as associate chairmen. 

President Hubbard also announces 
that after dinner speaker George Jessel 
(Mr. Toastmaster General) will appear 
as guest dinner speaker. 


Kraus Heads Insurance 


Club of New Orleans 


The Insurance Club of New Orleans 
is now in its second year, and this week 
announces election of officers and mem- 
bers of the board of directors for 1957. 

The officers include James C. Kraus, 
president; Alvin Shepherd, first vice 
president; Milton E. Moore, second 
vice president; Parker A. Wiggins, sec- 
retary, and Jules E. Simoneaux, Sr., 
treasurer. 

Members of the board of directors 
include Anees Mogabrab, Jr. Sam G. 
Peters, Thomas P. Monahan, Jr., Charles 
L. O’Brien and Wilfred M. Kullman. 

The election took place at the quar- 
ters of the Insurance Club, 727 Common 
Street in downtown New Orleans. The 
membership is composed of approx- 
imately 200 local insurance agents, 
brokers, life insurance representatives, 
general agents, company representatives, 
adjusters, company attorneys, non-resi- 
dent members, and affiliate members. 


Security Changes in Ky. 

William A. Thayer and H. Oliver 
Foster have been promoted to new posi- 
tions by the Security-Connecticut In- 
surance Companies. Mr. Foster, formerly 
a special agent for the companies ‘in 
Kentucky, will be brought into the Louis- 
ville office as assistant superintendent of 
underwriting, while Mr. Thayer, who has 
been the office manager at the Kentucky 
office, will be promoted to superintend- 
ent of underwriting in the same office. 

Also John W. James, Jr., manager of 
the Kentucky office, will assume the 
supervision of Security’s affairs in Ten- 
nessee as well as Kentucky. 
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N. J. Insurance Brokers 
Assn. Has Been Formed 


GEORGE E. LEHMAN PRESIDENT 


To Affiliate with National Assn. of 
Insurance Brokers and Subscribe 
to Its Objectives 

George E. Lehman, prominent Newark 
insurance man with over 20 years’ pro- 
duction experience, has been elected 
president of the newly formed Insurance 
Brokers Association of New Jersey, Inc., 


. 





LEHMAN 


GEORGE E. 


executive office is located at 11 
Newark. 

with Mr. Lehman are 
Horace R. Freeston, Newark insurance 
broker, as vice president; Edward Kro- 
wen, Newark attorney, as general coun- 
sel; John Savarese, Newark insurance 
broker, as treasurer; Frank X. Di Leo, 
Newark insurance broker, executive 
secretary, and Kathryn Kessler, record- 
ing secretary, also of Newark 

The new association has already ob- 
tained its charter and held its organiza- 
tion meeting. It is now sending invita- 
tions to insurance brokers in New Jersey 
to join the organization. 

Insurance Brokers Association of New 
Jersey will affiliate with the National 
Association of Insurance Brokers and 
will subscribe to its objectives. Among 
these it will counsel and strive to reduce 
basic class fire insurance rates through 

protection services in 


whose 
Hill Street, 
Associated 


more efficient fire 
various cities and towns; it will imbue 
its members with the need to obtain for 
their clients the broadest coverages at 
the lowest rates obtainable; it will pro- 
mote the status of the insurance broker 
as well as good broker’s qualification 
laws. Beneficial legislation will also be 
promoted. 

The new association plans to conduct 
seminars and educational forums; to 
advocate a just remuneration to the brok- 
er on assigned risks. Closest cooperation 
will be maintained with other insurance 
groups, bureaus and rating organizations, 
the state Banking and Insurance Depart- 
ment, educationz al institutions, business, 
social and civic groups. Recognized cus- 


IAC Offering More 
Rewards to Producers 


FOUR “OSCARS,” 12 “OSCARETTES” 


Judges Will Seek Quality, With Prizes 
to Agents or Brokers Doing Best 
Advertising Last Year 


More entrees and more winners is the 
twin theme of the fifth annual Insur- 
ance Advertising Conference Awards 
program announced by J. K. Cagney, 
advertising manager of the Hartford 
Fire, IAC awards program chairman. 

The new program, designed to reward 
more adequately the increasing number 
of agents and brokers who are doing 
excellent advertising jobs, will see four 
IAC “Oscars” and 12 “Oscarettes” 
awarded at the annual IAC convention 
at Spring Lake, N. J., June 24, 25 and 26. 

An “Oscar” and three “Oscarettes” 
will be awarded in each of four pre- 
mium income categories. The “Oscar” 
will go to the agent or broker who, in 
the opinion of the judges, did the best 
all- round advertising job in 1956. “Os- 
carettes” will be given for outstanding 
direct mail, newspaper and radio-TV 
campaigns. 

Award Judges Named 

The IAC Award judges will be Syd- 
ney H. Giellerup, senior vice president, 
Marschalk & Pratt Division of McCann- 
Erickson, Inc.; Herbert W. Moloney, 
president, Moloney, Regan & Schmitt, 
Inc.; Mark Wiseman, advertising con- 
sultant; Mills Shepard, Shepard Read- 
ership Service, and Edward W. Wohl- 
gemuth, manager, Pictorial Division, 
Rough Notes, Inc. 

“The judges will be looking for qual- 
ity,” said Mr. Cagney. “Whether, in 
1956, a producer advertised in a big way 
or ran say a modest newspaper cam- 
paign, just as long as he did it well, he 
has a good chance to win an IAC Award 
with all the prestige and public relations 
value that goes with it.” 

Any agent or broker in the United 
States and Canada who represents stock 
fire and casualty companies may enter 
the competition. Deadline for receiving 
entries is April 15. For further infor- 
mation, write Insurance Advertising 
Conference Awards Committee, 690 Asy- 
lum Avenue, Hartford, Conn. 


JAMES D. MURPHY DIES 

James D. Murphy, 58, a partner in the 
New York insurance brokerage firm of 
Murphy & Jordan, died January 26 at 
Miami Beach, Fla. A Navy pilot in 
World War I he had been a partner in 
the insurance firm for 31 years. This 
firm has branches in Rutherford, N. J., 
and in Miami. He was currently man- 
aging the Miami office. 





toms and usages in the profession will 
be upheld, and members will at all times 
subordinate their own interests to those 
of their clients. 

President Lehman has achieved promi- 
nence in the state, particularly for his 
work in behalf of accident and health 
insurance. He has served twice as 
president of the Newark A. & H. Under- 
writers Association and is a zone chair- 
man and board member of International 

& H. Association. For many years 
he has represented the National A. & H. 
Insurance Co, of Philadelphia as man- 
ager in Newark. 


Installing Officer of 
Schenectady County Assn. 





ROBERT B. DOUGLASS 


Robert B. Douglass of Potsdam, mem- 
ber of the executive committee and 
chairman of the legislative committee of 
the New York State Association of In- 
surance Agents, was special installing 
officer at the annual meeting of the 

Schenectady County Association of In- 
surance Agents, held at the Mohawk 
Country Club. 

The new officers installed by Mr. 
Douglass are: Reed J. Garrett, presi- 
dent; Garry J. White, first vice presi- 
dent; T. Laurence Reynolds, second vice 
president; Jane S. H. Murphy, secretary; 
Charles L. Johnson, treasurer. . 
Anthony Greenly, the retiring president 
and Alma P. Sherman, regional vice 
president of the New York Association, 
were installed as directors. John J. Joyce 
of the New York Insurance Department 
spoke. 


BROOKLYN AGENCIES MERGE 
Tuttle, Eckels & Gulinen, Inc., and 
Pendleton & Pendleton, Inc., Now 
Tuttle, Pendleton & Gelston, Inc. 
Tuttle, Eckels & Gelston, Inc., of 161 
Remsen St., Brooklyn, have acquired 
the insurance agency business of Pendle- 
ton & Pendleton, Inc., which has been 
established in Brooklyn for 81 years. 
The combined underwriting operation 
will be continued under the name of 
Tuttle, Pendleton & Gelston, Inc., from 

the Remsen St. address. 
Albert R. Menard and John H. North, 
of the Pendleton organization will be 


associated with the enlarged firm, in 
executive capacities. The personnel of 


Pendleton & Pendleton Inc. will be re- 
tained in the merger. 

The agency facilities of the combined 
organizations offer complete representa- 
tion for all classes of insurance. These 
two agencies are among the leading pro- 
duction offices in Brooklyn and have long 
enjoyed high reputations. 





Monroe County Agents to 
Vote on Big Ad Campaign 


The Insurance Agents Association of 
Monroe County will discuss a proposed 
newspaper advertising campaign at its 
luncheon meeting, Wednesday, February 
13, at the Chamber of Commerce in 
Rochester, N. Y. It is proposed that each 
member of the association be assessed 
$10 a year, in addition to dues, to finance 
a “hard-hitting, effective advertising 
campaign” designed to educate the pub- 
lic “on the reasons why they should buy 
their insurance from an independent 
agent instead of from a direct writer or 
specialty company. 

If the suggestion is approved adver- 
tising may start with half page space in 
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MR. BUSY BROKER 


Thinking of retiring? Want to have 
more leisure time and operate your 
business with little effort by placing it 
in trustworthy hands? Licensed, am- 
bitious broker available for a mutually 
beneficial proposition. Address Box 
2488, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 
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two leading Rochester newspapers, an- 
nouncing the association to the public, 
including its purposes and aims and list- 
ing the names of all members. Then 
there will be 20 additional quarter page 
ads during the balance of the year de- 
voted mainly to the value of the inde- 
pendent insurance agent to his client. 
The low cost per member of the asso- 
ciation for this campaign is predicated 
on the participation of every member 
agent. 

For this luncheon meeting Ted Tuke 
is chairman of the program committee 
and James Henderson heads the adver- 
tising committee which will offer the 
advertising resolution. 

Membership in the Monroe County 
Association, which formerly was the Un- 
derwriters Board of Rochester until it 
expanded to county-wide dimensions, is 
expected to pass the 300 mark 
according to Vice President Les Leonard, 
chairman of the membership committee. 


soon 


J. W. GLOWACKI DIES 
Joseph W. Glowacki, 76, 
producer of Erie, 
He founded the 
and was 


insurance 

died January 27. 
Glowacki Co. in 1900 
active in the firm 
until his death. 
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Block Policies Have Big Potential 
In New York Market, Weghorn States 


The Homeowners “C” and the Compre- 
hensive Dwelling policies appear to have 
the biggest sales potential according to 
New York City brokers polled recently 
by the John C. Weghorn Agency, Inc. 
The majority of the brokers responding 
to the agency’s sales survey indicated 
that the new mutiple forms are attract- 
ing the greatest amount of interest. 
Frequent mention of accident and health 
and life also appeared significant. 

The majority of the brokers surveyed 
also feel there will be less volume in 


JOHN C. WEGHORN 


sales of the personal property floater in 
the year ahead. Some indicated that the 
mandatory $100 deductible is the chief 
sales deterrent, while others state that 
rates are too high, and other block poli- 
cies will replace the PPF in many in- 
stances. 

There is a feeling among some brokers 
that there is discrimination against the 
New York City market and that PPF 
rates and conditions may be out of line. 
Commenting on the results of the sur- 
vey, John C. Weghorn, president of the 
Weghorn Agency, said brokers are ap- 
parently sold on the all-risk features of 
the Homeowners “C”. Some report that 
the package feature entails less work 
and provides a reduced rate for the 
assured. 

“We made this survey to determine 
brokers’ sales interests,’ Mr, Weghorn 
said. “As a result, we are strengthening 
and expanding our agency’s multiple 
line facilities and personnel.” 

He said that a significant number of 
brokers indicated that Accident was the 
kind of policy they found to be most 
profitable. They referred to high com- 
missions and “comparative ease of hand- 
ling and servicing” as major reasons. 
Others mentioned the “universal need, 
policy’s flexibility and a relatively un- 
tapped market.” 

Mr. Weghorn also pointed out that 
survey results indicated increasing inter- 
est in Life on the part of property in- 
surance brokers. Increased activity in his 
own life department, he said, further 
substantiates the survey findings, “Ap- 





RUSSELL IOWA STATE AGENT 


The Kansas City Fire & Marine an- 
nounces appointment of Richard L. Rus- 
sell as state agent for Iowa with offices 
in Des Moines. Prior to going with the 
Kansas City Fire & Marine, he was spe- 
cial agent in Iowa for the Fireman's 
Fund and before that was a special agent 
in the farm department in Kansas for 
the Home Insurance Company. 





parently brokers are seeking  well- 
rounded services. They are learning that 
an integrated sales effort has great po- 
tential. We are gearing our own services 
and facilities accordingly.” 


Worcester Mutual Changes 


The Worcester Mutual Fire announces 
transfer of two fieldmen. Charles Swift 
has been assigned the state of New 
Jersey in addition to his present Long 
Island-Manhattan, New York area. Mr. 
Swift replaces Melvin E. Reever who 
will now handle company affairs in New 
Hampshire and Maine. 

Mr. Reever has established residence 
in New Hampshire at Laconia. Mr. Swift 
lives at Patchogue, Long Island. 





MR. ACTIVE BROKER 


Are you getting your share of Life and 
A. & S. business from your clients? Or 
is someone else taking that business 
from you? Capable man available to 
activate, develop and manage Life and 
A. & S. department. Wide experience 
in all phases of Life and A. & S. Ad- 
dress Box 2489, The Eastern Under- 
writer, 93 Nassau Street, New York 38, 
N. Y. 
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T. C. Morrill Talk 


(Continued from Page 24) 


rates must attain to be within a range 
of adequacy. 

Commissions 
to fire insurance 


1860 to 1870 


commissions 
for the 


“Net 


premiums years 


were 11%, by 1880 the ratio was touch- 
ing 15%, by 1890, 18% and by 1900, 
194%. In 1901 the rate was over 20%, 


by 1924 it hit 25% and in 1930, 26.75%. 
Then followed a span of years in which 
the influence of 


more effective controls, 


various classes of fire business written 
on low rate competitive plans, and other 
factors worked together to pull the aver- 
age commission down to 25.4% in 1951.” 


For insurance commissions had 


fire 


increased to 26.8% in 1955 and commis- 
sions on extended coverage rose to 
278% in 1955 from 26.5% in 1951. In 


1954 the companies had an underwriting 
loss of 45.8% on extended coverage, due 
to hurricanes, which in dollars amounted 
$167,000,000. Mr. Morrill said that 
“for the five years 1951-55, stock fire 
insurance companies lost $348 million on 
extended coverage, yet the av erage com- 
mission cost moved from 26.5% to 27.8% 

“One of the special problems for the 
companies over the years has been the 
so-called ‘excepted cities.’ These are 
some of the great metropolises where 
commission agreements did not apply. It 
is common knowledge today that in these 
cities the going rate of commission for 
preferred fire insurance business ranges 
from 30% to 45%, and that several com- 
panies today are bidding 45% plus 714% 
contingent for dwelling business. 

“So we have drifted from paying the 
agent 10% of the premium a century 
ago to as much as 50% or even more 
today. These commissions are coming 
not only out of the coffers of the com- 
panies, but also out of the pockets of 
the customers, to most of whom fire 
insurance is a necessity and almost a 
tax. 

Role of Competition Today 


“What, then, is the role of competi- 
tion? It is clear enough that the effect 
of competition for business among com- 
panies charging identical rates is to push 
commissions even higher. And every 
upward turn creates new opportunities 
for those companies willing to compete 
through price reductions to the customer 
—whether by dividends, deviations or 
independent filings. 

“Tt should not be overlooked that the 
focal point of the struggle now in proc- 
ess lies not in the great commercial and 
industrial insurance market where the 
American Agency System seems most 
secure but in the dwelling business where 
it is least secure, where the highest rates 
of commission are paid and where the 
largest margins therefore exist to tempt 
low-price competition.” 


Aetna 1956 Figures 


(Continued from Page 1) 





all of the attendant increased operational 
contingencies and acquisition cost as- 
pects that accompany such a situation. 
We have given careful thought to our 
production and underw riting policies for 
the coming year, not only in view of the 
competitive situation, but also in light 
of the continuance of our country’s 
creeping inflation, combined with doubt- 
ful adequacy of many present rating 
schedules.” 

Companies in the Aetna Group include 
the Aetna Insurance Co., World Fire & 
Marine, Standard of New York and 
Century Indemnity. 


Allen on 1956 Experience 


Reviewing 
Allen 
“New records of economic activity were 


1956 experience President 
Says in the report: 


established by general business during 


1956 in the areas of gross national 
product, personal income and expendi- 
tures. The fire and casualty business 


likewise established records, but few 
were desirable. While premium volume 
continued to climb, losses generally were 
up and expenses increased. The adverse 
loss experience was not due to any indi- 
vidual cause or class of business but 
rather rising loss cycles on the majority 
of classes coincided to produce the over- 
all unfavorable result. The insurance in- 
dustry has the entire question of rates 
under study, with particular attention 
being paid to current trends which can- 
not be ignored. The impact of the pres- 
ent inflationary spiral on loss ratios is 
se TiOUS. 

“No consideration has been given in 
the figures contained in this report to a 
tax refund claim which will be filed in 
accordance with existing carry-back pro- 
visions of the Federal income tax stat- 
utes. 

Underwriting Results 


“Despite rising loss costs, competition 
for premiums increased during the year. 
Our ,premium income increase of $10,- 
147,655 or 7.3% for the group was quite 
satisfactory alee these conditions, The 
distribution of our increased business 
was accomplished within our planned 
areas. Our earned incurred loss ratio of 
55.4% reflects the combination of sharp- 
ly rising loss cycles in practically all 
classes as previously mentioned. 

“Our net fire and allied premium in- 
come of $74,397,011 is an increase of 
$5,977,294 over our 1955 results. This is 
our major class representing 49.7% of 
our total business portfolio. Our earned 
incurred loss ratio of 55.3% is up 38% 
compared to 1955. This is a substantial 
increase since we did not suffer any 
major hurricane claims in the continental 
United States during 1956, whereas dur- 
ing 1955 our hurricane claims approached 
three million dollars. 

“Diversion of more and more fire pre- 
miums to new package forms together 
with broader contracts, lower rates, in- 
tense competition and constant pressure 
on commission acquisition have 
all combined to the underwriting detri- 
ment of this important segment of our 
business. 


costs 


Marine Lines 


“Qur marine writings include both in- 
land and ocean coverages. The 1956 pre- 
mium volume of $20,841,808 represents 
13.9% of our total business and is an 
increase of $313,635 over 1955 writings. 
Our earned incurred loss ratio of 59.2% 
is an increase of 4.3% over the previous 
year. 

“The premium production of inland 
business has been materially affected by 
diversion of considerable personal prop- 
erty floater business to Homeowners 
Policies and other package form con- 
tracts. The class as a whole has been 
profitable over the years and we believe 
it will return to this position in the 
near future. 

cean marine business suffered sev- 





eral major losses during 1956 which 
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squeezed most of the profit out of the 
class. We believe these losses combined 
with higher repair costs due to rising 
steel and labor prices will tend to force 
rates upward. With the increased world- 
wide shipbuilding program, including the 
super tankers now under consideration, 
there is every reason to anticipate in- 
creased premium volume. We feel this 
class has a good opportunity to return 
to the profitable column. 

“Casualty and surety lines include 
automobile physical damage (fire, theft, 
collision and comprehensive coverages), 
casualty, fidelity and surety business. Our 
premium income of $54,449,424 represents 
36.4% of our total business and is an 
increase of $3,856,726 over 1955. 

“The automobile business continues to 
be an enigma to the casualty underwriter. 
This situation is heightened by the prob- 
lems of youthful drivers, classification 
plans, broadened policy coverages, as- 
signed risk pools, compulsory insurance, 
inadequate rates when related to current 
trends and a continued higher average 
claim settlement. There is some encour- 
agement in the growing rec ognition 
among insurance executives that in- 
creased rates more realistically weighted 
to reflect current experience trends are 
sorely needed. 

“We continue to exercise control of 
the growth and distribution of our casu- 
alty portfolio of business. Our incurred 
loss ratio to earned premiums of 54.0% 
is an increase of 4.9% over the previous 
year. 

Multiple Lines 


“The various forms of single package 
Homeowners contracts continue to grow 
in premium volume. Mercantile Block 
coverage has been revised under a new 
contract known as Commercial Property 
Coverage which should have a broader 
sales appeal. A parallel form has been 
devised for office contents. The multiple 
line concept has created broader con- 
tracts with the attendant problem of an 
ever increasing number of policy vari- 
ations, rate deviations and special filings. 

“Our portfolio of this business has 
been substantially increased and while 
experience results to date are not cred- 
ible, due to the short period of time 
the forms have been written, they are 
reasonably encouraging. Competition for 
this ‘business is extremely severe and we 
are concentrating our production efforts 
in the areas where we feel lies the 
largest profit potential. 

“The security markets in 1956 experi- 
enced developments quite dissimilar from 
those observed in the preceding years. 
Most noticeable was the increase in 
interest rates which resulted from a 
sustained demand for capital in a period 
characterized by full employment and a 
high level of industrial activity. We have 
continued to maintain current assets and 
bond investments at a level well in ex- 
cess of all liabilities. During the year a 


portion of the bond portfolio was con- 
verted into United States Treasury Bills. 
Further purchases of tax-exempt bonds 
were made in a net amount of $7,176,891 
while acquisitions of stocks in excess of 
sales equalled $2,761,429.” 












AND BAIRD 


RANCE 
Intermediaries 


SON BORN TO WHITFORDS 
George V. Whitford, vice president of 
the Fire Association of Philadelphia, and 
Mrs. Whitford announce the birth of 
David Summers Whitford. He gives per- 


fect symmetry to the Whitford family, 
which now comprises two boys and two 
girls. 


JOHN LESTER AGENCY 


The John Lester Agency, Inc., insur- 
ance, has been incorporated in Lock- 
port, N. Y., with capital of $20,000. 
Principals are John Lester, Ada A. Les- 
ter and Robert C. Boyer. 








It was 132 years before the 
SECOND white man saw 


TENNESSEE 


Hernando de Soto was first, reaching 
the Mississippi River in 1541, at or 
near the present site of Memphis. 

But the second white man to visit 
Tennessee came 132 years later — that 
famous French missionary- explorer, 
Father Marquete, who voyaged down 
the River by canoe in 1673. 

Today, with population in the mil- 
lions, agriculture and commerce, high- 
lighted on Tennessee's Great Seal, 
epitomize the productivity that throbs 
throughout its prosperous 42,000 
square miles. 


A “Great Seal” of the insurance business 
1S PACIFIC NATIONAL’S, below, 
token of strength, security and service 
to Agent, Broker and Assured. 


PACIFIC 
NATIONAL 
FIRE INSURANCE 


COMPANY 
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THEFT PREVENTION NEEDED 


Seide of Babaco Alarms Tells Atlanta 
Mariners Alarms Aid in Reducing 
Present High Truck Losses 
The “casual crook and the happen- 
stance hoodlum” are brewing fresh head- 
aches for loss-besieged insurance under- 
writers, Jack Seide, president of Babaco 
Alarm Systems, Inc., of New York, told 
the Atlanta Mariners Club February 4. 
“These petty criminals get started 
‘innocently’ enough,” he said. “Maybe it 
was a joy ride in a car someone fool- 
ishly left unlocked with the key in the 
jgnition switch. But that joy ride was 
just a prelude to the discovery that there 
is something valuable to be pilfered from 
a4 car, locked or unlocked, and that un- 
protected local delivery trucks may yield 

even richer loot. 

“So the casual crook and the happen- 
stance hoodlum is launched on an un- 
enviable criminal career. Truck thefts 
and other major crimes follow. This is 
the kind of thing behind FBI Director 
J. Edgar Hoover’s recent chilling report 
of a record crime wave. It is of top- 
level concern to insurance companies 
already staggering under mounting loss 
ratios, and | have found that insurance 
executives are alert to the problem. 

“The problem,” Mr. Seide said, “is as 
acute in the small town as in the big 
city, and thefts have been occurring in 
new suburbs as well as in the hearts of 
towns. 

“For years we at Babaco have stressed 
the importance of adequate insurance to 
compensate for losses,” he continued. “At 
the same time we say it is to the 
assured’s interest, as well as to the in- 
surance companies, to take steps that 
will prevent a loss. There are many 
costs arising out of a loss that cannot 
be insured against, such as the loss of 
business to a competitor when a theft 
prevents delivery of promised merchan- 
dise.” 


New York Marine Board 
Names Hanley in Phila. 


The Board of Underwriters of New 
York has named Frank A. Hanley as 
correspondent at Philadelphia. He re- 
places Captain C. H. Fincke, resigned. 

The board is composed of ocean ma- 
rine underwriters doing business in the 
United States. It maintains over 400 
correspondents in all parts of the world 
in connection with cargo loss and casu- 
alty matters that concern its members. 

Mr. Hanley graduated from the New 
York State Maritime Academy and dur- 
ing World War II served aboard various 
United States Naval vessels. Following 
his release from active service he was 
associated as a cargo surveyor with 
Courtney, Sullivan and Hendrickson of 
New York City for seven years. He was 
recalled to active duty with the U. S. 
Navy in 1951 and for two years served 
as assistant naval control of shipping 
officer for the Port of Philadelphia. 
Early in 1953 Mr. Hanley established a 
private surveying practice in Philadel- 
phia. Mr. Hanley is located in the 
Bourse Building, Philadelphia. 


St. Louis Auto Thefts 
At New High in 1956 


Automobile thefts in St. Louis in 1956 
reached another all-time high of 5,478 
cars, with only 19% of the stolen ma- 
chines “cleared by arrest.” Total thefts 
were about 14% greater than the 1955 
record, The total is almost twice the 
number stolen in 1951. A disturbing 
trend is the growth of the number of 
automobiles stolen by others than “joy- 
riders.” 

In the “joyriding” classification the 
number of thefts has jumped from 1,691 
in 1952 to 3,180 in 1956. Back in 1948 
the total was only 1,425. In the “all 
other” classification automobile thefts 
have climbed from 340 in 1948 to 1,098 
in 1952 and then to 2,298 in 1956. 
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on Traffic Accidents 


gag 


Let’s make 1957 a safe-driving year. 

We hope that you, as insurance agents, will 
emphasize to your insureds the importance of 
this all-out, year-long effort, sponsored by 
the National Safety Council,to cut traffic 
accidents. 


Material for this 
campaign is available 
from: 

National Safety Council 
425 N. Michigan Ave. 
Chicago 11, Illinois 
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General Chairman CPCU 


Convention Committee 


/ 


EUGENE A. TOALE 


A. Leslie Leonard, president of the 
New York Chapter of Chartered Prop- 
erty and Casualty Underwriters (CPCU) 
has named the committee for the 1957 
national annual meeting and seminars 
to be held at the Waldorf-Astoria Hotel 
on October 1, 2, and 3. 

Committee members and their respon- 
sibilities are as follows: Eugene A. Toale, 
Security of New Haven, general chair- 
man; Leona Seldow, broker, registra- 
tion; Michael J. Faulkner, American In- 
ternational Underwriters, publicity; J 
Folger Allen, Liberty Mutual, budget; 
Donald W. Berry, Borden Co., treasurer; 
J. George Kaplan, broker, hotel arrange- 
ments; R. Maynard Toelle, American 
Foreign Insurance Association, all-in- 
dustry luncheon; Rudolph S. Christian- 
sen, Associated Reciprocal Exchanges, 
entertainment; John B. Walker, America 
Fore Insurance Group, open seminar. 


Bock and Duxbury 
Join Whitehill Agency 


Clarence Whitehill, head of the White- 
hill Agency, Inc., New York, and a re- 
cently elected member of the board of 
directors of the Sun Insurance Co. of 
New York, announces the addition of 
two new underwriters—William H. Bock 
in the marine department and Gerard 
Duxbury in the fire department. 

Mr. Bock for the past 13 years has 
been with McDaniel & Co., Inc., recent- 
ly as manager of its inland marine de- 
partment. He also spent six years in 
the marine department of Commercial 
Union. 

Mr. Duxbury was also with McDaniel 
& Co., Inc., for seven years as fire 
underwriter and prior to that spent two 
borg with John C. Weghorn Agency, 
ne. 


S. L. Mitchell Retires 


Resignation of Standish L. Mitchell, 
secretary of the Automobile Club of 
Southern California since 1914—and sec- 
retary and general manager since 1936— 
is announced by President Harry J. 
Bauer. Mr. Mitchell has been on leave 
of absence for 19 months due to illness. 
He was the oldest employe of the club 
in point of service, beginning his lengthy 
career in 1911 as assistant secretary. 
During his more than 45 years of serv- 
ice to the motoring public, he has played 
a major role in developing the club from 
a struggling organization to its present 
status as one of the world’s largest 
motor clubs with a membership in ex- 
cess of 475,000 members. 




















[Automobile 











February 8, 1957 





26,000,000 Tons Of Shipping On 
Order Marks Record For Peacetime 


On January 1 there were 376 seagoing 
vessels of 6,375,821 gross tons under con- 
struction or under contract to be classed 
with the American Bureau of Shipping, 
President Walter L. Green stated at the 
95th annual meeting in New York last 
week. For the world there are 26,000,000 
tons on order, which is a new high 
record for peacetime eras. 

There are also 265 smaller miscellane- 
ous type vessels aggregating 169,599 
gross tons also contracted for to be 
built under the supervision of the sur- 


veyors to Class with the Bureau. This 
new construction totals 641 vessels of 
6,545,420 gross tons, which is an increase 


of almost 75% from the tonnage totals 
of one year ago, and represents the 
greatest tonnage under way to Bureau 
Class at one time in any peacetime year. 
in exist- 


One year ago, contracts were 

ence for the construction of 502 vessels 
of 3,795,237 gross tons to Bureau Class, 
he said. 


Brown New President of Bureau 


Mr. Green, who previously has been 
both chairman of the board of managers 
and president, was goer as_ chair- 
man of the board, and David P. Brown, 
formerly senior vice president and tech- 
nical manager, was elected president of 
the Bureau. 

Jerome B. Crowley, 


formerly vice presi- 
dent, finance and 


administration, was 
elected senior vice president. Lewis C. 
Host, formerly chief surveyor, was elect- 
ed vice president—operations, and Arthur 
R. Gatewood, formerly chief engineer 
surveyor, as vice president—engineering. 

Alfred Blum was reelected treasurer 
and Daniel L. Parry was reelected secre- 
tary. Reelected as assistant vice presi- 
dent was Harold M. Wick, Kurt Molter 
as assistant treasurer, and William H. C. 
Seelig as assistant secretary. 

Among those elected to the board of 
managers was Miles F. York, president 
of the Atlantic Companies. Elected to 
membership in the Bureau, among oth- 
ers, are Clifford G. Cornwell, chairman 
of the board and manager of the Amer- 


ican Hull Insurance Syndicate, New 
York, and Louis W. Niggeman, vice 
president of the Fireman’s Fund, San 
Francisco. 


New Ships to Bureau Class 


Discussing the 641 new ships being 
built to Bureau Class, President Green 
stated that “271 of 921,010 gross tons are 
on order in United States shipyards. 
This includes 43 ocean going cargo ships, 
passenger vessels and tankers of 771,930 
tons, and 228 miscellaneous vessels such 
as tugs, towboats, barges, offshore sub- 
mersible oil well drilling rigs, etc. 

“A total of 370 new vessels of 5,624,410 
gross tons are on order in yards outside 
of the United States to be built to 
American Bureau of Shipping Classifi- 
cation. This is six times the amount 
of tonnage currently under way in Amer- 
ican yards to Bureau Class. A number 
of these will be finished in 1957, but 
others will not be completed until 1961. 

“These 370 new vessels are being built 
in 14 countries, and include 17 under 
way in United Kingdom shipyards, 20 
in France, 15 in Belgium, 10 in Sweden, 


59 in Germany, 71 in Italy and Trieste, 
11 in Spain, 31 in Holland, three in 
Turkey, 117 in Japan, two in Argentina, 
three in Honk Kong, four in Lebanon 


and seven in Israel. 

“Exclusive Bureau Surveyors are main- 
tained at practically all of the shipyards 
abroad at which these vessels are being 


built. These new vessels include tankers, 
refrigerated ships, bulk ore carriers, car- 
go ships, passenger liners, ferries, tugs, 
fishing boats and barges,” President 
Green said. 


467 Vessels Completed 


“A total of 467 new vessels were com- 
pleted in 1956 under the supervision of 
surveyors of the American Bureau of 
Shipping. These aggregated 1,815,525 
gross tons and 2,925,567 deadweight tons, 
and employed 1,269,252 horsepower of 
propelling machinery. This represents 
an increase of 733,000 tons from the 
gross tonnage of new vessels completed 
to Bureau Class in 1955. 

“Of these 467 new vessels, 323 were 
completed in United States shipyards, 
these totalling 321,738 gross tons. This 
included only eight large merchant ves- 
sels totaling 113,298 gross tons. The 
balance of 315 were small miscellaneous 
river and harbor vessels, principally 
non-propelled, totaling 208,440 gross tons. 

“A total of 144 new vessels were com- 


pleted to Bureau Class in shipyards 
outside of the United States during 
1956, these aggregating 1,493,787 gross 


tons. This represent an increase of 747,- 
000 tons over the 1955 results, when 81 
new vessels of 746,588 gross tons were 
completed in these yards to Bureau 
Class. Thus, for the fourth time in the 
95-year history of the Bureau, more 
new tonnage was completed to Bureau 
Class in shipyards abroad than in United 
States yards. Again, as in recent years, 
a large number, 67, were constructed in 
Japan, while 26 were finished in Italy 
and Trieste, eight in Great Britain, three 
in Belgium, 11 in Germany, 11 in Hol- 
land, two in France, one in Sweden, 
three in Turkey, one in Israel, eight in 
Lebanon, and three in Spain. In addi- 
tion, some repair and alteration work on 
existing vessels was accomplished in 
ports abroad under Bureau supervision,” 
President Green revealed. 


8,000 Vessels in Class with Bureau 


“There now exist in Class with the 
American Bureau of Shipping, 8,026 ves- 
sels of 41,494,426 gross tons, which is 
an increase of 1,430,000 tons over a year 
ago. About 23% of these vessels are 
temporarily inactive. To this figure 
there will be added the 641 vessels now 
on order to be built to Bureau Class in 
shipyards throughout the world, making 
a grand total of 8,667 vessels of 48,039,- 
846 gross tons. 

“A substantial percentage of these ves- 
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propelled and non-propelled. During the 
past year a number of existing vessels 
owned abroad were Classed by the 
Bureau. 

“T stated a year ago that shipbuilding 
contracts in existence in the principal 
maritime nations of the world totaled 
more than 14,000,000 gross tons. Con- 
tracting for new vessels has been at an 
unprecedented pace during the past year 
so that, despite the completion of many 
vessels, the total tonnage now on order 
is well over 26,000,000 tons. 


Oil Tankers and Ore Carriers Featured 


“This is an all-time record total for 
any peacetime era. As in 1955, the orders 
placed in 1956 continue to feature oil 
tankers and bulk ore carriers. At the 
same time, the unit size continues to 
increase, reaching 100,000 deadweight 
tons recently in the case of two tankers 
just ordered. Also, the number of tank- 
ers and bulk ore carriers of the super- 
size class on order has increased greatly 
during the past year,’ President Green 
declared. 

“The tonnage on order in the large 
shipbuilding centers in France, Germany, 
Great Britain, Holland, Italy and Trieste, 
Japan and Sweden, as well as in the 
smaller nations, increased as much as 
50% in some instances over the 1955 
totals. The greatest increase in orders 
during the past year occurred in the 
United States where the total rose from 
312,000 gross tons in January, 1956, to 
2,200,000 tons on the first of this year.” 

“With the shipyards of the world 
booked for deliveries scheduled as much 
as four or five years ahead, American 
yards, which had been suffering from a 
dearth of orders in recent years, were 
able to offer more attractive delivery 
dates which is the principal reason for 
this great increase in orders. 

“Some United States yards have de- 
liveries scheduled for well into 1961. 
Of the total orders now existing with 
American shipyards, about 2,000,000 
gross tons will be oil tankers. This 
includes two tankers of 100,000 dead- 
weight tons each and a large number of 
tankships of 65,000, 60,000, 46,000, 41,000, 
and 30,000 tons. A large percentage 
will be for registry in the United States 
with many others going to Liberian and 
Panama flags. 


Long Period of Top Activity in Prospect 


“While completion of seagoing vessels 
last year was at the record rate of 
about 5,500,000 tons, existing conditions 
would seem to indicate that this total 
will not be exceeded by much in 1957. 
Therefore, with orders now in hand for 








sels are owned and/or registered in over 26,000,000 tons, a long period of 

countries other than the United States. unprecedented activity is in prospect 

These figures include seagoing tonnage, for the shipbuilding industry of the 

xreat Lakes and river craft, both self- world. This prosperity unfortunately 
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comes at a time when other industries 
in all nations are clamoring for steel, 
thus establishing competition for steel 
supplies, with the result that shipyards 
cannot secure plates and shapes as 
rapidly as desired. 

“Largest of the vessels completed to 
Bureau Class during 1956 was the tank- 
ship ‘Universe Leader,’ a vessel of 85,515 
deadweight tons constructed by the Kure 
Shipward Division, Japan, of the Na- 
tional Bulk Carriers for Universe Tank- 
ships, Inc. This will be followed by 
several sister ships. The Kure Yard also 
completed for the same owner three 
44,600 deadweight ton bulk carriers, the 
‘Ore Monarch,’ the ‘Ore Regent’ and 
‘Ore Prince,’ the self-unloading bulk 
carrier ‘Ore Convey’ of 30,645 tons, and 
the bulk paper pulp carrier ‘Duncan Bay’ 
of 20,467 tons. 

“With the work on the St. Lawrence 
Seaway advancing at a rapid race, ship- 
ping interests of many martime nations 
will be interested to know that in 1956 
the cargo handled via the St. Lawrence 
River and the existing canals into the 
Great Lakes from Europe established an 
all-time record for volume. It is esti- 
mated that the freight moved by the 
small oceangoing vessels employed in 
this trade far surpassed the 525,000 tons 
transported in and out of the Lakes in 
1955. This would seem to augur well 
for the success of the Seaway upon its 
completion in 1959.” 


Marine Groups Move 

The American Institute of Marine Un- 
derwriters and the Board of Under- 
writers of New York announce that both 
organizations will now occupy new quar- 
ters at Room 1600, 99 John Street, New 
York. 

According to Carl E. McDowell, execu- 
tive vice president of both organizations, 
the new quarters will provide larger and 
more attractive meeting rooms for ma- 
rine organizations and committees. The 
telephone number for both organizations 
will be BE 3-0300. 


N. Y. MARINERS MEET FEB. 20 
The New York Mariners Club, Inc., 
will hold its monthly meeting on Febru- 
ary 20 at Churchill’s Restaurant, 139 
sroadway, New York City. The speaker 
will be A. T. O’Donnell, of the Bureau 
of Customs of the U. §, Treasury De- 
partment. 



















[ 


i 
4 
pal 
; 
; 





citi tablalMeiaiill 























































sdicitaihicibl is 














February 8, 1957 







THE EASTERN = 
UNDERWRITER 





Page 33 















Substantial Growth by 
Cont’] Companies 

TUCHBREITER MAKES REPORT 

Continental Casualty Showed 1956 Profit 


of $6,067,635; Life Company Made 
Net Gain of $6,701,976 


Substantial additional growth was 
achieved by Continental Casualty and 
Continental Assurance in 1956, according 
to Roy Tuchbreiter, chairman of the 
board of both companies. 

Continental Casualty wrote net pre- 
miums of $211,440,360, a gain of $17,- 
243,528 over 1955. Despite the generally 
unfavorable results in the industry, un- 
derwriting profit was $6,067,635 while 
net investment income totaled $7,166,782. 
After provision for United States and 
Canadian income taxes of $4,701,000 there 
remained net income from operations of 
$8,533,417. 

At December 31, 1956, Continental 
Casualty’s capital funds amounted to 
$150,748,640, an increase during the year 
of $49,699,722. Admitted assets amounted 
to $340,729,491 as compared with $275,- 
071,607 a year earlier. 


Continental Assurance Gains 


During 1956 Continental Assurance ex- 
panded its total life insurance in force 
to $4,270,604,507, an increase of $542,878,- 
037 for the year. After absorbing the 
costs of adding this large volume of new 
business the company showed net gain 
from insurance operations of $6,701,976 
as compared with $6,021,420 in 1955. 

At the year-end Continental Assurance 
surplus to policyholders was $48,422,934, 
a gain of $10,498,124. This does not in- 
clude the mandatory security valuation 
reserve of $9,028,040. Admitted assets at 
the end of 1956 were $456,625,935 com- 
pared with $394,702,968 a year earlier. 

Chairman Tuchbreiter called attention 
to the fact that last December Contin- 
ental Casualty acquired 67% of the out- 
standing stock of National Fire of Hart- 
ford. He pointed out that the 1956 com- 
bined premiums for Continental Casualty, 
Continental Assurance and National Fire 
were approximately $413,000,000. In his 
opinion this makes the Continental-Na- 
tional Group one of the three largest 
multiple line insurance institutions in the 
United States. 


New Compulsory Auto Laws 
Cause Junk Yard Pile-ups 


As the New York State compulsory 
inspection law and the compulsory lia- 
bility law come into force, junk yards 
have begun to fill up with broken down 
automobiles. 

New York City’s Sanitation Depart- 
ment reported last week that private 
junk yards were almost full. In one yard 
cars are stacked nine high. The depart- 
ment has opened its own yards to allow 
people to leave their discards there, 
rather than have them go to the expense 
of insurance or repairs necessary to have 
these cars pass inspection. 

So far the pressure on junk yards is 
normal for February—when new auto 
registration is required—but it will in- 
crease without doubt. The Sanitation 
Department’s offer to open its pounds is 
an effort to avoid the necessity later of 
having to tow the abandoned old crocks 
from the streets. 

Upstate, junk yards are reportedly fill- 
ing up to 25% above normal. In Ro- 
chester 100 cars were towed into the 
pound after midnight. 


Darrell F. Johnson Joins 
Goodale-Mahony, Inc., N. Y. 


Darrell F. Johnson, well known in 
fidelity-surety circles, joined Goodale- 
Mahony, Inc., New York reinsurance 


intermediaries, this week. He was for- 
merly United States reinsurance man- 
ager of Guarantee Co. of North America 
for eight years and prior to that was 
fidelity-surety manager of the Excess 
Insurance Co. of America. 

Goodale-Mahony, Inc., located at 68 
William Street, New York, specializes in 
reinsurance and excess and surplus cov- 
erage. The principals are Richard A. 
Mahony, who has been in the reinsur- 
ance market since 1950, and Percy A. 
Goodale, Jr., whose experience in this 
field dates back to 1946. 


V. T. Schuster Joins 


General Reinsurance 

Vincent T. Schuster has joined Gen- 
eral Reinsurance Corp. as an assistant 
secretary. He will specialize in the com- 
pany’s fidelity and surety reinsurance 
operation and will assist Vice President 
John P. Madigan in connection with that 
operation, 

Mr. Schuster comes to General Rein- 
surance from the Travelers. He began 
his insurance career with the General of 
Seattle, following his return from serv- 
ice with the War and State Departments 
in Germany. He received his master’s 
B.A. degree from New York University 
where he also did undergraduate work. 


BRITISH SEEK ATOMIC RISKS 


Lloyds’ Underwriters and British Ins. 
Assn. Form Committee; To Insure 3rd 

Party With $85-$100 Million Limits 

The British Insurance (atomic energy) 
Committee, recently formed, will seek 
business not only in the United King- 
dom but throughout the world. It was 
formed jointly by Lioyds’ Underwriters 
and the British Insurance Association. 
The aim is to insure privately owned re- 
actors and atomic power stations. Ap- 
parently enough progress has now been 
made so that policies can be issued with- 
in about a week from the date of the 
application. 

Third party liability risks will be cov- 
ered. The average coverage is expected 
to be $85 million to $100 million for 
power stations. 

The British Committee said there is 
considerably more experience already 
existing regarding atomic risks than is 
generally understood. The plutonium 
reactor at Windscale, Cumberland, Eng- 
land has operated without serious failure 
for seven years. The better known 
BEPO reactor has been at Harwell for 
nine years. 

Rates will, for the while, be a matter 
of negotiation, It is not expected that 
they will be greatly higher than for 
power stations using other than atomic 
energy. No stations will be built within 
five miles of a town with more than a 
population of 10,000 and it is unlikely 
that more than 100 will be employed at 
any one power station. 


Kill Mass. Fle Race Bill 


By a 25-9 roll call, the Massachusetts 
Senate has rejected a bill of Sen. Harold 
W. Canavan (D-Revere) to establish a 
$30 flat rate compulsory car insurance 
throughout the state. 

Insurance company spokesman, John 
O’Connor, said that the bill would be 
unconstitutional because the proper aver- 
age flat rate for insurance across the 
state would have to be $41.77. 
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Majority of State Insurance Depts. 
Have Approved New Program, 
J. Dewey Dorsett Announces 

Insurance for “ yadiation hazards in 
commercial nuclear operations became a 
reality February 1 as a result of approval 
by a majority of State Insurance Depart- 
ments of a rule under which risks in 
volving such hazards may be: rated, This 
permits insurance protection well] in ad- 
vance of the completion of any of the 
planned nuclear power projects, clearing 
the way for widespread use of nuclear 
energy for peacetime purposes 

Insurance coverage up to $50,000,000 
per reactor, which includes reinsurance 
in foreign markets, is offered for reactors 
though the Nuclear Energy Liability 
Insurance Association, comprising 134 
capital stock casualty insurance com 
panies, J. Dewey Dorsett, general man 
ager of the Association declared. 

Insurance will cover the construction, 
installation, operation and maintenance 
of nuclear reactors used for industrial, 
commercial, reseé irch or experimenta 
purposes. It is “third party liability in 
surance,” insuring against bodily injury 
and property damage to others than the 
reactor owner or operator, if such dam- 
ige results from the nuclear energy 
hazard. The association will not insure 
the common forms of liability risks, 
which are covered by the pe pmo in 
surance companies through their regular 
business operations. 


R. H. Elliott to Manage New Division 


To handle the unique rating problems 
that are created by the new form of 
insurance, a nuclear ee liability divi 
sion has been est: tblis hed within the Na 
tional Bureau of Casualty Underwriters 

The new division is headed by Ri chard 
H. Elliott, manager of the bureau’s gen 
eral liability division, 

Underwriting rules pertaining to nuc 
lear energy liability insurance have been 
filed countrywide by the bureau. These 
rules are now effective in 25 states and 
D. of &. They are as follows: Arizona, 
Arkansas, California, Connecticut, Dela 
ware, District of Columbia, Idaho, Illi- 
nois, Indiana, Iowa, Maine, Massachu- 
setts, Mississippi, Missouri, Montana, 
Nevada, North Carolina, North Dakota, 
Pennsylvania, Rhode Island, South Da 
kota, Tennessee, Utah, Vermont, Wash 
ington and Wyoming. It is expected that 
action will soon be taken by other states 


Rate Graduation After $1,000,000 Ins. 


Each reactor or other type of facility 
will be individually rated on the basis of 
all that can be learned about its own 
peculiar hazards. A base rate will apply 
to the amount of insurance up to 
$1,000,000, and thereafter this gradation 
is expected to run as follows: for the 
next $4,000,000 of coverage the rate per 
$1,000,000 will be 50% of the base rate; 
for the next $5,000,000 of coverage the 
rate per $1,000,000 will be 20% of the 
base rate; for the next $10,000,000 the 
rate per $1,000,000 will be 10% of the 
base rate; for the next $20,000,000 of the 
rate per $1,000,000 will be 5% and for 
each $1,000,000 of coverage in excess of 


$40,000,000, the rate will be 2.5% of the 
base rate ; 
Because the potential hazards of 


atomic energy are so great, the limits 
desired so high and the insuring of them 
so new, William Leslie, general manager 
of the National Bure: Lu, pointed out that 
any rating system is necessarily based on 
underwriting judgment backed by the 
best information currently available 
Provision is to be made, therefore, for 
a long-term industry-wide rating plan 
under which, if substantial losses do not 
emerge over a period of years, there 
will be a retroactive downward adjust- 
ment of rates. An important feature of 
the plan, Mr. Leslie added, will be that 
if returns develop for any given year 
they will be made to all policyholders 


(Continued on Page 36) 
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Mutuals Complete Plans 
For Nuclear Energy Ins. 


HAS CAPACITY OF $15 MILLION 
Policy Contracts To Be Issued by Mutual 
Atomic Energy Liability Underwrit- 
ers, Then Reinsured in Pool 





Insurance Rating Bureau 
announces the availability of a new lia- 
bility insurance pr gram for insuring 
atomic energy hazards arising from pri- 
vately oper: ited nuclear energy facilities. 
This program has been filed in all juris- 


The Mutual 


dictions where the Mutual Bureau is 
licensed, and has been approved in a 
substantial number of them. Favorable 


action in the remaining states is expected 





shortly s new insurance should give 
impetus to a more rz “i - development and 
application of nuclear energy tor re- 


search and c caauiniael purposes,” the 
Mutuai Bureau stated 

Nuclear liability insurance will 
cover the construction, installation, op 
eration and maintenance of atomic re 
actors used for commerce | 
or research purposes. In 
facility aeeiok rr, the 
constructors and iaatianns of all 


will be covered by the policy. 






experimen 
addition to t 
designers 


kinds 





wner;®rs, 


Mutual Reinsurance Pool Formed in 1956 


As previously announced, the Mutual 
Atomic Energy Reinsurance Pool, an 
rganization of mutual casualty and mu- 
tual we companies, was f yrmed last year 
t< ide a market for this insurance. 
Policy contracts will ve issued by the 
Mut ual Atomic Energy L lability Under 
malier shew of mutual ¢ asu 





Eers, 











alty and fire insurance Comes, which, 
in turn, be reinsured by the Mutual 
Atomic E Reinsur: ance Pool. Ac 
cording to pr esen plans, insurance wall 
be ilable up to “$i5, 060,000 per policy 
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Pa. Approves Family Policy 

Family protection coverage, which will 
pay motorists the damages they are 
entitled to recover if they or members 
of their families are injured by unin- 
sured automobiles, became effective Feb- 
ruary 4 in Pennsylvania, William Leslie, 
general manager of the National Bureau 
of Casualty Underwriters, has announced 

A similar form of family protection 
coverage for families not owning auto- 
mobiles will be made available at the 
earliest possible date by means of a 
separate policy wherever permissible un- 
der state insurance laws, according to 
Mr. Leslie. 

Family protection coverage is now in 
effect in 46 states, District of Columbia 
and Hawaii. 

NEW OFFICE IN CHARLOTTE 

Kemper Insurance Group has opened 
a new regional office in Charlotte, N. C 
which will provide headquarters for all 
regional operations formerly handled 
the companies’ Richmond office 

Carl Schueler who joined the Kemper 
organization last April in its New York 
office, has been named manager at 
Charlotte. Samuel Asquith will head the 
underwriting department. 





Aetna C.&S. Scored $866,145 
Underwriting Profit in 1956 


Aetna Casualty & Surety made an 
over-all underwriting profit in 1956 of 
$866,145, according to its report on year- 
end results. Its surplus as of December 
31 stood at $86,448,523 compared with 


$80,346,020 the previous year-end. Con- 
tingency reserve increased from $66,- 
300,000 to $71,850,000. Total assets 


soared to $489,532,882, a gain of $32,986,- 
205 for the year 1956. 

The premium income was $237,774,041, 
up $16,366,374. Unearned premiums in- 
creased $8,487,255. Insurance expenses, 
not including adjustment expense 
and taxes, absorbed 34.1% of written pre- 
miums compared with 34.6% in 1955. 

Net investment income of the Aetna 
Cc. & S. for 1956 was $10,690,948 and 
dividends to stockholders amounted to 
$3,780,000. 





loss 


Two Large Bonds Written 
By Maryland Casualty Co. 


Maryland Casualty, Baltimore,  re- 
cently executed two large surety bonds 
covering the construction of runway 
and taxiway support facilities at Griffis 
\ir Force Base, Rome, N. Y. The per- 
formance bond was in the amount of 
$8,371,365 and a payment bond amounted 
to $2,500,000. Four other bonding com- 
panies participated as co-sureties. They 
are Fidelity & Deposit, American Surety, 
Aetna Casualty & Surety and Standard 
Accident. 

The $16,742,731 
the U. S. Army 
Brewster & Son, Inc., 
bonds were written through 
Newark office. 

The Maryland has also 
performance bond in the. amount of 
$9,969,321 and a payment bond in the 
amount of $2,500,000 covering the con- 
struction of Pier No. 2, bulkhead and 
utilities at the U. S. Naval Base, New- 
port, R. [. Participating as co-sureties 
were the Fidelity & Deposit, Aetna 
Casualty & Surety and Standard Acci- 
dent. The contract was awarded to the 
Perini Corp. and Raymond Concrete 
Pile Co. 


contract was let by 
Engineers to Geo. M. 
Bogota, N. J. The 
Maryland’s 


executed a 


Hartford A. & I. Writes 
$5,780,900 Contract Bond 


A contract bond in the amount of $5,- 
780,900 has been executed by the Hart- 
ford Accident & Indemnity for the 
construction of an Air Reserve Flying 
Center at the United States Air Station 
in Willow Grove, Pa. The contractor 
is Wark & Co., large, old-line Philadel- 
phia firm. 

Written through the Philadelphia brok- 
erage concern of Boardman-Hamilton 
Co., the bond covers 100% performance 
of the contract with the Federal govern- 
ment and 40% payment, bringing total 
liability to about $8,000,000. 

The work, to be completed 425 days 
from inception, involves the construction 
of parking aprons, hangars and a train- 
ing building and the installation of a 
central heating plans and lighting and 
sewerage systems. 


Largest Surplus to Date 
For Hartford Steam Boiler 


The Hartford Steam Boiler reported 
earned premiums and surplus at new 
record highs in its 1956 statement filed 
with Connecticut Insurance Department. 

Written premiums at $19,242,346 ex- 
ceeded those of 1955 by $111,169. Earned 
premiums were $19,266,525 which repre- 
sented an increase of $779,943 over those 
of 1955, the next highest year. Incurred 
losses were $5,502,648 and underwriting 
expenses including losses totaled $17,- 
690,862, leaving an underwriting profit of 
$1,575,663. 

The company closed 1956 with a sur- 
plus to policyholders of $26,644,139, a 
gain of $109,562 for the year and the 
largest surplus in the company’s history. 


Total assets stood at $61,048,264. 


Ohio Competitive State Fund Comp. 
Bill Introduced by Taft & Wallace 


Nationwide attention will be focused 
on Ohio in the next few weeks as a re- 
sult of a bill introduced January 30 in 
the Ohio General Assembly which would 
end that state’s 35-year-old monopoly 
compensation 
Sponsored by Representatives 
Taft, Jr. (R) Cincinnati, and 
Wallace (D) Circleville, this bill would 
grant approximately 200,000 employers 
in Ohio the privilege of placing their 
workmen’s compensation insurance with 
private insurance companies. 

Reportedly, the salient feature of the 
legislation is its simplicity and direct- 
ness of purpose. It will have no effect 
whatever upon the self-insurer except in 
the direction of reducing his retention 
from a minimum of $50,000 to nil. In 
other words, the law now permits a self- 
insuring employer to reinsure his Ohio 
workmen’s compensation obligation for 
loss in excess of $50,000 as a result of a 
single occurrence. The new law, if en- 
acted, would permit the employer to fully 
reinsure with an admitted insurance 
company and without going through the 
usual red tape and being required to 
furnish a corporate surety bond guaran- 
teeing his assumption of the obligation 
to pay his employes their workmen’s 
compensation benefits direct. 


Ohio’s Poor Safety Record 


In introducing the sey Mr. Taft said 
that Ohio “is the only large industrial 
state in the union which prohibits by 
law the proven benefits of private insur- 
ance company services for employes and 
employers alike. Ohio’s poor safety rec- 
ord in industry as compared with states 
with private companies, alone, demon- 
strates the need.” 

In 41. states now 
choice of insur: ince, 
private companies’ 
prevention programs 
number of costly delays, increasing pro- 
ductivity and lessening accidents that 
produce human misery.’ 

Mr. Wallace declared the proposed 
law would bring about a “competitive 
rate and service situation which would 
be certain to improve the state bureau’s 
efficiency.” He also pointed to certain 
present classifications, “such as classify- 
ing hospital empioyes with policemen 
and firemen, with resultant increased 
hospital costs, as a ridiculous situation 
which does not prevail in the 41 states 
where insurance competition is per- 
mitted.” 

Both sponsors of the bill emphasized 
that “prompt payment was the rule in 
other states, without the need of special 
and prolonged assistance now the custom 


in Ohio. 
Sets Up Assigned Risk Pool 


Under the proposed law an assigned 
tisk pool is also provided, similar to the 
automobile assigned risk pool “to prevent 
the state fund from becoming the in- 
suror of the less desirable risks and to 
spread these risks equitably.” This is 
an attempt to answer the criticism from 
certain sources that the state fund will 
wind up finally insuring all the “bad” 
risks. Only one other state has any 
similar provision in its workmen’s com- 
pensation law, and the result has been 
that the business in the assigned risk 
pool has remained fairly static with less 
than 46/100ths of 1% of total number 
of risks, and with about the same num- 
ber leaving the assigned risk pool as en- 
tering the same each year. Premium- 
wise the pool has less than $400,000 com- 
pared with nearly $100,000,000 total pre- 
miums written by all types of carriers. 


Would like Statistical Breakdown 


An outstanding agency leader in Ohio 
who has been pressing for a competitive 
workmen’s compensation law for many 


insurance. 
Robert 
Edward 


on workmen's 


permitting “free 
” Mr. Taft said that 
safety and accident 
“are reducing the 


of the St. 


years, 
prospects of the Taft-Wallace bill be- 
coming law, told The Eastern Under- 
writer this week: “I have never been 
able to obtain a breakdown of statistical 
information between risks which were 
subscribers to the state fund*and those 
which were assuming the direct obliga- 
tion to pay like workmen’s Compensa- 
tion benefits as self-insurers. If this in- 
formation could be made available, as 
we hope will be the case this year, | be- 
lieve the public will be startled. If the 
new Governor asks for it, he may get it, 
although other governors have done so 
and failed to receive it. Many investi- 
gating committees have also demanded it 
without success. 

“The state fund seems to have a con- 
tinuous concerted effort to keep from re- 
vealing such comparative figures. I know 
what many individual self-insurers have 
successfully accomplished, as do they, 
but aside from the Industrial Commis- 
sion there is no one place where all of 
the record is available. If the recorded 
comparison were not unfavorable to the 
Industrial Commission, what possible 
reason could there be for not giving 
out the information?” 


Expect Opposition of Organized Labor 


The expectation is that the opposition 
of organized labor to the Taft-Wallace 
bill will be just as rugged as heretofore 
despite the fact that a competitive sys- 
tem will do more for labor than it does 
for any other interest. “The strange 
part of this opposition,’ a leading Ohio 
agent observes, “is that will labor leaders 
of the stature of Adam Wohl, general 
counsel of A.F.L., sought the participa- 
tion of the private carriers in the depths 
of the depression when the state fund 
had every reason to be handicapped due 
to its investment policy of placing its 
reserves exclusively in Ohio municipals 
which were selling at 50 cents on the 
dollar, nevertheless the private carriers 
refused absolutely to promote their own 
reentry into the underwriting of Ohio 
workmen’s compensation at such time. 
The same opportunity seldom knocks 
twice, but here we are 20 or more years 
later trying to obtain the same chance. 

“It should also weigh upon the labor 
le ders’ consciences that on two separate 
occasions the Industrial Commission it- 
self (1938 and 1942) covering two ten 
year periods, commented upon the fact 
that more people have been injured than 
were employed on the average. This isn’t 
so impressive until it is remembered that 
the self-insuring employer’s payroll rep- 
resents approximately 50% of the entire 
state-wide payroll expended in industrial 
plants. Now there are only 167 self- 
insured firms in Ohio of which major 
industries comprise the majority, al- 
though there are important units in the 
public utilities, telephone conipany and 
oil and gas fields. 

“The union viewpoint is hard to un- 
derstand because all of the six other 
states having monopolistic workmen’s 
compensation acts are found to be in 
even worse position than Ohio, which, 
at least, has a definite safety and hy- 
giene program. When this condition 
exists it is logical to assume that many 
union members are subjected to job haz- 
ards that are minimized in the case of 
competitive workmen’s compensation 
laws or in states where competition be- 
tween different carriers is spurred by 
necessity of keeping pure loss cost to a 
minimum if success is to be obtained.” 

As a final argument in favor of this 
year’s legislation being passed, it is 
pointed out by Messrs. Taft and Wallace 
that national businesses and the opening 
Lawrence Seaway “create 
gaps in interstate, admiralty and long- 
shoremen’s coverage under the Ohio 
monopoly.” This condition, they asserted, 
could be corrected only by private in- 
surers. 


in his commentary on the 1957 
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ON VISIT TO U. S. 


Bernard Marty and Robert de Mon- 
talivet of Compagnie Generale d’Assur- 
ances Visit State Farm Mutual H.O. 

Bernard Marty, chief of mechanical 
services, Compagnie Generale d’Assur- 
ances of Paris, who recently visited the 
home office of State Farm Mutual in 
Bloomington, IIl., describes the automo- 
bile insurance business in France by 
saving “C’est terrible!” 

In a press interview Mr. Marty said 
that soaring losses and outdated rate 
making have wiped out underwriting 
profit for French automobile insurers. 

Accompanying Mr. Marty to the 
United States were Robert de Mon- 
talivet of the Paris company’s methods 
bureau, and Francois Jacquin of Inter- 
national Business Machines Corp. in 
Paris. . ‘ 

“Our company 1s attempting to develop 
more realistic statistical practices which 
we hope will some day be adopted by 
the government rate-making office,” Mr. 
Marty told Carl Marquardt, State 
Farm’s vice president for planning and 
research. Rates in France are set by 
a nationwide statistical bureau. _ ba 
The Compagnie Generale and its affili- 
ates have 600,000 automobile _ policy- 
holders, a large operation by French 
standards. The nation has about 10,000,- 
000 auto registrations. : 

Mr. Marty and his associates attended 
a four-week training school at IBM in 
Flint, Mich., before visiting State Farm’s 
home office. Compagnie Generale has 
ordered an IBM 705 electronic computer 
which will be the first installation of its 
kind in a French private enterprise. 
The State Farm is one of the largest 
users of the IBM 650, having 16 such 
machines in use at its home office and 
regional offices. 


ALLSTATE’S CHAIRMAN ON P.R. 
J. M. Barker Stresses in Chicago Talk 
Importance of Good Employe Rela- 
tions; Management Is Key to It 
Good public relations begin with good 
employe relations, James M. Barker, 
chairman of the board of the Allstate, 
told the joint January meeting of the 
Chicago chapter of the Public Relations 
Society of America and the Chicago 

Publicity Club. 

“If you estimate the average number 
of individuals in the circle of family and 
friends of each of your employes, and 
multiply that by the number of your 
employes, you will have a_ substantial 
section of the public represented, even 
with a moderate sized firm,” Mr. Barker 
said. “. .. All of these people are getting 
their ideas of the company and what it 
stands for by what the employes are 
saying about it. 

“T doubt if the best public relations 
expert can do very much good for a 
company in improving its public relations 
unless and until he convinces the firm 
that its employe relations must be on the 
right track.” 

Management is the key to good em- 
ploye relations, according to Mr. Barker. 
In the present day, with government 
dedicated to full employment and with 
the power of organized labor greater 
than ever, management is “with the con- 
sent of the managed,” he pointed out. 

“The manager who does not recognize 
this principle does so at the peril of his 
employe relations, and puts his career 
as a manager in danger,” he warned. 


CARL L. ODELL DIES AT RANCH 

Carl L. Odell, former president of All- 
state and a man instrumental in its 
founding, died recently on the Wyoming 
ranch to which he retired 18 years ago. 

Mr. Odell, who assisted at the found- 
ing of Allstate as a Sears, Roebuck & 
Co, subsidiary in 1931 by Gen. Robert 
E. Wood, was general manager of the 
company until 1935, when he became 
president. He retired to his ranch in 
Wyoming in 1939. 








No. Carolina Agents Oppose 
Compulsory Auto Law 


North Carolina Association of 
ance Agents has reaffirmed its opposi- 
tion to compulsory automobile insur- 
ance, through its legislative committee 
With this strong organization 
stating its opposition to compulsory law, 
Rep. Walter B. Jones will have a tough 
time with his measure. Mr. Jones plans 


Insur- 


again 


to introduce a compulsory automobile 
insurance bill, similar to the New York 
act, at the opening session of the legis- 
lature. 

Rep. Jones will have some support in 
both the House and Senate. Reportedly 
his most notable ally will be Rep. Clif- 
ton Blue, who was chief sponsor of the 
“Blue Bill” on accident and health in 
1955. 


FAMILY UM POLICY IN PA. 

The Mutual Rating Bureau on behalt 
of its members and subscribers an- 
nounces that its family protection UM 
policy has been approved as of February 
4 in Pennsylvania. The program is now 
effective in 39 states following its intro- 
duction on December 12, 1956. 
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Two More Compulsory Bills 

Compulsory automobile insurance was 
recently proposed in the legislatures of 
Washington State and Oklahoma. Rep- 
resentative Lollar proposed the measure 
in the Oklahoma legislature as Bill 588. 
The bill in the Washington State Legis- 
lature would make insurance a_ pre- 
requisite to registration. Rep. Paul M. 
Stocker (D.) introduced it. 

Another bill, introduced earlier in the 
Washington House, would require “10 
and 20” liability before obtaining a driv 
er’s license. 
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1956 Results of Selected 
Risks Cos. Reported by Roe 


Healthy increases in admitted assets 
and premium volume were registered in 
1956 by the Selected Risks 
and Selected Risks Fire of 


Indemnity 
Branchville, 
N. Y., according to the annual financial 
statement released by Jesse Grant Roe, 
2nd, president of both companies. 

On a consolidated basis assets totaled 
$12,580,916 at the year-end, an increase 
of $420,378 over 1955, and total premiums 
including reinsurance reached $9,684,627, 
a gain of $547,135 or 6% greater than 
the vear previous. Policyholders’ surplus 
declined $257,370 to $3,187,452. 

President Roe reported that under- 
writing operations of the two companies 
produced a loss before taxes of $481,422, 
while the investment profit before taxes 
was $330,306. Dividends to shareholders 
totaled $1.20 per share or $120,000, and 
Federal income taxes incurred resulted 
in a credit of $15,601. 

Che incurred loss ratio, including loss 
adjustment expense for the Indemnity 
Company increased from 63.7% to 69.2% 
while the expense ratio increased from 
34.0% to 35.3%. For the Fire Company 
the loss ratio increased from 53.1% 1 
57.5% and the expense ratio 
from 40.2% to 424% 

The higher loss ratios for both com 
panies, Mr. Roe explained, reflect a con 
tinued increase in the frequency and 
severity of automobile accidents involy 
ing personal injury as well as physical 
damage. The over-all experience during 
the last six months of the year, how 
ever, was considerably better than the 
ts for the period ending June 30, 


increased 


resul 
1956. 


Auto Rate Revisions Made 
In Wyoming and So. Dakota 


Revised automobile insurance rates 
for South Dakota and Wyoming have 
been announced by the National Bureau 
of Casualty Underwriters and the Na 
tional Automobile Underwriters Associa- 
tion, effective January 30 in both states 

Both increases and decreases are re 
flected in the rate revisions for South 
Dakota the Bureau stated. “The changes 
reflect recent experience of the carriers 
and vary according to car classification 
and territory. For some cars without 
male operators under 25 years of age 
there are rate reductions of $2, for 
others there are rate increases ranging 
from $2 to $3, and for others the rate 
remains unchanged.” 

In Wyoming the automobile liability 
experience, on the whole, has become 
increasingly adverse. Thus the Bureau 
has increased rates in that state for all 
car classifications. 

Due to unfavorable experience NAUA 
has increased collision premiums ap- 
proximately 30% in South Dakota. Jm- 
provement in commercial local hauling 
comprehensive experience, and fire and 
theft, has enabled rate decreases aver- 
aging 9%. 

For Wyoming NAUA reports: “As 
local hauling commercial collision ex- 
perience continued favorable, rates for 
automobile insurance are reduced ap- 
proximately 6%. However, due to un- 
favorable comprehensive experience rate 
increases averaging 25% have been made 
for this coverage.” 
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N. Y. Indemnification 
Bill Is Introduced 


BACKED BY GOV. HARRIMAN 





Supt. Holz Comments on Advantages of 
$1 Registration Fee; Explains Other 
Features of Stop-Gap Legislation 


A. bill by New York State 
Governor Harriman, designed to 
plug loopholes in the compulsory auto- 


backed 
and 


mobile insurance law was introduced in 
the legislature January 31. 

The bill was introduced in the Senate 
(Sen. Int. 1206) by Stanley L. Greenberg 
(D) and referred to the finance com- 
mittee, and in the Assembly (A Int. 
1472) by Stanley Steingut (D) and re- 
ferred to the Ways and Means Commit- 
tee. This bill would add a new article 
(7-A) to the Vehicle Traffic Law and 
amend Section 167 of the Insurance Law, 
to create in the Tax Department a Motor 
Vehicle Indemnification Fund. 

In a memorandum this week, Superin- 
tendent of Insurance Leffert Holz ex- 
plained the advantage of raising money 
to support the fund in this manner. He 
avoids any discrimination be- 
registrant carries liability 
insurance in excess of the minimum 
required by law. Each registrant is 
required to pay the fee and contribute 
to the fund, regardless of whether such 
registrant qualifies as a self insurer or 
is insured under a policy issued by an 
insurance company. Accordingly self in- 
surers, which are usually large corpora- 
tions, will bear the cost of maintaining 
the fund in the same mz inner as all 
other owners of motor vehicles.” 

After the first year the amount of the 
fund will be decreased or increased in 
with the experience of the 


says: “It 
cause such 


accordance 
fund. 
Sets Up Indemnification Board 


Superintendent Holz also states: 

a proposal provides for the creation 
of the Motor Vehicle Accident Indemni- 
iby Board composed of seven mem- 
bers, four of whom shall be representa- 
tives of insurers, one shall represent the 
public, the Superintendent of Insurance 
ad the Commissioner of Motor Vehicles 
The administrative head of the board is 
the Superintendent of Insurance. While 
the Superintendent of Insurance is the 
\dministrator of the Fund, his duties 
are chiefly supervisory for the reason 
that the policy-making authority is vest- 
ed in the board. 

“The board is given the responsibility 
of promulgating a reasonable plan for 
the equitable apportionment among the 
insurers doing automobile liability busi- 
ness in this state of the claims against 
operators and owners of uninsured motor 
vehicles, for the purpose of investigation 
and defense, and for the reimbursement 
of expenses and the payment of reason- 
able compensation to the insurers to 
whom the cases are assigned.” 

The maximum amount of a claim which 
may be made against the fund is based 
on the prevailing $10-$20,000 limits in 
this state plus $5,000 with $500 deductible 
for P.D. in any one accident. 


The fund will be available not only 
to residents of this state, but also to 
non-resident owners of insured motor 


vehicles registered in New York and 
residents of other states, the District of 
Columbia, the Dominion of Canada and 
foreign countries in which laws of sub- 
stantially similar character are in effect. 
Owners of uninsured motor vehicles or 


their spouses, when passengers in an 
uninsured motor vehicle, are also ex- 
cluded from benefits of the fund. 


Superintendent Holz also 
that an eligible claimant may 
self of the benefits of the 
instituting “an action for 
against the operator or 

an uninsured motor vehicle and, upon 
obtaining judgment, apply to the court 
for an order directing the payment of 
the judgment out of the fund. Further- 
more, the assigned insurer is authorized 
to negotiate a settlement of a claim 


points out 
avail him- 
fund by 
damages 
owner of 


Operation Plan for 
Continental-National 


ADVANTAGES TO NAT’L AGENTS 


Will Get Full Benefit of Continental's 
Casualty-Surety-A. & H. Facilities; 
Also Special Coverages 


Following conferences in Chicago of 
top officials of the Continental Casualty 
and National Fire, a general plan of 
operation was announced by Roy Tuch- 
breiter, chairman of the two companies; 
J. M. Smith, vice chairman of the Na- 
tional and president of Continental, and 
E. H. Forkel, president of the National. 

The Continental-National Group, as it 
will be known, will offer the full facili- 
ties of the companies to its agents. The 
program calls for casualty, fidelity and 
surety, and A. & H. 
ten by Continental 
allied lines, automobile physical damage, 
marine and multiple peril business will 
be written by both companies but super- 
vised and serviced by National Fire. 

By offering full casualty, fidelity and 
surety, and A. & H. facilities of the 
Continental, National agents will have 
the advantage of being able to write 
the many forms of special coverages 
written by the Continental Casualty. All 
agents of the group will have the full 
field and branch office service of the 
Continental - National Group including 
the various underwriting pools and 
associations. 

Full facilities of the life company 
affiliate, Continental Assurance, will also 
be available to all agents of the group. 

It is the intention to establish a full 
Continental branch office in the home 
office building of National Fire at Hart- 
ford to service casualty business for the 
New England area. Casualty business of 
the group country-wide will be handled 
through existing branch offices and addi- 
tional branches to be established, there- 
by providing local service to agents on 
casualty, fidelity and surety, A. & H. 
business, including claim office service. 
The National’s casualty personnel will 
be utilized in Hartford and in the field 

and branch offices throughout the coun- 
try. 

These plans will be put into operation 
in the various states as soon as possible 
and full details will be announced to 
agents as the program progresses. In 
the meantime the two companies will 
continue to operate as they have in the 
past. 


business to be writ- 


Casualty. Fire and 


WILLIAM LOW, JR. PROMOTED 
The Employers’ Group Companies of 
Boston have appointed William Low, Jr. 
as assistant superintendent of the per- 
sonnel department, effective February 1. 

Mr. Low, a Burdett College graduate, 
has been associated with the Companies 
since 1943. He has served in the vari- 
ous capacities of division superintendent, 


aviation underwriter, surety underwriter 
and personnel assistant. Mr. Low, who 
succeeds Frances Whitaker (retiring), 


has been personnel assistant since April, 
1955. 


N. J. CASUALTY LUNCHEON 

Casualty Underwriters Association of 
New Jersey at its February 11 luncheon 
meeting in Downtown Club, Newark, 
will hear reports by Thomas J. Debold, 
Glens Falls Group, constitution revision 
chairman, and by John H. Nolan, Aetna 
Casualty & Surety, ch: uirman of the 
special committee which is preparing a 
history of the association. 





before litigation has been started or 
during the pendency of an action. Con- 
sequently, it will not be necessary for 
a claimant to wait until the conclusion 
of a trial to obtain payment of his 


claim from the fund.” 
It is proposed that the law shall take 
effect January 1, 1958. 
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INSURANCE 
‘Gama? 


Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co., Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstrasse 1, Zurich, Switzerland 


Gerling-Konzern Rhine-Group Insurance Company 
Hohenzollernring 2-10, Cologne, Germany 























Testimonial to J. W. Trapp 

John W. Trapp, who. recently com- 
pleted 25 years of service with Conti- 
nental Casualty, was given a luncheon 
at the Lawyers Club, New York, pre- 
sented with a wrist watch, and eulogized 
by friends who attended. He _ serves 
Continental as attorney of record for 
the miscellaneous claims unit of which 
William I. Baxter, resident assistant 
vice president, is in charge. 

As arrangements chairman for the 
luncheon Mr. Baxter prepared a special 
souvenir menu card which, in legalistic 
language, described the courses to be 
served 


ROBERT S. HART DIES 


Retired V. P. and Secretary of F. & D.; 
Started With Company in 1903; Was 
Governor Warfield’s Secretary 

Robert S. Hart, Baltimore, Md., former 
vice president and secretary the Fidelity 
& Deposit and American Bonding, who 
retired in 1947, died January 25 at his 
home. 

Mr. Hart became indirectly associated 
with the F. & D. in 1903 when he was 
appointed private secretary to Edwin 
Warfield, founder of the company, who 
at that time was Governor of Maryland. 
He continued in this capacitv in 1908 
when Mr. Warfield returned to the 
presidency of the F. & 

Mr. Hart was elected secretary of 
F. & D. in 1912, and two years later 
became head of the company’s fidelity 
underwriting department. He was named 
vice president in 1920. Mr. Hart played 
an active role in the affairs of the 


surety industry throughout his ‘long 
career with F. & D. and American 
Bonding, and for a number of years 


served as the secretary and treasurer 
of the Surety Associa ation of America. 

He was active in local affairs and held 
memberships in the Maryland Historical 
Society, the University Club, the City 
Club and the Churchmen’s Club. of 
Maryland. 





Kemper’s Gen. Wade Speaks 


At Washington Conference 

Major General Leigh Wade (USAF 
Ret.), public relations consultant and 
executive assistant to Chairman James 
Kemper of Lumbermens Mutual Casu- 
alty, participated February 5 and 6 in 
the Conference for Corporation Execu- 
tives in Washington, D. C. Sponsored bv 
Johns Hopkins University’s school of 
advanced international studies, theme of 
the program was “The Current Situation 
in Latin America.” 

Gen. Wade served as chairman of the 
February 6 morning session devoted to 
Argentina, Brazil, Chile and Colombia. 


SURETY PRODUCERS MEETING 


The National Association of Surety 
Bond Producers will hold its annual 
meeting March 8 at the Mayflower, 


Washington, D. C. 





Nuclear Energy Program 


(Continued from Page 33) 


contributing premiums during that year 
regardless of their individual loss results. 

Each policy issued in connection with 
a nuclear facility will insure, in addition 
to the facility operator, interests‘ in- 
volved in the construction and operation 
of the facility, such as owners, designers, 
constructors and suppliers of all kinds. 
As some of these interests may desire to 
know about the status of insurance on 
the facility before nuclear exposure is 
present, rates will be established for 
“standby” coverage. 


To Be Exclusive Agency 


The nuclear energy liability insurance 
association is the exclusive agency 
through which its members may provide 
insurance protection against radiation 
hazards arising out of nuclear reactor 
installations. It will issue policies in the 
names of the members and control the 
investigation, settlement and payment of 
losses. It will also receive all premium 
payments and establish and maintain re- 
serves. Brokers and agents will follow 
traditional procedures with the com- 
panies they represent in placing business 
through the Association. 

“For more than a year, members of 
the governing committee have worked 
long and hard to develop this program, 
which should help to hasten the new era 
when nuclear energy will greatly raise 
present day living standards,’ Mr, Dor- 
sett said. “They worked earnestly, not 
only among themselves, but also in close 
contact and cooper ration with the Atomic 
Energy Commission and the Joint Con- 
gressional Committee on Atomic Energy. 
The new challenge for our industry has 
been met magnificently by insurance 
companies which pooled their resources 
to insure peacetime uses of nuclear 
energy.” 


Award 25 Year Plaques to 
10 Hartford A. & I. Agencies 


Ten agencies of Hartford Accident & 
Indemnity are being awarded special 
plaques in February in recognition of 
their having represented the company 
with distinction for 25 years. 

Plaques are going to the following : 
Pageland Insurance, Pageland, S. 
Reliable Agency, Abingdon, lL: Osgood 
Insurance Agency, White Cloud, Kan.; 
3ank of Whitewater Insurance Agency, 
Whitewater, Kans.; Francis Judge Agen- 
y, Spring Lake, N. J.; E. K. McConkey 
& (Go. York Pa.; Joseph’ McKay & 
Sons, Sisterville, W. Va.; D. V. Groberg 
Co., Idaho Falls, Idaho; Blanco & Boyle, 
Vallejo, Calif., ‘and Randall H. Hagner 
& Co., W ashington, Dc 

Mounted on a walnut base, the bronze 
plaques bear the Hartford’s stag emblem 
and are inscribed with the agency’s name 
and the year of its affiliation with the 
Hartford Accident. 
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Evaluation Of Trends In Non-Can. 
Guaranteed Renewable A. & H. Field 


By Orvit_e F. GRAHAME 


Vice President and General Counsel 
The Massachusetts Protective and Paul Revere Life 


The author, one of the outstanding legal authorities in the accident and health 
executive ranks, deals in the following article with the current question of the 
adjustable premium continuable policies. He poses a number of leading questions 
relating to this comparatively recent trend and concludes that while the continuable 
“ig not the same as the orthodox non-can. guaranteed renewable policy . . . 
it should be given every encouragement as a most important contribution to the 
accident and sickness field.” Mr. Grahame’s article will be published in two parts, 


policy 


first of which follows: 


One of the most important provisions 
in a policy of accident and sickness 
insurance is that which provides for the 
continuance or discontinuance of the 
policy. If the policy can be continued at 
the option of the insured, he has a right 
which, if his insurability changes, can 
be most valuable to him. On the other 
hand, if the policy can be discontinued 
at the option of the company, a situation 
may develop which causes not only a 
loss of protection but considerable hard 
feelings and poor public relations. 

In favor of the policy which can be 
discontinued is the basic fact that, un- 
doubtedly the premium will be less. Since 
the risk under such a policy can be 
re-underwritten, a certain amount of 
eliminating of poor risks and question- 
able claims is possible, which helps to 
keep the premium low. Also, a policy 
that can be discontinued can be com- 
paratively inexpensively underwritten in 
the first instance. Troublesome medical 
reports and inspections are not so neces- 
sary. This, of course, creates good pub- 
lic relations. i 

It is the practice in the property insur- 
ance field to have policies that can be 
discontinued by refusal of the insurer 
to renew or by its right to cancel. On 
the other hand, life insurance, other 
than for possible voiding during the 
contestable period, is subject to continu- 
ance at the insured’s option. 


All But 10% of A. & S. on Cancellable 

asis 

Historically, most accident and_ sick- 
ness insurance coming into the market 
through accident coverage has to a great 
extent followed the property approach, 
and has been subject to re-underwriting. 
Thus, the ordinary commercial form of 
A. & S. insurance is said to be cancel- 
lable, which is a general term referring 
not only to the right to cancel, but also 
to the right to refuse renewal. All but 
some 10% of the accident and sickness 
insurance is reported to be written on 
the cancellable form. 

It was my opportunity for a_ period 
of ten years, when associated in New 
York City with a life insurance com- 
pany domiciled there, to see many total 
and permanent disability claims under 
the disability income provisions of life 
insurance policies. This protection fol- 
lowed life insurance, and was continu- 
able at the insured’s option. Such insur- 
ance did a lot of good, but was sold for 
an extremely low premium and in many 
questionable situations, resulting in much 
over-insurance and heavy losses. 

If such insurance had been cancellable, 
it probably could have been continued 
on the vast majority of insureds and 
many maligners could have been pruned 
from the rolls. The non-cancellable as- 
pects of such protection was much of 
the cause for the complete withdrawal 





ORVILLE F. GRAHAME 


of many companies from the disability 
field. 

Concurrently, with the adverse experi- 
ence of the life companies, was the com- 
paratively satisfactory experience of the 
so-called traditional non-can. companies, 
most of them located in New England, 
with a fraternal background. The pro- 
tection offered by these companies, start- 
ing over 30 years ago, was subject to 
continuation at the insured’s option with 
a guaranteed or step-rate premium, and 
with benefits specified for a given period 
or amount. Sometimes this was through 
a cumulative aggregate. At other times 
it was through a repetitive aggregate 
or indemnity limit on each disability, 
but frequently in case of accident the 
benefits were for life. This coverage was 
analagous to life insurance and was sup- 
ported by reserves. 

Non-Can. Policy Originated in 1885 

Tt was my pleasure in 1954 to visit at 
the office of the Century Insurance Co., 
Ltd., in Edinburgh, Scotland. That com- 
pany’s ancestor, The Sickness & Accident 
Assurance Association, Ltd., in 1885 origi- 
nated the permanent  non-cancellable 
accident and sickness policy as a parallel 
to life insurance. They provided us with 
the first brochure on the subject, dated 
July, 1885. It included the following state- 
ment: “The policies of the Association 
thus complement in every particular 
those of the Life Assurance Companies. 
The contract is like theirs so that when 
a life has been accepted the Association 
is bound to retain the risk no matter 
how unhealthy the assured may become.” 

It can fairly be said that today’s 
(Continued on Page 46) 





Group A.& H. People Meet in Chicago 


Neal Points to Superb Handling of Medicare Program by 
Mutual of Omaha; Gives Washington Legislative 


Outlook; HIAA Gathering Draws 500 
By Leverinc CarTWRIGHT 


Chicago, February 4—Some 500 per- 
sons concerned with Group A. & H. 
insurance are meeting here for three 
days this week in a sobersides spirit to 
take soundings in their vast and com- 
plex waters. It was the first annual 
Group insurance forum under the aus- 
pices of Health Insurance Association 
of America, but it was a continuation 
of nine similar meetings at the same 
season under the flag of the old Health 
& Accident Conference that had been 
growing in scope and interest as Group 
health insurance grew in magnitude and 
significance. 

These Group people are forever con- 
scious that they are working in a special 
zone. They are no longer free to apply 
strictly commercial principles and stand- 
ards to their underwriting. What they 
do individually and in the aggregate 
affects the course of governmental par- 
ticipation in the health field. So, besides 
asking whether this or that plan will 
generate a dollar of profit, the Group 
man has to ask whether he can expect 
to stay in business if he doesn’t open 
ever wider his doors. The magnitude of 
the business and of its problems is stag- 
gering, and the way that the people 
charged with the responsibility for it 
are facing up to it as evidenced by the 
Chicago gathering, is impressive and 
reassuring.| There is lots of talent in 
the field plus a will to make such a go 
of it that public and socialistic schemes 
won’t be wanted and can’t stand the 
comparison. 


Mutual of Omaha Wins Praise 


Great comfort was taken in the glow- 
ing reports of how superbly Mutual of 
Omaha is handling its share of the Gov- 
ernment’s Medicare program. This is the 
plan in the midwest for providing hos- 
pitalization benefits for dependents of 
service men. The “Blues” meaning The 
Blue Cross organizations, are doing it 
in the East and West. Mutual of Oma- 
ha’s skill of execution and the brilliance 
of its public relations in this enterprise 
was widely remarked upon. 

The directors of HIAA previously had 
expressed its commendation and_ this 
fact was conveyed to the gathering Mon- 
day morning by Robert R. Neal, general 
manager of HIAA. What was encourag- 
ing especially in his report is that this 
is a flesh and blood demonstration of 
what the private insurance enterprise 
is geared up to do today. It is a poten- 
tial gag to socialist soap boxers. 

J. E. Hellgren, Lumbermens Mutual 
Casualty, led off as Group insurance sub- 
committee chairman with a recital of 
the year’s accomplishments including 
preparation of model franchise, Group 
and blanket bills. 

E. J. Faulkner, as president of HIAA, 
set a lofty tone in his address, but none 
too lofty for the main purpose of Group 
insurance. This, he suggested, when he 
said that the voluntary system of insur- 
ance depends on Group insurance con- 
tinuing its growth. Mr. Faulkner’s re- 
marks are reported on another page. 


Neal on Washington Legislation 


Mr. Neal suggested what might he 
brewing legislatively in Washington de- 
spite the fact that Congress is. still 
merely in a state of organization. He 
said that a decision in the American 
Hospital FTC case may be expected 
within three to six weeks. The National 
Casualty case will be argued at Cincin- 
nati February 18. So, there will be at 
least a beginning of judicial interpreta- 
tion of the jurisdictional question. Ev- 
eryone will be much relieved to get 





something definitive along this, line. The 
speculation has become tiresome and 
there is no need to it for, of course, 
everybody is right until the court has 
spoken. 

Mr. Neal mentioned that both the 
so-called pooling bill and the old Hobby 
reinsurance bill will be up again, as 
possible means of extending health in- 
surance into experimental areas. 

There will certainly be something 
cooking along the line of health cover 
for Federal employes. One report is that 
a payroll deduction plan may be pro- 
posed for a package plan of protection 
embracing both basic coverage and ma- 
jor medical. It is estimated that this 
would cost the Government a total of 
$120 million with major medical expense 
accounting for about $40 million. Action 
on such a plan will be affected by what 
is done with demands for Federal em- 
ploye pay increases. 

Old timers felt their age when Mr 
Neal remarked that this is a new Dingell 
gaining fame by getting his name at- 
tached to social legislation. It was Din- 
gell pere in the old Wagner-Murray- 
Dingell bill, but it is Dingell fils in the 
new Murray-Dingell bill. He is now 
shaking the rafters with claims that the 
pooling bill is a timid temporizing pro- 
posal and charging that voluntary insur- 
ance can’t do the job. It’s all-out Na- 
tional Health Insurance he wants. It 
was at this point that Mr. Neal men- 
tioned with pride the job that Mutual of 
Omaha is doing. 

Mr. Neal predicted that coverage for 
the old folks is going to get ever more 
attention. The Labor Department is 
likely to seminate a non-occupational 
bill for the District of Columbia. This 
will probably be paraded as a model for 
all states, he said. 

The committee structure in the House 
is changing. Conservative chairmen are 
no longer king pins. The extreme right 
is not a formidable element. The middle 
of the road moves left 

B. R. Power on Canadian Trends 

Bruce R. Power, secretary and actuary 
of Canadian Life Insurance Officers As- 
sociation, gave everybody the creeps 
with his report on the drift of health 
insurance affairs in Canada. 

During the span, 1949-1955, things 
were fairly quiet in Canada but since 
then they have been popping, he said 
The Dominion Government officially 
offered Federal 50/50 assistance to any 
health insurance plan that was adopted 
by six or more provinces including either 
Ontario or Quebec. The latter province 
has evinced little interest, but recently 
the Ontario legislature announced that 
a “sound, practical” plan had been sub- 
mitted to the Federal Government. This 
was offered for actual implementation if 
it comes under the Federal Government 
It is proposed for introduction January 
1, 1959. It has the saving grace of pro- 
viding for insurance companies to collect 
the premiums and otherwise as a facade. 

he private companies have proposed 
an alternative plan, whereunder the pri- 
vate agencies would continue to operate 
in spheres in which they are now active 
and the Government would train its 
attention on the remainder of the popu 
lation. This would lighten the load on 
Government and would make protection 
universally available without compulsion 

There would be a _ substandard risk 
agency maintained by the private com- 
panies. This would embrace a_ higher 


premium rate and special waiting periods. 
Private insurers would share with the 
(Continued on Page 44) 
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Provident L. & A. Had 
Biggest Growth in ’56 


“IN FORCE” TOPPED $2 BILLION 


A. & H. Premium Income Jumped $7,- 
200,009 to Record Total of $58,942,979; 
Elect New Director 


R. L. Maclellan, president of Provident 
& Accident, at the 
annual meeting January 30 said that the 
company experienced greater growth and 
progress in 1956 than any year in its 
history. 

Provident’s life insurance in force in- 
creased by more than $260 million during 
December 31 total of 
$2,018,056,266. Mr. Maclellan pointed out 
$2 billion mark was reached 48 
after the company passed the $1 
milestone of life insurance in 


Life stockholders’ 


the year to the 


that the 
months 
billion 
iorce. 

Mr Maclellan told of an increase by 
more than $7,200,000 in A. & H. premium 
income over the 1955 total—a_ record 
gain for one year—to the December 31 
total of $58,942,979. This 1956 volume, 
Provident’s president pointed out, Was 
more than double the figure of as re- 
cently as 1950. 

The report showed that Provident’s 
assets increased by more than $15,300,000 
to a total of $135,603,349 on December 
31. This almost doubled the figure five 
years ago of $69,400,000. 

Benefit payments numbering 
plus, were made, amounting to $56,950,331 
for policyholders and beneficiaries during 
1956. The claim services rendered, there- 
sore, made a new record, and was 28% 
greater than 1955’s paid amount. 

. E. Brock Jr., chairman of the 
board of Brock Candy Co., Chattanooga, 
was elected to Provident’s board of di- 


rectors. 


Points to Manpower Expansion 


Mr. Maclellan reported that both the 


field organization and home office staff 
were increased during the year. “Provi- 
dent service was established in a number 
of new localities throughout the nation, 


he said, “and additions were made to a 

number of agencies and branch offices 

In addition, “the home office staff was 
] 


inc reased to more than 700 employes by 


the end of the year. e also sp ke of 
the company’s new high speed “electronic 
brain,” which was installed last year to 
elp take care of the increasing statis 
tical processing work required by com 
pany growtl h, 

In closing, Mr. Maclellan paid tribute 
to the i of the organization for 
the contribution each had made to the 


growth and development of the company 


“We are proud of the excellent service 
rendered by Provident’s field and home 
office organizations,” he said. “Their ef- 


forts are largely 
growth and 
year’s acc: 


responsible for the 
progress reflected by the 
ymplishments.” 


Empire Increases Capital 

James M. Drake, chairman of the 
board, Empire Life & Accident, Indian- 
apolis, Ind., announces an increase in the 
‘ompany’s capital stock from $600,000 to 
$1,200,000 by shareholders of the com 
pany at a recent meeting 

At the same time Mr. Drake 
the election of H. C. 
president and 
board »f direct 
been connected 


August, 1917 





announces 
Gemmer as vice 
secretary, by Empire's 
ors. Mr. Gemmer has 
with the company 


since 


Detroiters Hear Mathews 

The Detroit Association of Accident & 
Health Underwriters at its meeting 
February 6 heard Roy G. Mathews, state 
manager, Federal Life & Casualty, speak 
on “The Forward Look in Accident & 
Health Insurance.” Mr. Mathews is a 
past president of Pontiac Life Under- 
writers Association, Flint General Agents 
and Managers Association and the Mich- 
igan State Life Underwriters Association. 





650,000 


1956 A. & H. Writings of 
Cont’! Casualty at New High 


Continental Casualty, one of the coun- 
try’s largest writers of A. & H. and 
hospitalization insurance, reached a new 
production peak in 1956 by writing a 
total of $116,140,000 against $108,068,000 
in 1955, a gain of $8,000,000. The com- 
ag looks forward to a 1957 gain in 
A. & H. business of approximately $10,- 
000,000 to $12,000,000. 


FTC Opposes Dismissal of 
American L. & A. Charges 


American Life & Accident of St. Louis 
has urged the Federal Trade Commission 
to uphold a hearing examiner’s initial 
decision under which the charges of 
deceptive A. & H. advertising against 
the company would be dismissed for lack 
of public interest, because of abandon- 
ment of the ch: llenged advertising. 

FTC counsel, appealing the decision, 
called for reversal on the grounds that 
all of the advertising at issue had not 
been discontinued, and that the company 
had failed to show the necessary good 
faith for presumption that the practices 
would not be resumed. 

But A. Alvis Layne, American L. & A. 
attorney, cited a history of cooperation 
with the FTC going back to 1948 when 
the company was one of the group which 
first proposed trade pr: actice rules for 
mail-order insurers. It signed these rules 
as well as the 1956 rules; submitted all 
advertising and made all suggested 
changes. No greater evidence of good 
faith could be displayed, Mr. Layne de- 
clared. 


Outcome of California Bill 
On A. & H. Adv. Awaited 


Assembly Bill No. 354 thrown into the 
California legislative hopper January 25 
by Assemblyman O’Connell of San Fran- 
dealing with advertising of acci- 
dent and sickness insurance by A. & H. 
and life companies is of particular in- 
terest. This is due to the fact that F. 
Britton McConnell, both as California 
Insurance Commissioner and a member 
of NAIC committee, has been in the 
forefront of the battle to prevent the 
Federal Trade Commission trom taking 
control of insurance advertising. 

Bill No. 354, in excessive verbosity, 
goes into detail on what is permissible 
company advertising, even to specifying 
what words and phrases insurers may 
not use in their advertising and what 
words and phrases will be permissible, 
or required. 

It will be remembered that at interim 
hearings by the Beaver subcommittee on 
finance and insurance in Sacramento, on 
the subject of A. & S. insurance, Mr. 
O'Connell, author of the present. bill, 
——— Commissioner McConnell as 
to whether the Department of Insurance 
vould adopt rules and regulations recom- 
mended by the NAIC committee, and 
also whether their adoption is necessary. 

The Commissioner in reply said that 
he had no authority to adopt rules and 
regulations of that kind, and pointed out 
that Commissioners Downey and Ma- 
loney, his predecessors, had expressed 
the same opinion, 


cisco, 


As to the necessity for the adoption 
of rules and regulations, the commis- 
sioner held it was not necessary, and 
that he and his predecessors have taken 


effective action to prevent false and mis- 
leading advertising; that the courts have 
sustained the authority of the Commis 
sioner to prevent and prosecute false 
advertisements relating to insurance, and 
that the present statutes cover the mat- 
tet. 


MASS. BONDING DIVIDEND 

Directors of Massachusetts Bonding 
have declared a quarterly dividend of 40 
cents a share on the company’s $5 par 
value capital stock, payable February 15 
to stockholders of record February 4. 











rience and salary required. 











WANTED — A. & H. FIELDMAN IN NEW ENGLAND 


Well-known Casualty Company with modern individual and group Accident and Health 
program has attractive opening in New England territory for A. & H. Fieldman experienced 
in appointing new agents and developing production. 
Inquiries will be considered confidential. 
The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


Please give full particulars of expe- 
Address Box 2487, 














MICHAEL J. RITT PROMOTED 


Now a Sales Executive of the Combined 
in Charge of Audio Visual Program; 
Agent Since 1951 


Michael J. Ritt has been promoted to 
the sales executive staff of the Combined 
Companies. W. Clement Stone, president, 
said that Mr, Ritt will 





take charge of 


MICHAEL J. RITT 


the company’s audio visual program. 

For the last five years, Mr. Ritt has 
been a film producer, advisor on tape 
recordings and office manager for the 
Napoleon Hill Institute, Chicago, which 
Mr. Stone also heads. 

A graduate in 1949 of Lane Technical 
High School, Chicago, Mr. Ritt in 1951 
became an agent for Combined. He also 
has served in the radar and armament 
electronics branch of the Air Force. He 
is a member of the Junior Chamber of 
Commerce, and a past regional director 
of the Industrial Audio-Visual Associa- 
tion. 

In his new position Mr. Ritt will plan 
sales incentive programs and promotion 
literature, and will direct an expanded 
program of film and visual aid activities 
for the Combined group’s domestic and 
international operations. 


To Hear Ralph Lindop 

Ralph K. Lindop, general agent of 
Monarch Life in New York City, will 
be the guest speaker at the dinner meet- 
ing February 14 of the Accident & 
Health Club of New York to be held at 
Whytes restaurant, Fulton Street. Mr. 
Lindop’s subject will be “Claims and 
Underwriting.” He will be introduced by 
Edward E. Anderson, president of the 
club, who is with Commercial Travelers 


BMA Regional Manager 


H. G. Horn, manager of the ena 
branch office of Business Men’s Assur- 
ance, has been given the responsibility 
of regional manager of the company’s 


northwest branch offices. 

Mr. Horn hecame§ associated with 
BMA as a member of the claim de 
partment in 1940, and joined the sales 
organization in 1942. He was named 
manager of the Portland branch office in 
1949. In addition to managing the Port- 


land office, he will now work with the 
managers of the company’s Seattle and 
Spokane, Washington branch offices. 





F. T. C. Jurisdiction 
Challenged by A.M.A. 


IN NATIONAL CASUALTY CASE 


American Mutual Alliance Files With 
. S. Court of Appeals, Cincinnati, 
as “Friend of Court” 


The right of the Federal Trade Com- 
mission to regulate insurance advertising 
is challenged in a recent brief filed with 
the U. S. Court of Appeals at Cincinnati 
Mutual Alliance, 


mutual 


by the American 


tional 


na- 
property- 
casualty insurance companies with head- 


association of 


quarters in Chicago. 
The filing “friend of 
the court” in the important test case of 


was made as a 


National Casualty of Detroit, against the 
Federal Trade Commission. A_ similar 
brief was filed last month with the U. S. 
Court of Appeals at New Orleans in the 
case of the American Hospital & Life 
of San Antonio, Tex., FIC. 

The issue is whether the individual 
states or the Federal government have 
jurisdiction over regulation of insurance 


against the 


companies. In 1944 the U. S. Supreme 
Court decided that insurance is com- 
merce, and thus subject to Federal regu- 
lation of its interstate activities. The 
79th Congress in 1945 enacted Public 
Law 15, the McCarran Act, which de- 
clared “the continued regulation and 


taxation by the several states of the 
business of insurance is in the public 
interest.” This had the effect of re- 
affirming the right of the state to regu- 
late insurance, except in several specific 
fields named in the new law. 


Court’s Decision Expected Shortly 


The present case grew out of a com- 
plaint filed with FTC that the advertising 
of the National Casualty was in viola- 
tion of the Federal Trade Commission 
Act. The Commission’s hearing exami- 
ner filed an initial decision holding that 
FTC jurisdiction extended only to the 
company’s activity in five states. Counsel 
in support of both the complaint and 
the company appealed to the Commis- 
sion. 

On May 21, 1956, the Commission 
granted the appeal of counsel supporting 
the complaint, denied the appeal of Na- 
tional Casualty, and modified the initial 
decision by over-ruling the examiner’s 
limitation of jurisdiction. Two Com- 
missioners dissented. 

The decision now is before the U. 
Court of Appeals at Cincinnati on peti- 


tion for review, where decision is ex- 
pected shortly. 
In concluding its brief the American 


Mutual Alliance says: “The Congress 
has the power to permit the states to 
regulate interstate commerce. The states 
have long had power to regulate and 
have long regulated interstate commerce 
in insurance. By enacting the McCarran 
Act Congress has permitted the states 
to continue to regulate insurance in both 
its interstate and intrastate aspects. In 
accordance with that consent, state law 
regulates the insurance business, includ- 
ing advertising practices relating to the 
sale of accident and health insurance 
Concurrent state-Federal regulation of 
insurance is not contemplated by, or per- 
mitted under, the McCarran Act. 

“The laws of the states in which the 
National Casualty Co. is licensed regu 
late advertising practices in the sale of 
A. & H. insurance. The Federal Trade 
Commission has no jurisdiction with re- 
spect thereto. This Court is respectfully 
urged so to hold.” 
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Faulkner Presents 10 Months’ Progress 


Points to HIAA’s Recognition and Acceptance by Industry 
and Insurance Departments; Summarizes Work and 
Objectives of Committees 


Chicago, Feb. 4—The inauguration in 
April, 1956 of the Health Insurance As- 
sociation of America, the careful plan- 
of which made the organization 
its successful functioning im- 
its quick 


ning 
possible ; 
mediately after its creation; 
recognition and acceptance by the in- 
dustry and the State Insurance Depart- 
ments as a medium for improving public 
relations of the industry, and the impetus 
it gives to voluntary health insurance 
were all discussed by President E. J. 
Faulkner at the opening session here 
this morning of HIAA’s annual Group 
insurance forum. He is also president of 
Woodmen Accident & Life of Lincoln, 


Neb. 
Why HIAA Was Formed 


“It was the particular feeling of the 
industry then, now substantiated by ten 
months of actual experience, that the 
insuring public and our business would 
be better served with a single principal 
trade organization created to encompass 
legislative and regulatory representation 
of the companies, research, educational 
functions and public relations activities, 
said President Faulkner. “It was stipu- 
lated that membership in such associ- 
ation would be conditioned on initial and 
continuing standards of ethical perform- 
ance. The association superseded the 
Bureau of Accident & Health Under- 
writers and the Health & Accident Un- 
derwriters Conference, both organiza- 
tions that had served our industry with 
distinction for many years.” 


Explains Functions of Committees 


During his talk Mr. Faulkner explained 


the operating structure of HTAA with 
particular reference to the work _and 
objectives of its committees. Sum- 


marized they are: 


Economics of Financing Medical Care. 
Considers and studies methods for im- 
proving effectiveness of voluntary health 
insurance. Makes recommendations on 
social insurance and related legislation 
to the legislative committee. Co-operates 
with groups outside of insurance indus- 
try and which also are concerned with 
health of the people. This committee’s 
sub-committee deals with such problems 
as claim cost control, over-insurance and 
with coverage expansion both qualitively 
and quantitively. 

Economics of Financing Medical Care. 
Works closely with the staff in creating 
an exhaustive blue print for a program 


of research, information and education 
in our business. “This encyclopz redic 
work,” explained Mr. F faulkner, tS 


largely the result of the effort of Joseph 
F, Follmann, director of information and 
research. A number of projects recom- 
mended in the blue print are already 
under way.” 


Individual Insurance Committee. Ad- 
vises and recommends policy on matters 
pertaining to all types of individual A. & 
H. insurance Studies include claim 
Practices and procedures, conservation, 
hospital and major medical insurance, 
sub-standard risks, risk selection, per- 
sistency, educational courses for home 
office employes, agency relations, under- 
writing and marketing. The successful 
Individual Insurance Forum held last 
November in Dallas was planned and 
managed by this committee. It also has 
initiated contact with Life Insurance 
Agency Management Association co- 
operating with that association in devis- 
ing ways and means to improve A. & H. 
merchandising techniques. 


Group. This committee is engaged in a 


J. FAULKNER 


comprehensive program through 11 sub- 
commitiees. Also, with the Group com- 
mittee the Individual Insurance Com- 
mittee has recommended the establish- 
ment of a methods and procedure com- 
mittee, possibly to work with the Life 
Office Management Association in devel- 
opment of a program to help member 
companies handle their work more ex- 
peditiously and effectively. 


Legal Problems and FTC 


Legislative. Recommends policy to the 
board of directors and supervises action 
on pending and proposed _ legislation, 
— and association litigation. It 

xamines legal questions presented in 
bane to interpret ition of statutes and 
administration of laws and has juris- 
diction over problems of internal laws. 


This committee is assisted by six sub- 
committees and by HIAA legislative 
representatives in ez ich state. Among 


important problems this committee con- 
siders has been the position to be taken 
by the association in litigation pending 
as a result of Federal Trade Commission 
citation of some 40 A. & H. insurers for 
allegedly false and misleading advertis- 
ing. Under the committee’s direction 


(Continued on Page 45) 





Eddy Gives Opinions 
On Group A. & H. Ins. 


FLEXIBILITY — OF COVER 

Stresses Good Public Relations; Con- 

cerned Over Rising Cost of 
Daily Hospital Care 


It will not be long before the insurance 
industry reaches the half-century mark 
in Group A. & H. insurance. Its 
origins are conceded to antedate those 
of Group Life, and, while it may have 
grown somewhat slowly at the start it 
has made spectacular gains in the last 
two decades. 


Some of the problems which have 
accompanied this great acceptance by 
the public of Group Accident and 


Health, together with some of his phi- 
losophy as he views this progress, were 
discussed in Chicago this week at annual 
Group Insurance Forum of Health In- 
surance Association of America by C. 
Manton Eddy, vice president and secre- 
tary of Connecticut General Life. 

In Mr. Eddy’s opinion the insurance 
companies’ product has proved both 
flexible and adjustable to the changing 
conditions it has met from year to year 
and decade to decade. “And that is the 
way it should be in a dynamic and pro- 
gressive economy such as is that of this 
nation,” he said. 


Mounting Cost of Hospital and Medical 
are 


One of the major problems faced by 
the companies lies in the mounting use 
and cost of modern hospital and medical 
care. The great advances in medical 
science have dramatically increased the 
effectiveness of combatting illness. Lon- 
gevity of people has increased; doctors 
have learned how to bring back to use- 
ful and contented lives many people who 
only a few years ago could not have 
survived their health problems. How- 
ever, some unfortunately are doomed at 
times to further illnesses and sometimes 
continued illness all of which has added 
greatly to the medical bills of the com- 
munity. Hospital facilities have expand- 
ed. But the fear of hospitalization for- 
merly existing has disappeared, and the 
hospital is recognized by the public and 
the doctors as the community center for 
the treatment of illness. The concen- 
tration of patients obviously facilitates 
the physician’s work as well as_ his 
effectiveness. Family care at home is less 
practical in many instances than was 
the case in former years. This change 
has contributed to the increase in hos- 
pital care, he declared 


Cost Should Not Drive Insurance Out 
of Market Place 


The greater incidence of hospitaliza- 
tion and the greater average costs of 
daily care has made a tremendous in- 
crease in cost of insurance. It is im- 





Faulkner Optimistic About Future 


One of the highspots of the HIAA Chicago address this week of E. J. 


Faulkner 


came when he spoke with great optimism of the future of voluntary health insur- 


ance. 


At the same time he urged his audience to have ever in theit 


thoughts the 


urgent social need for the expansion of all forms of voluntary insurance. He said: 


“As we push forward with the development of 


advantages. 
appreciated. 


Voluntary health insurance is already widely owned, 
A ai ; 
We have the support of an enlightened Federal administration and 


have many 
understood and 


this business we 


the cooperation of a vigorous medical profession dedicated to private enterprise. 
The American people are accustomed to the highest standards of medical care. 
Even in a changing and inter-dependent economy our people still hold high the 


ideal of individual self-sufficiency. 


Compared to the tremendous advantages, not 


the least of which is a record of performance in the public interest, the pri sblems 
of the future do not appear unsurmountable.” 
In Mr. Faulkner’s opinion Group A. & H. probably provides the best hope for 


most rapid expansion of coverage to those not yet insured. 


He explained: “Because 


of the economies of mass handling, the simplicity of its underwriting requirements 
as they pertain to the individual person, and relatively greater ease of merchandis 
ing coverage for the many to one or a few persons rather than having to solicit 
each person to be insured, Group insurance must bear a great measure of respon 
sibility for the ultimate survival of the voluntary system.” 


But Mr. Faulkner advised caution. 
direction. Specifically, he said, 


Progressive steps must be taken in right 
they must guard against unrestrained desire for 


volume now if it induces rate cutting practices which conflict with proven actuarial 


principles. 








MANTON EDDY 


costs not rise to the 
point of where the product is essentially 
priced out of the market place. Hospi- 
tals, doctors, insurance men alike have 
a common interest in seeing that the 
services utilized are necessary and effi- 
cient and that unnecessary use is mini- 
mized, if not avoided. The insurance 
dollar must be channeled toward the 
important and the major costs of illness 
rather than being wasted on the many 
bills that are trivial in themselves and 
usual for most families. To ask insur 
ance to take over the budgeting of pay- 
ments for the routine expenses of the 
family medical care—the occasional call 
by the doctor, or the drug store pre 
scription—would in effect me: an an in 
crease in the cost of the family’s medi 
cal care. 
The Real Job of Insurance 


“Insurance protection against routine, 
manageable medical costs is both less 
important and less practical than insur- 
ance against more serious risks,” con 
tinued Mr. Eddy. “It is for us to see 
that insurance does the more important 


portant that these 


job. Many illnesses which are today 
hospitalized do not need the expensive , 
care that the modern general hospital 


is organized to provide.” 
Importance of Public Relations 


In the opinion of Mr. Eddy the funda- 
mental problem insurance companies face 
is in their public relations. Despite the 
long range of coverages and plenty of 
competition the public at times is skep- 
tical. “Probably there is insufficient 
understanding of what we are doing and 
why we are doing it and of the diffi- 
culties that lie in the way of solution of 
some of these problems,” the speaker 
said. “On the other hand we in turn 
may not be as sensitive to the public 


wants and desires and thinking as we 
might be. Our actions should be geared 
to the long view and the recognition 


that what is good for the public in the 


end will be good for us. We are oper 
ating on the sound basis of an honest 
product, and with sincerity and under 


standing we can, I believe, establish a 
strong position of public acceptance. 

“We are puzzled about two things. On 
a national basis the hospitals as a group 
appear to have established a sales affili- 
ate for prepayment protection which 
they warmly welcome while turning a 
cold shoulder to our insurance efforts 
An impartial attitude would in the long 
run serve the public best 


Hospital Charge Differentials 


“We are puzzled at what appear to 
be differentials in hospital charges. In 
the insurance business we have been con- 
ditioned by traditions as well as by sta- 
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Ray McCullough Tells of Equitable’s 
Shift to Comprehensive Major Medical 


Chicago, Feb. 4—The best approach 
so far developed in the insurance in- 
dustry’s continued efforts to improve the 
calibre of its health insurance protec- 
tion is by comprehensive major medical 
health plans embodying the concepts of 
an initial deductible, coinsurance, broad 
scope of coverage and high maximum 
benefits, Ray McCullough, assistant 
group underwriter, Equitable Life As- 
surance Society declared here today. 

Addressing the annual group insurance 
forum sponsored by the Health Insur- 
ance Association of America at the 
Drake Hotel, Mr. McCullough indicated 
that one of the most important ad- 
vantages of such insurance, as originally 
proposed and sold, was its simplicity. 
However, the s] pex aker cautioned that the 
conglomeration of different types of 
such plans offered today has prevented 
this coverage from realizing its full sales 
potential. 

Due to a highly competitive, complex 
market, the “Equitable Society believes 
the key to the sales promotion of com 
prehensive major medical expense “is a 
thorough and continuous educational 
program for our sales force,” Mr. Mc- 
Cullough declared. To adequately in- 
form its home office personnel and field 
ior in this regard, the company 
utilizes educational meetings, Group 
department educational releases, and 





regional sales clinics. 

“The type of comprehensive major 
medical expense plan which seems to 

ive gained the widest acceptance,” Mr 
Mi ~Cullough noted, “is one with an ini- 
tial deductible ranging from $25 to $50 
on an all cause, ee ai year basis, 
a limited area of full coverage for hos- 
pital charges with all other covered 
expenses reimbursed on a 75%-25% or 
80%-20% coinsurance basis. The plan 
has a lifetime maximum for all causes 
with the right to reinstate by furnishing 
satisfactory evidence of insurability 


Will Write Non-Standard Plans 
Mr. McCullough then said that al- 


though every effort is made by Equitable 
to sell its standard plans which are 
written on the calendar year basis, “we 
realize that the competitive situation 
sometimes dictates writing unusual 
provisions. Recognizing the additional 
expense involved in drafting and filing 
special icy language and setting up 
the adminis ive procedures needed to 
handle the non-standard plans, we will 











generally approve them only for cases 
of such size that the premium volume 
justifies the additional expense.” 

The speaker explained that in consid- 


ering a special provision “it is essential 
to be certain that it is consistent with 
the basic benefit formula in the plan,’ 

Possibly because the Equitable ini- 
tially wrote all of its major medical 
expense on a per cause basis, a number 
of requests have been received to write 
the comprehensive plan using the per 
cause type of benefit formula. Mr. Mc 
Cullough said that although this plan 
has the virtue of eliminating minor ex 
penses by applying a seperate deductible 
for each cause, “we have encountered 
some difficulty in segregating medical 


expenses by cause for an individual 
vhose disability is produced by Se veral 
lifferent causes.” 


The company has also experimented 
vith a family monthly budget plan which 
combines all family expenses incurred 
each month and reimburses on a coin 
surance basis those expenses which ex 
ceed a family deductible each month of 
$25. “Quite frankly,” said the speaker, 


this type of plan has been much greater 
than that of the buying public.” 


Easing Change-over to Comprehensive 


the change-over 
base Las in to ir vena tl mz lajor medi 


seem to be convinced that i in 1 this transi- 


reimburse some doctors’ y 
Other plans fully re- 


hospital charges and be- 


area. of institution: alized charges, 


for those that do accumulate 


“Most of the groups which adopt com- 
prehensive major medical with the Equi- 


table previously had a conventional base 


employes be actively 
and the dependents out of a hos- 
insurance can become 


change from an Equitable base plan 
to comprehensive major medical expense, 
we waive these requirements and auto- 
matically cover all previously insured 
employes and dependents for the new, 
more liberal plan, 

“The change-over also brings up the 
question of evaluating the experience 
under the base plan in establishing our 
comprehensive major medical rates. On 
these cases we attempt to determine 
what the claim ratio under the base plan 
would have been at the Equitable’s man- 
ual premium rates. Our major medical 
expense rate structure is designed to 
weigh more sensitively than the rate 
basis used for conventional hospital and 
surgical expense plans, the character- 
istics of the group which may affect the 
claim ratio, taking into account the 
ages, earnings, and location of the em- 
ployes, as well as the female and de- 
pendent distributions. In addition we 
believe that the deductible and coinsur- 
ance may help correct adverse claim 
ratios which can be attributed to a 
high claim frequency. 

“Por these reasons we generally con- 
sider charging higher than manual rates 
for the new comprehensive insurance 
only when we are convinced that a his- 
tory of larger than average size claims 
under the basic coverages will produce a 
high claim ratio for the new compre- 
hensive plan.” 


Renewal Underwriting Practices 


As to renewal underwriting practices, 
the speaker said that Equitable’s limited 
experience with the comprehensive plan 
has not permitted it to firmly fix re- 
newal underwriting practices for these 
plans. “It would seem, though, that with 
a coverage that provides such _ broad 
catastrophic protection we must antici- 
pate, except for the larger cases, an 
occasional year when one or more large 
claims will produce an unfavorable claim 
ratio for that year. Presently we are 
inclined to consider adjustments in the 
premium rates only if it can be deter- 
mined that a series of large claims will 
produce unfavorable experience over a 
number of years or that the high claim 


ratio resulted from a high claim fre- 
quency.” 
Benefits for Pensioners 


The Equitable’s efforts in extended 
comprehensive major medical expense 
benefits to retired employes and de- 
pendents, the speaker continued, “are 
made difficult by the absence of an 
adequate statistical base on which cost 
estimates can be made.” He said that 
from the company’s limited experience 
in continuing basic hospital and surgical 
expense benefits for pensioners, this is 
an expensive area of coverage. It is 
anticipated that it will be at least pro- 
portionately as costly to underwrite com- 
prehensive benefits for these older lives. 

In proposing pensioners’ plans the 
Equitable recommends that the scope of 
covered charges be the same as that for 
active lives, Mr. McCullough concluded. 
“Our plans for retired employes include 
a deductible of at least $50 which is ap- 
plicable to all covered charges. We be- 
lieve that all expenses should be re- 
imbursed on a 75%-25% or 80%-20% 
coinsurance basis, eliminating in the 
pensioners’ plan any area of full cover- 
age for hospital charges that may be in 
force for the active employes. As a fur- 
ther control on cost we limit the pen- 
sioner and separately each of his de- 
pendents to a maximum of $2,500 for all 
causes. This maximum benefit which 
cannot be reinstated is in addition to 
any benefit paid to the pensioner or his 
dependents during the employe’s years 
of active employment.” 


Question—Answer Forum 

Chicago, Feb. 6—Closing feature of the 
HIAA annual Group insurance gathering 
here was the question and answer period 
this morning. Presided over by Charles 
G. Hill, Massachusetts Mutual Life, the 
panel participants included John W. 
Crews, BARE, Chicago; Emil E. Brill, 
General American Life; Herbert J. Stark, 
Metropolitan Life; George H. Hipp, 
Liberty Life of Greenville, S. C., and 
Edwin A. Erickson, Nationwide Mutual. 
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such as retirement and education. 

These family security programs are geared 
to the policy owner’s ever expanding finan- 
cial obligations and supported by all the 
necessary modern and simplified sales aids. 
This is just one more illustration of why the 
Inter-Ocean Insurance Company ts in every 


picture of the American scene. 
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CINCINNATI 2, OHIO 


INTER-OCEAN IS IN THIS PICTURE 


Today's modern family is seeking an insur- . 
ance plan which gives the greatest possible | 
use of insurance dollars for living benefits. 

And alert Inter-Ocean agents are giving 


them exactly what they want with increas- 4 
ingly flexible programs combining maxi- 
mum immediate protection and living needs ae 
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4-Year Experience With 
Comprehensive Medical 


PATTERN SET BY AETNA LIFE 





Farquhar Says Chief Underwriting Chal- 
lenge Is How Deductibles May 
Best Operate and Apply 





Chicago, Feb. 4—Gordon N. Farquhar, 
assistant secretary, Group division, Aetna 
Life, a participant this afternoon in the 
HIAA panel discussion here on “Com- 
prehensive Major Medical Expense,” 
declared that this important form of 
coverage has left its infancy and is now 
in an interesting adolescent period which 
is marked by much experimentation. “If 
properly conducted within the framework 
of fundamental principles,” said Mr. 
Farquhar, “this experimentation will go 
far toward meeting the objectives of a 
free economy by performing a valuable 
service through voluntary health insur- 
ance. 

Thoroughly sold on the value of com- 
prehensive major medical, the speaker 
said that in order for it to ‘take the place 
of conventional and_ well-established 
basic benefit plans, it had to await ac- 
ceptance by the industry and health 
insurance buyers of the fundamental ma- 
jor medical concepts of broad coverage 
with high limits and, adapted from other 
forms of insurance, the deductible and 
coinsurance principles. 


Pattern Followed in Education, 
Promotion 


Mr. Farquhar devoted the first part 
of his talk to the pattern followed by 
Aetna Life in educating its field force 
and promoting the acceptance of com- 
prehensive medical expense. In early 
1952 Aetna concentrated on improving 
the “rather modest” hospital-surgical 
plan which it had underwritten some 
years before covering employes of a 
well-known casualty and fire insurance 
company. In so doing, he said, it became 
apparent that in order to meet its client’s 
objective to make protection available 
for a wide range of expenses within 
reasonable premium limitations, “we 
would have to sacrifice a noticeable por- 
tion of first dollar coverage. . . . What 
was needed was a major medical plan 
without any underlying basic benefits.” 

This new hospital-medical plan, he 
continued, became effective September 1, 
1953, and it insured about 3,000 employes 
and their dependents. Now slightly more 
than three years later, it is estimated 
that over 1,600,000 persons are covered 
under Group comprehensive medical ex- 
pense plans. 

Education of Aetna’s field men began 
with the installation of this first plan. 
Home office people also received a bit 
of education from this plan for, as Mr. 
Farquhar explained, “how could we know 
the answers when we did not know the 
questions?” He maintained that “there 
is no better way for a field man to learn 
his subject than having to explain a 
plan to employes and answering their 
questions.” 

A fairly complete kit of information 
was made up and sent to all Aetna 
Group offices. It included employe an- 
nouncement booklet, summary of princi- 
ples of the plan, claim department in- 
structions for processing of comprehen- 
sive claims, and examples highlighting 
need for broad coverage. Meetings were 
also held at the home office of its fire- 
casualty client, attended by field men 
who would be handling large locations 
as well as those who would present the 
plan to home office employes. 

“The enrollment of employes was not 
easy,” said the speaker. “It confirmed 
our suspicion that comprehensive could 
not have been successfully installed if 
the employer had not been convinced 
that this plan was basically sound, even 
though he appreciated the fact that the 





deductible and coinsurance might not 
appeal to his employes. 


Importance of Proper Prospecting 


“Proper prospecting is essential to pro- 
moting the sale of comprehensive on 
a sound basis. We believe policyholders 
and prospects should hear about this 
new coverage, whether or not we think 
they are prepared for it, but we frankly 
have cautioned against overselling or 
too hasty adoption. We try to point 
out that a variety of plans are being 
offered the public but that it is im- 
portant to understand the basic objec- 
tives such as why the plan should have 
a deductible to screen out small claims 
and why coinsurance is necessary if this 
coverage is to be a real improvement 
over the usual basic benefit plan. 

“The comprehensive idea does a fair 
job of selling itself. To begin with, 
Group men like it since it affords the 
chance to compete with a new product, 
particularly against the service plans. 
Brokers like it because it has attracted 
attention and they can perform a real 
service with it. Employers like it also. 
The idea is simple and straightforward. 
They see the opportunity to avoid the 
periodic revisions which have historically 
been required in scheduled basic plans 
as medical costs have increased.” 


The Underwriting Challenge 


Speaking of the underwriting challenge 
posed by comprehensive major medical 
expense, Mr. Farquhar said he consid- 
ered the most important consideration 
today is how the deductible may best 
operate and apply. He explained: “From 
a standpoint of sound insurance princi- 
ple, the deductible should clearly apply 
to all types of expense. In theory, it 
should be applied against first dollars 
of hospital expense as well as against 
the first dollars of surgical, medical and 
other expenses. 

“Despite the apparent added appeal to 
employes of having the deductible not 
apply to hospital confinement expense 
and despite the fact that many plans 
are being quoted today without a hospi- 
tal deductible, we have successfully sold 
a number of comprehensive plans to 
large and small policyholders with the 
deductible applying across the board to 
all expenses. In fact, our first compre- 
hensive plan changed over after a little 
more than a year of operation so that 
now the deductible does apply to hospi- 
tal expense as well as to other expenses. 
This is, as you know, the pattern of the 
General Electric Co. plan. 


Advantages and Disadvantages 


“What are the advantages of having 
the deductible apply to all expenses? 
First, it is a great deal easier to admin- 
ister from a claims standpoint if no 
distinction need be made between types 
of expense. Second, it is simpler to ex- 
plain to employes and third, there is less 
economic pressure on the employe to 
choose or select one type of medical 
service versus another.” 

As to its disadvantages, the speaker 
said: “We have not found these to be as 
great as originally anticipated, but they 
are essentially the question of employe 
acceptance, since employes have become 
accustomed to receiving hospital benefits 
even for the short stay. Initially, there 
was some fear that hospitals would re- 
quire a deposit equal to the amount of 
the deductible, thereby creating a hospi- 
tal admissions problem. In all but a 
few locations, this fear has not mate- 
rialized, largely because when hospital 
confinement is necessary, there are usu- 
ally other expenses against which the 
deductible may be applied, thereby mak- 
ing the problem academic. 

“My company will, nevertheless, offer 
plans which do not apply a deductible 
against hospital expense. In some in- 
stances, this may be necessary to effec- 
tively gain employe acceptance, But this 
is as far as we feel comprehensive should 
go in eliminating the deductible. If a 
group of employes is not prepared to 
(Continued on Page 44) 
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“New Look” in Small Group Market 


HIAA Annual Group Insurance Forum, Chicago, February 4-6 





F. T. Googins, Jr., G. I. Hilliard, D. E. Watts Give Their 
Companies’ Underwriting and Administrative Experience 
on 10-24 Lives; Under 10 Lives Experimentation, Too 


Chicago, Feb. 5—The “new look” in 
small Group business, 10 to 24 lives, 
viewed in the light of current and past 
underwriting experience, was the under- 
lying theme of this afternoon’s panel 
discussion here at Drake Hotel which 
was one of the features of HIAA’s an- 
nual Group insurance forum. Under the 
chairmanship of Loring P. Gillespie, 
Group department manager, Fireman’s 
Fund, Chicago, the three igh mag he in 
this panel—Fred T. Googins, Jr., Massa- 
chusetts Mutual; George I. iiieed, 
a American Life & Casualty, and 

E. Watts, Confederation Life, Toron- 
ni their views on initial under- 
writing, administrative procedures and 
renewal underwriting. They held the 
close attention of over 400 representa- 
tives of HIAA member companies. All 
agreed that this is an unlimited market 
well worth the cultivation. 

As the first speaker Mr. Googins em- 
phasized that each facet of small Group 
underwriting, including initial rate struc- 
tures, benefit formulas, acqusition costs, 
issue routines, carrying charges, experi- 
ence rating and reserve practices, must 
be severely analyzed and, if necessary, 
carefully redesigned to assure a profita- 
ble venture. He said that “the picture 
presents a complexity of circumstances 
which offers a variety of solutions as 
well as a variety of pitfalls. What may 
be a solution to one company has not 
proved effective for another.” He of- 
fered the encouragement that many of 
the difficulties and problems of small 
Group underwriting ¢ can be reduced, if 
nof eliminated, “in the event you succeed 
in wide scale production with resulting 
volume of very substantial proportions.” 


Use of Mass Merchandising Methods 


Mr. Hilliard, second speaker, declared 
that the extension of small Group cover- 
age depends not so much on employer 
or employe needs and size of firm, but 
on finding better ways to bring to this 
unlimited market the economies and 
liberal underwriting features of mass 
merch: andising. “This is a team job,” 
he said, “requiring alert and progressive 
underwriting, efficient administration, an 
aggressive and enthusiastic organization 
and cooper: ation and sincere interest on 
the part of the employer. 

Mr. Hilliard pointed to a still newer 
market, that of groups of less than 10 
lives, and remarked that experimentation 
in this field is now going on. Some of 
the more conservative approaches used 
in the 10 to 25 life market are being 
tested among groups of under 10 lives. 
Thus, it was his belief that the “new 
look” of tomorrow will be found not only 
in the 10 to 25 market but in this new 
field of less than 10 lives. 


Administration Problems 


The third speaker, D. E. Watts, as- 
sistant Group executive, Confederation 
Life Association, Toronto, felt that the 
real challenge to the administration of 
small Group business lies in the necessity 
to develop streamlined systems that will 
avoid unnecessary frills and thereby 
keep operating expenses at the lowest 
practical level. 

He explained that in Canada where 
there is greater flexibility in insurance 
laws than in the United States, “we 
have never been subject to the ‘tradi- 
tional American rule that a Group life 
policy must consist of 25 lives. As a re- 
sult his company has written Group life 
on a 10 life minimum for approximately 
25 years and for nearly 15 years has 
included Group A. & H. benefits with 
the small Group life policies. “During 


this period many improvements have 
been made in liberalizing rules and in 


simplifying administrative procedures in 


the interests of economy.” 

In designing the product to 
the underwriting rules and the 
trative practices in the sma 
field, the speaker said: “We 
lose sight of the main reasons f 
ing the field—namely, to satisfy 


be sold, 
adminis- 
ll Group 


must not 


or enter- 
the pub- 


lic demand and to provide an additional 


product for the average 
mental underwriting 
decided are the types of be 


agent. 


offer and whether or not such 
should be offered only in predetermined 


packages on a flexible basis.” 


Mr. Watts then brought out that com- 


panies which operate on the 
package 
ardized sales literature, 
cates, 
most cases will use agents, 


servicing function. 


istration than if substantial 
in available benefits existed. 
he emphasized that it is. still 
to develop economical routin 
flexibility is permitted. 

By way of example, Mr. 
plained that his company 
such agent installation and ser 


small groups has been a useful medium 
group specialists. 


for the training of 
“Similarly,” he added, “very li 


is spent by our head office senior per- 
groups, 


sonnel on 
rather 


these smaller 


same routines, policy forms, 
both small and large Groups, 


pany had developed certain simplifica- 
tions that have been beneficial to the 


large groups. 


Same Flexibility as in Large 


In the underwriting of small groups, 
permits practica.ly 
the same flexibility as in large groups. 
“The reason for this,” said Mr. Watts, 
“is that standard plans do not sufficiently 
satisfy the requirements of small em- 


Confederation Life 


ployers who are really just as 


need of flexible plans as the large em- 


ployer. Geographical difference 
cal costs, difference in 
practices and in income 


tion difficult in the long run.” 


Regarding premium rates, Mr. 
emphasized that each company 


establish its own actual rates 


one eye on its own claims and expenses 
of operation, and the other eye on the 


Watts ex- 
finds that 


employment 
levels, and 
differences in the mere attitude 
ployers and employees, make standariza- 


Funda- 


problems to be 


nefits to 
benefits 


basis of 


plans will probably have stand- 
policies, certifi- 
and procedures throughout and in 
rather than 
Group specialists, for the selling and 
He said on this basis as 
it is easier to develop economical admin- 
flexibility en 
However, | liv 


possible 
es when 
of 


vicing of 


ttle time 


etc, t6Fr 
his com- 


Groups 


much in 


in medi- 


of em- 


Watts I 
has to 
keeping 





cently 


average groups, 


years, 


Group market made by Mr. 
stressed that in order to attain 
scale production of small Group cases, 
a company must have at its disposal a 
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intensely competitive nature of the busi- 
ness. As Confederation Life’s 
groups became less and less restricted 
to available benefits, the speaker 
declared that the sharp premium differ- 
tial between over 25 and under 25 
“Our practice has re- 
been changed so that one basic 
premium structure applies to all groups 


es disappeared. 


10 or more lives,” he said. 


basic premiums apply without 
ment in average sized groups, are sub- 
ject to volume discounts for larger than 
or are subject to sur- 
charges for smaller than average groups. 

In his consideration of renewal under- 
writing for small groups, Mr. 
but declared that the first principle to estab- 
clerical personnel handle virtu- lish is whether 
ally all routines.” By using much the 


individual 


He continued: 


Googins Makes Realistic Appraisal 


n the realistic sizeup of the 


experience 
rating will apply to smaller groups or 
whether all smaller groups will be pooled 
for rerating purposes. He noted that 
considerable fluctuation from year 
year in claims under small groups allows 
little credibility for the actual experience 
under an individual policy. This, | i 
could easily lead to the conclusion that 
the expense of individual experience rat- 
ing could be avoided through the use of 
pooled rerating. 

“We tried this with success for a few 
but even the smailest employer 
with very good experience over 
of years feels that his rates should be 
reduced more than that of the average 
group. Hence, we have been using indi- 
vidual experience for groups of all sizes, 
although admittedly, 
are used for smaller groups.” 


a period 


simplified methods 


Googins he 
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large and far-flung agency task force... 
one which is attracted to the knowledge, 
effort and extent of remuneration which 
goes with the marketing of casualty 
coverages as well as life insurance in 
the small employer field. “Not all agency 
forces are readily attracted or easily 
adapted to this area of underwriting,” 
he said. 

“This is apt to be the case with re- 
spect to a life insurance company whose 
agency force is highly selective and 
where training and performance require- 
ments seek intensive production with 
regard to both high amounts of insur- 
ance and higher premium form policies. 
Furthermore, the brokerage field in gen- 
eral cannot be expected to contribute 
substantially to this effort.” 


Details Initial Findings of Some Cos. 


Mr. Googins then outlined the basis 
adopted in general by some companies 
in the past in entering the small Group 
field. He explained that their modus 
operandi was modified to some extent, 
depending upon the size, character and 
underwriting philosophy of individual 
companies. It was felt, for example, 
that any combination of coverages of- 
fered must be treated as a package plan 
and no alternative selections would be 
permitted; that benefits were deter- 
mined to meet average need and cir- 
cumstances; that only a limited number 
of plans should be offered; that the 
marketing of these plans should be done 
by company agents rather than by 
Group field representatives. 

It was further felt that certain under- 
writing safeguards would have to be 
enforced due to increased possibility of 
anti-selection because of the limited 
number of insured lives and difficulty of 
appraising composition of risk or occu- 
pational hazard in some groups. In- 
surance for dependents was considered 
obligatory; groups with undue percen- 
tage of unskilled workers or employes 
over age 65 were not acceptable; a mini- 
mum waiting period of three month was 
required, and if the case was contribu- 
tory, 85% participation was. required. 
F urthermore, it was stipulated that only 
full time employ es working 30 hours per 
week were acceptable, and groups in- 
volving seasonable or agricultural em- 
ployment were not acceptable. 

It was also considered essential, Mr. 
Googins continued, that the administra- 
tion of coverages for these small groups 
should be simplified as much as possible. 
In particular, expenses had to be kept 
as low as possible due to a relatively 
small premium per case, and a special 
commission scale was adopted in recog- 
nition that the program of simplification 
for marketing of small groups warranted 
such action. 

Final consideration was the experience 
rating of small groups; size of the cases 
did not permit individual case experi- 
ence rating. To achieve adequate spread 
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of risk, all cases had to be combined for 
experience purposes. 


Individual Life Medical Underwriting 


“It would appear that successful results 
based upon adoption of these considera- 
tions | has varied to a considerable ex- 
tent,” said Mr. Googins. “Apparently, 
very few companies considered it expedi- 
ent to get past medical history of the 
applicant. In our case, we have insisted 
upon two limited questions on our indi- 
vidual application cards which have been 
a contentious point with our own agency 
force. Nevertheless, we feel that this 
requirement is a primary consideration 
in controlling selection against the com- 


Analysis Made by His Company 


The speaker then outlined his com- 
pany’s analysis of a small Group pro- 
gram based upon the considerations, 
previously outlined, which have guided 
companies in the past: 

1. The scale of benefits—such as weekly in- 
demnity of $30 a week for 13 weeks, no preg- 
nancy, first day accident, eight day sickness; 
hospital expense $10 or $12 daily and 20 times 
this amount for ancillary services—proved to 
be too low to satisfy many employers. 

2. The variance of medical care costs in 
different geographical areas severely impairs a 
program which presumes that level amounts can 
be offered for the country as a whole. 

3. In many instances, recognition of classes 
within these small groups creates a problem, 
particularly if in competition with companies 
who are willing to offer varying amounts by 
classification to such groups. 

4. The additional expense of handling insur- 
ance for this class of business results in premium 
rates which suffer in comparison with rates 
offered for larger groups. 

5. Life underwriters on the whole are not 
attracted to the resulting compensation in view 
of the time and effort necessary to market in 
this area. 

6. Group representatives are having to devote 
more time than anticipated in the assistance of 
agents, and this is proving a penalty in the 
Group representatives pursuit of larger case 
underwriting. 


Lapse Ratio a Serious Problem 


Before closing Mr. Googins pointed to 
a further problem of serious proportion 
—the lapse ratio applicable to small risks 
“There are several important contri- 
buting factors to this situation: (1) 
relatively high rate of business failure 
among small employers; (2) change in 
ownership and other reasons account 
for higher degree of change in agent 
relationships than occurs in case of larg- 
er employers; (3) inability to experience 
rate small cases which makes this class 
more vulnerable for purpose of switch- 
ing business.” 

The speaker’s final observation was 
that “for the past two years we have 
been underwriting small Group cases 
much more in keeping with the rules 
and practices applicable to larger cases. 
This offers flexibility of programming 
on the one hand, and on the other it 
precludes simplification which in large 
measure is the answer to acceptable 
expenses.” 


Hilliard on Quality vs. Cost 


George Hilliard’s sizeup of the 10 to 
25 market is that currently it is being 
reached through two primary media: 
(1) The direct medium whereby all nego- 
tiations are solely between the employer, 
the agent and the company, (2) the 
indirect medium whereby an employer 
has available to his firm a program spon- 
sored and adopted by a trade association. 
He cited the advantages and disadvan- 
tages of both approaches. 

The speaker then gave a brief analy- 
sis of current approaches to small Group 
merchandising, stressing that it is a 
‘question of quality vs. cost.” The mat- 
ter of cost of the product versus the 
consumer’s ability to pay requires a great 
many underwriting decisions regarding 
the extent of benefits and coverage of- 
fered, he said. 

“Generally speaking,” he added, “most 


companies engaged in this 10 to 25 life 
market offer programs on a multiple 
line package basis with some degree of 
flexibility of both benefits and coverages 
either between the several packages or 
within the package itself.” 

The use of a multiple pre-set package 
approach, whereby different plans each 
varying in amount of benefits or extent 
of coverage are made available, in the 
speaker’s opinion, has several advantages 
for both the company and the agent 
in the field. Mr. Hilliard pointed out 
that the elimination of the processes 
involved in tailoring benefits or cover- 
ages or permitting multiple classifics- 
tions within a package not only stream- 
lines the sales process and speeds up 
the issuance procedure, but simplifies 
premium accounting and administration. 
However, he listed some disadvantages 
to the predetermined package approach 
as the lack of flexibility within any 
one specific package, or the possibility 
that none of the alternate packages 
completely fulfill an employer’s needs. 

The “tailor-made approach,” said the 
speaker, has flexibility in multiple classi- 
fications, a range of benefits and cover- 
ages, optional fringe benefits, and the 
writing of hospital and surgical coverage 
alone. Some of the disadvantages are: 
the sales process may become more time- 
consuming and complicated, and_ the 
issuance process less routine; the ad- 
ministration may be less economical, 
especially if multiple classifications are 
permitted; the field agent must be far 
more familiar with the processes in- 
volved in the tailor-making of a program 
and the determination of rates. 


Agreement on Certain Fundamentals 


Despite the wide range of programs 
available to the 10 to 25 life market, 
Mr. Hilliard pointed out certain funda- 
mentals on which the industry appears 
to be pretty much in agreement. These 
are: 

“First, basic rates should be higher 
for the 10 to 25 life case than for the 
25 and over life case. Second, an em- 
ployer contribution is a desirable require- 


(Continued on Page 46) 


Federal Controlof Welfare Funds Called 
Complete Shift From State Supervision 


Chicago, Feb. 5.—Control by the Fed- 
eral Government of welfare funds volun- 
tarily established by employers for their 
employes would seem to be a complete 
departure not only from the tradition 
of state supervision of insurance but 
also from the fundamental principles of 
free enterprise, the 400 insurance com- 
pany representatives attending the first 
annual Group insurance forum of the 
Health Insurance Association of Amer- 
ica were told here today. 

Discussing the “Impact of Federal 
Interest in Welfare Funds.” C. , 
Tookey, actuarial vice president, Occi- 
dental Life of California, advised HIAA 
members that the pressure to register 
with the Government welfare plans 
which are not the result of collective 
bargaining comes from organized labor 
and bureaucrats. He said these bureau- 
crats feel that the Federal Government 
should regulate everything that goes on 
and added: “This concept is not too far 
from that of a police state.” 

Mr. Tookey reminded his audience of 
the delay and red tape that went on 
during World War If when the em- 
ployer’s contribution to Group insurance 
costs was considered wages during the 
wage freeze. “Imagine that condition 
becoming part of our normal operations 
in peacetime,” he declared. “We already 
have the problem in_ pension plans. 
Imagine the Federal Government con- 
trol on policy forms, policy provisions, 
etc.” 

In taking remedial steps to prevent 
the agitation for such Federal control, 
the speaker emphasized that the insur- 
ance industry should point out to or- 


ganized labor that Government inter- 
vention would substantially increase 
Group insurance administration costs 


which will be passed along to employers. 
To some extent, he said, this will hold 


down the available for cash 


wages. 


amount 


General Stand Taken by the Industry 


The speaker brought out that the 
general stand taken by the industry has 
been that supervision of welfare plans 
as insurance is the responsibility of the 
states. In this connection he said: “The 
industry believes that Federal legisla- 
tion in this area should be limited to 
disclosure of pertinent facts regarding 
the operation of welfare plans arising 
from collective bargaining such as the 
financial condition of the trust fund, 
statements as to whom commission is 
paid and how much, loss ratios and 
amounts retained by the insurance car- 
rier for expense and risk.” 

Mr. Tookey also put on the record 
the position jointly taken by LIAA and 
ALC as embraced in the tollowing six 
points: 

1. “Any position taken by the life 
insurance business on union welfare 
fund legislation should be based on the 
assumption that passage of Federal 
legislation of some type is quite likely 

2. “Any Federal legislation in this 
field should be limited to provisions for 
disclosure of the facts relating to the 
financial operations of funds, supple- 
mented by additional provisions for dis 
closure of insurance commissions and 
fees paid in connection with policies 
issued to such funds. 

3. “If there is to be legislation going 
beyond provision for disclosure, it should 
be at the state level. Regulatory legis 
lation at the Federal level should be 
opposed. 

4. “Any state legislation in this field 
should be along the lines of the Mitchell 
bill in New York State (Sen. Int. 3296), 


(Continued on Page 46) 
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HIAA Annual 


Laitinen’ s er on 
FTC Rules Compliance 
Feb, 


Trade 


Chicago, 5—The nature of the 


Federal Commission’s rules gov- 


erning the advertisement of accident and 


health policies should allow a_ broad 
interpretation regarding Group insur- 
ance advertising so long as the inter- 


pretation is reasonable and can be recon- 


ciled by the difference between Group 
and individual insurance, S. P. Hutchi- 
son, assistant general counsel, Washing- 
ton National, declared today in address- 


ing HIAA’s first annual Group insurance 
forum. 
Mr. Hutch 


when adopted by a state as 


ison said that NAIC’ 


a regulation, 


s rules, 


have the force of law. He added the 
FTC’s advertising rules are more like 
a guide. The speaker noted that the 
proceedings instituted by the FTC are 


based on a violation of the Federal 


Trade Commission Act and not on a 
violation of its advertising rules. 

Since the NAIC interpretative guide 
to its rules establishes reasonable prin- 


ciples of interpretation for Group adver- 


tising, said Mr. Hutchison, “it should 
follow that Group advertising which 
complies with the NAIC rules would 
also be in compliance with the FTC 
rules.” He recommended that the A. & 
H. insurance industry make a sincere 


both the FTC 
until the 


attempt to comply with 
and NAIC 
the Federal 
diction is settled. 
Speaking of the 


rules question of 


Trade Commission’s juris 
effect of A. & H. 
general, Mr. 
traditionally 


regulations in 
that 
guiding 


advertising 
Hutchison 


vertising 


noted ad- 


men as a principle in 


00 Attend Meeting 


(Continued Page 37) 


Mr. 


from 


Government in the deficit, Power 
said. 
C. Manton Eddy, 


Connecticut General Life, 


vice president and 


secretary, and 


a towér of strength to the industry in 


field, 


under the 


down-to-earth 
1957 


It is reviewed on another 


the Group gave a 


presentation caption: 


An. Inventory.” 


page. 

Luncheon speaker was Harry Stuhl- 
dreher, one of the famed ”Four Horse- 
men” at University of Notre Dame in 


football 
engaged in human relations for United 
States Steel Corp. He implored the 
HIAA people to be of the greatest indi- 
vidual and collective service in the guid- 
ance of boys and young men. 


New A. & H. Film Is First Rate 


This afternoon with J. Donnally of 
Pan-American Life presiding, Holgar J. 
Johnson, president, Institute of Life 
Insurance, gave a practical public rela- 
tions message and showed a new film 
that will be released in about six weeks. 
This is intended to creat a public rela- 
tions aititude throughout the whole A. & 
H. business. It is first rate. 

The afternoon program was polished 
off with a panel discussion on major 
medical, with the participants freely 
letting down their hair. They were Ray 
McCullough, Equitable Society; Joseph 
Moran, New York Life, and Gordon 
Farquhar, Tetna Life. This is the thing 
ef the future. Comprehensive is what 
they call it now. Their talks are thor- 
oughly reviewed elsewhere in this depart- 
ment, 


his college days. He is now 


Group Insurance Forum, Chicago, 


February 4-6 





advertising material ricci have 
attempted to accentuate the positive and 
eliminate the negative. The advertising 
rules, he said, while not requiring that 
the negative be accentuated, require that 
it not be eliminated. Mr. Hutchison said 
he believes advertising men and agents 
will come to recognize that their fear of 


the negative element in advertising is 
grossly exaggerated. 
“Yet,” said the speaker, “no one has 


assumed that the rules or the guide are 
perfect, or that experience in prepz uring 
advertising under the rules will not in- 
dicate the need for revision.” He said 
the NAIC has recognized this by 
retaining the interpretive guide commit- 
tee as a permanent committee to con- 
sider and recommend proposals for im- 
proving the rules and the guide. 


Farquhar’s Panel Talk 


(Continued from Page 41) 


accept a deductible applying to surgical 
expense as well as to other non-hospital 
expenses, it would be far better, in my 
opinion, to supplement basic benefits 
with major medical than to compromise 
compromise plan fundamentals. 

“You may be interested in why the 
Aetna recommends a plan which permits 
all expenses in a calendar year, regard- 
less of cause, to be accumulated for 
purposes of the deductible. This is be- 
cause our experience has shown no 
significant number of claims which re- 
sult from an accumulation of small bills 
for many causes. The slight additional 
cost of such a plan is more than offset 
by greater employe understanding and 
ease of administration.” 


One Test Always Applied 


When faced with an underwriting or 
claims problem, the speaker said, “There 
is one test we always apply. Is our solu- 
tion to the problem one which will be 
understandable to employes? The im- 
portance of this consideration was sub- 
stantiated in a recent comprehensive plan 
which we had been asked to underwrite 
on a total disability basis for a large 
group of non-union employes. Under 
this plan, the employe or dependent must 
be deemed totally disabled at some time 
in order for medical expenses to be 
counted. So many misunderstandings of 
this requirement developed among the 
employes, that a decision was reached by 
the employer after only four months of 
experience to remove the total disability 
feature. It is too soon to forecast but 
the small amount of additional benefits 
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which we expect to pay will not signifi- 
cantly increase the overall cost of the 
plan. 

“This same consideration of employe 
understanding coupled with the avoid- 
ance of potentially serious claims prob- 
lems has led us to favor the operation 


of the maximum benefit on an each- 
individual rather than an each-cause 
basis. Critics of this approach have said 


that in a comprehensive plan, it can 
result in leaving an individual who has 
collected substantial benefits without 
further protection. However, the same 
can be said of the each-cause approach 
in those claims where it is probable that 
any large additional expense will likely 
be for the same—or a_ related—cause 
as the cause for which benefits have 
been paid. 

“This subject will require further and 
careful study by the industry to devise 
workable and fair methods of reinstate- 
ment which go beyond the accepted evi- 
dence of insurability standards. Some 
plans currently employ a_ test which 
permits reinstatement of an employe’s 
maximum upon completion of six months 
active work without medical expenses. 
Perhaps with the increasing spread of 
comprehensive plans and with further 
experience, it will be possible to design 
a reinstatement feature such as a for- 
giveness of expense incurred more than, 
for example, five years in the past. A 
by-product of such a scheme would be 
the opportunity it affords for eliminz anne 
old claim records.” 
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Eddy Gives Opinions 
(Continued from Page 39) 


tute to avoid discrimination between our 
insured and to scrupulously adhere to a 
pricing policy under which all in like 
circumstances are treated alike. It has 
been said that prepayment plans should 
reimburse hospitals for costs, and pecu- 
liarly enough costs seem to be different 
from charges to the general public.” As 
a citizen, as well as an insurance man, 
it seems to me that hospital charges 
should be wisely devised to apply to 
all patients.” 

Fundamental insurance philosophy is 
that problems in the health field are best 
solved through private enterprise rather 
than by Government, through voluntary 
means rather than through Government 
compulsion. 


Position of the Aged 


The health care of the aged is on the 
average substantially more costly than 
the health care of younger groups. There 
is a limit to the burden that can be 
placed on the shoulders of the younger 
without resort to COnmpal seat, The pro- 
portion of the aged is growing and that 
growth will be substantial in the next 
few decades. It is questionable whether 
any program of health care which in- 
cludes the advanced age groups can con- 
tinue to operate successfully with equal 
charges to all regardless of age. 


May Change Ratemaking Philosophy 


Basically the insurance philosophy of 
charging risks according to probability 
of loss is sound. However, the problem 
of health care for the aged is a pressing 
one. It is possible that we could gain 
somewhat by a review of our philosophy. 
Perhaps a moderation of it without im- 
portant change could bring more of the 
aged into our program without too great 
distortion of our charges. Particularly 
would this be true if we can solicit the 
aid of employers in providing some as- 
sistance for the maintenance of health 
benefits for retired employes as_ they 
have been done many times under Group 
insurance. 


LOS ANGELES L. & A. OFFICERS 
The Los Angeles Life & Accident 
Claim Association has elected the follow- 
ing officers for 1957: President, John 
W. McCombs, Massachusetts indem- 
nity; vice president, John Tonsing, 
Equitable Life; secretary, John S. Rob- 
inson, Occidental Life; and treasurer, 
Ben O. Weide, Constitution Life. 


’ 





MINN. COMPULSORY BILL 
A compulsory automobile insurance bill 
has been introduced in Minnesota lower 
house. It would require auto owners to 
carry insurance or otherwise show 
financial responsibility before they are 
issued license plates. 
































ave ARR: SSN OAT eae 



























so 





Bie SOOM Y SD 











February 8, 1957 












HIAA Annual Group Insurance Forum 








How Cos. Are Helping on 
Nation’s Medical Bill 


JOHNSON CITES SURVEY FIGURES 





Points to 60 Million Americans Covered 
Under Health Ins. Plans; Over 
$2 Billion Annually in Benefits 


Chicago, Feb. 4_Over 60,000,000 Amer- 
icans now have protection purchased 
through insurance companies for meeting 
medic al care costs and these policies are 
paying benefits of more than $2 billion 








HOLGAR J. JOHNSON 


a year. These figures were given by 
Holgar J. Johnson of New York, presi- 
dent, Institute of Life Insurance, in 
addressing HIAA’s first annual group 


insurance forum. He spoke in behalf of 
the Health Insurance Institute. 

Demonstrating the continual broaden- 
ing of insurance company health protec- 
tion, Mr. Johnson pointed to a recent 
study of Group health insurance plans 
covering 3.1 million workers through 
insurance companies and representing a 
cross-section of American business. 

The survey, said the speaker, indicated 
that the number of plans providing for 
in-hospital medical expense (non-surgi- 


cal) has almost doubled between Janu- 
ary, 1953 and December, 1956. During 
this four year period, the number of 


plans providing for mi jor medical ex- 


pense coverage increased six-fold. In 
addition, said Mr. Johnson, broader cov- 
erages have been made available to 


dependents as well as to the active em- 
ployes themselves. 

The survey also showed, Mr. Johnson 
declared, that today more than 50% of 
the plans which were surveyed pay $14 
or more per day for hospital accommo- 
dations. Also, 41% of these group plans 
pay over $400 for hospital special serv- 
ices, in addition to daily room and board. 
It was further revealed that people are 
now covered for longer stays in the 
hospital—37% of the plans studied offer 
such coverage for 120 days or more. 

3enefit amounts for surgical care 
among insurance company plans, Mr. 
Johnson indicated, are also being ad- 
justed to today’s medical costs. The 
survey showed that nearly 50% of the 
plans studied pay as much as $300 or 
more to cover the cost of operations. 

These figures, he said in conclusion, 
indicate the advance “Of insurance com- 
pany assistance in helping the American 
people meet the cost of the nation’s 
medical bill. 


Hellgren and Knoblock 

Chicago, Feb. 4—J. E. Hellgren, third 
vice pre sident, Lumbermens Mutual Cas- 
ualty, who is HIAA’s Group insurance 
committee chairman, made the introduc- 
tory remarks this morning, setting the 
stage for the day’s discussion. R. C. 
Knoblock, W ashington National’s second 
vice president, who presided at the first 
session, is subcommittee chairman. 





available its 
personnei to administer 
surance 


Faulkner on Progress 
(Continued from Page 39) 


eminent counsel was retained and has 
prepared and filed briefs amicus curiae 
in the U. S. Circuit Courts of Appeals 
in which American Hospital & Life and 
National Casualty cases are now pending. 
These briefs present most effectively, 
said Mr. Faulkner, the argument that 
under the provisions of McCarran Act, 
Public Law 15, the FTC is without juris- 
diction in this field. 

Membership and Ethical Standards. This 
committee has not only the serious and 
continuing task of advising the HIAA 
board of directors on invitations to be 
extended to prospective members, but 
also the important responsibility of 
drafting a code of ethical standards as 
a conduct guide of member companies. 
Charter members of the association 
agreed to abide by provisions of the 
Bureau code of ethical conduct and Con- 
ference code of medical’ standards for 
advertising until such time as our associ- 


ation’s own code could be prepared. This 
task has now been accomplished. When 
and if adopted by the board the code 


will be distributed to member companies 
for consideration and adoption at HIAA’s 
annual meeting in May. 

Admunistrative. As HIAA’s junior board 
of directors for internal affairs, this 
committee recommends policy and plan- 
ning procedures, allocates expenditures, 
prepares the budget and membership 
assessments, outlines annual meeting 
programs. 

Public Relations and Information 
Program 

President Faulkner then described “as 
one of the most important and helpful 
developments stemming from organiza- 
tion of HIAA,” the implementation, for 
the first time in history of the A. & H. 
business, of an industry-wide program 
of public relations and information. He 
explained: 

“The Health Insurance Institute was 
set up to carry forward such a program. 
While the funds of the Institute are 
appropriated by our board of directors, 


public relations policy matters are the 
responsibility of this committee. Our 
business was exceedingly fortunate that 
the Institute of Life Insurance made 


and some of its 
the Health In- 
Institute. The broad experience 
ee wise, effective judgment of Holgar 

Johnson, president of Institute of Life 
(oo James Williams, vice presi- 


facilities 


dent of Hii, and their associates have 
meant 
operating entity with the least possible 
delay. 


that the HII could become an 


A broad service has already been 


Faulkner on Annual Meet 

HIAA President E, J. Faulkner, 
speaking of the annual meeting set for 
May 7-8 at Sheraton-Park Hotel, Wash- 
ington, D. C. in his Chicago address this 
week, said that “it gives promise of 
being one of the most challenging meet- 
ever convened by an 


ings insurance 
trade association.” In urging HIAA 


member companies to attend he de- 
clared: “Your presence and that of your 
associates will do much to insure the 
success of this gathering.” 


Submit Code to Directors 

Chicago, Feb. 4—HIAA’s new code of 
ethical standards in proposal form was 
submitted here today to the board of 
directors for study. It was drafted by 


the membership and ethical standards 
committee of HIAA, headed by E. A. 
McCord, president, Illinois Mutual Cas- 


When and if adopted by the 
board, it will be distributed to member 
companies for consideration and _ for 
adoption at next xt May’: s } annual meeting. 


ualty. 


Bicakban’ Workshops Popular 

Chicago, Feb. 4—One of the most pop- 
ular features of HIAA’s annual Group 
insurance forum which got under way 
here today was the series of ten break- 
fast workshop sessions, held this morn- 
ing and to continue tomorrow. Attend- 
ance at each session was limited to 30. 





undertaken that provides information 
about our business to purveyors of health 
care and to all of the special publics 
interested in ‘health.” 


Praises Staff 


Mr. Faulkner said that no discussion 
of the HIAA’s first ten months would 
be complete without reference “to the 
splendid men and women who comprise 
its staff.” In tribute to them he said: 

“They work from our three offices— 
Washington, New York and Chicago. 
Under the executive direction of our 
general manager, Robert R. Neal, they 
have pulled together effectively, working 
in three general divisions. The division 
of company relations is headed by its 
director, Roy A. MacDonald. The office 
of the general counsel is headed by John 
Hanna and the division of information 
and research by Mr. Follmann. In any 
new organization, it is inevitable that 
unforeseen problems will arise and new 
procedures will have to be established. 
Our staff has exhibited a genius for get- 
ting the job done promptly, economically, 
and effectively. In a real sense, the 
stature of the association is a measure 
of its high competence.” 
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ACCIDENT and HEALTH 
Insurance 


HOSPITAL— MEDICAL— SURGICAL 
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DISABILITY INCOME—ACCIDENT & SICKNESS 
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e Downtown Agency: 
TRIANGLE 
UNDERWRITERS, Inc. 
17 John St., N. Y. 38 
WOrth 4-7010 


x 
Midtown Agency: 
PUBLIC ACCIDENT 
& LIFE AGENCY 
110 W. 42 St., N. ¥. 36 
PEnnsylvania 6-2211 


x 
Brooklyn Agency: 
MODERN ACCIDENT 
& HEALTH AGENCY 
26 Court St., B’klyn 1 
ULster 2-6529 


x 
Suburban Agency: 
ARNOLD AGENCY 

151 E. Post Road 
White Plains, N. Y. 
White Plains 9-6378 





















































HIGH- ‘LEVEL 
A&S 
PROTECTION 


High and Level 
Commissions 


Maine Fidelity has devel- ; 
oped an Accident and Sick- 
ness portfolio which, we con- 
fidently believe, meets the re- 
quirements of capable, high- 
producing agencies nation- 
wide. We are the young 
Maine Life Company which 
has been forging ahead so 
rapidly the past year, having 
been admitted to twenty-four 
states. Never in life insur- 
ance history has a new com- 
pany been admitted to so 
many states in such a short 
period of time. 

The following is a very brief 
description of the Maine Fidel- 
ity A & S kit: 

@ Non-Cancellable Income 

Protection 
@ Guaranteed Renewable Family 

Hospital-Surgical 
@ Doctor-Nurse-Hospital Blanket 
Reimbursement 
Monthly Premium Family 
Hospital-Surgical 
365 Day Family Hospital- 
Surgical 
Lifetime Sickness and Accident 
Income 
Monthly Premium Physician- 
Surgeon 
@ Deductible Major Hospital- 




























Surgical 
@ Monthly Premium Surgical 

Only 
e@ Lifetime Injury-Income 

Protection 

We believe that capable, ‘ 
progressive insurance pro- 






ducers are more interested 
in building above-average 
incomes than they are in big 
onetime commissions and lit- 
tle or no renewals. That’s 
why Maine Fidelity provides 
high, level commissions .. . 
with vested rights . .. to 
selected representatives. 

Maine Fidelity has many 
excellent areas available, 
awaiting the appointment of 
able and potentially produc- 
tive Agency organizations. If 
the opportunity to progress 
with our steady, record- 
breaking growth appeals to 
you... Let’s Talk It Over. 
Telephone or write Herbert 
L. Rackliff, Vice President- 
In Charge of Sales. 


« 

MAINE FIDELITY LIFE 
INSURANCE COMPANY 
83-87 Exchange Street 
Portland, Maine 
Telephone: SPruce 83-3858 
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Grahame Evaluates Non-Can. A. & H. Trends 


(Continued from Page 37) 


emphasis is towards making accident 
and sickness protection, as regards con- 
tinuable rights, more and more like life 
insurance. The large number of life com- 
panies which have come into the field 
accelerate the pace, as they will 
in that direction from their stand- 
However, it should be 
the claimant 
tax exempt disability 
the 
deceased in- 


will 
tend 
practices. 
out that 

alive and collecting 
not 
individual as a 
life insurance policy who 
endorsing 


ard 
pointed who is 


benefits is always same con- 
scientious 
sured under a 
has no personal interest in 
the insurance check. 
Adjustable Premium Continuable Policies 
Recognizing the hazards of the acci- 


and sickness business, which in- 
fluctuations due to the economic 


develop- 


dent 
cludes 
medical 


conditions, inflation, 


vocational evolutions, taxation, 
longevity and human nature, 
a number of companies, primarily in 
the hospital and medical field, have at- 
tempted to make their policies continu- 
the right to 
classes as experience 
Several of the companies in 
New York area have 
had considerable sales success with this 
form of protection, sometimes called 
“ouaranteed renewable adjustable premi- 
um” insurance. We understand this was 
first offered to the public by The Pru- 
dential. Other companies have followed 
this approach for the major medical 
field. 

The traditional non-can. companies 
were also alert to the possibilities of 
such coverage. In 1948, before any policy 
of this character was on the market so 
far as we know, the writer submitted 
such a proposal to the Insurance De- 
partments of Connecticut, Massachusetts 
and New York. Inquiry was made if it 
was then proper to issue a policy re- 
newable at the then current premium 
rates of the company which would be 
described as non-cancellable and guar- 
anteed renewable. We added: “This 
would guarantee protection but give a 
company a right to adjust rates by 
classes as experience dictates. In an 
experimental field such a policy would 
be of great benefit to the public and 
at the same time would enable a com- 
pany to operate without over-extending 
its obligations in the light of experience.” 

The three Departments said the policy 
could not be called “non-cancellable and 
guaranteed renewable,” and the family 
hospital policy we were then considering 
was put on the market with a guaranteed 
premium with the specified room rate 
being considered a_ sufficient hedge 
against inflation. We announced 
our catastrophe rider in 1950 and our 
major medical policies in 1955 with the 
guaranteed premium. Very few, if any, 
companies have been so venturesome. 
Some companies are now offering loss- 
of-time policies which are continuable at 
the insured’s option, but are subject to 
the then applicable premium rate of the 
insurer. We have such protection after 
age 65 for a period of five years if the 
insured continues in employment, which 
is a supplement to our regular guaran- 
teed premium loss of time policies. 

It should not be assumed that the ad- 
justable premium continuable _ policies 
are a complete answer to all the prob- 
lems of cancellation or re-underwriting. 
The requirements of adequate premiums 
and reserves to insure solvency must be 
met. Careless underwriting cannot be 
cured by premium raises. Will the good 
risks continue after upward premium 
adjustments are made? Adjustable prem- 
iums do not protect other insureds from 
the potential malingerer, nor does it 
solve the problem of over- <p pag The 
determination of the class may he diffi- 
cult. Clearly, the cancellable policy still 
has its place for low cost coverage, and 


ments, 


labor costs, 


able, but have reserved 


adjust rates by 
indicates. 


the metropolitan 


also 


so has the full non-can policy for quality 
protection. 


New Problems Summarized 


The new problems of such continuable 
policies with adjustable premiums may 
be summarized as follows: 

(1) Should special reserves similar to 
non-can. be required? The recent report 
adopted _at the December, 1956, meeting 
of the NAIC answered this in the affirm- 
ative. This is necessary to avoid the 
unfortunate experience of some assess- 
ment insurance. It is anticipated that 
some insurers will object to maintaining 
these reserves as they want to keep 
their present premium scale. 

(2) How should such a policy be adver- 
tised? The FTC charged a number of 
companies with misrepresentation as to 
the continuance of the policy after pur- 
chase. The FTC and the NAIC stated 
in their rules that if a company referred 
to renewability, cancellability or termi- 
nation, it must disclose the provision 
relating thereto and any modification of 
benefits or premiums because of age or 
other reasons. Some of us have felt 
these general rules, or at least the inter- 
pretation in the guide thereto must, 
sooner or later, call a spade a spade in 
the non-can. field. 

(3) What language should be used in 
a policy to describe the policy or to 
define the class and premium adjust- 
ment? In reply to an inquiry on termi- 
nology, the large majority of Insurance 
Departments replied that they would 
require a guaranteed premium for a non- 
can. policy. Some of the same states, 
however, permit the use in such policies 
of the optional benefits on incontesta- 
bility, reinstatement and average earn- 
ings, which were intended for non-can. 
policies. 

(4) Is this a non-can. policv in the 
administrative and statutory field, in- 
cluding taxation? It was held in several 
Federal tax cases and in the Treasury 
Department regulations, under a Con- 
gressional Act defining a non-can. policy 
as a life policy, that a specified premium 
is required for such a policy. 


How to Classify for Statistical Purposes 


(5) How do you classify the adjustable 
premiums for statistical and annual state- 
ment purposes? It is believed that there 
should be a separate category for such 
premiums in the annual statement. 

(6) How does a company represent 
its position in the non-can. field if accu- 
rate statistics are not available? The 
answer to this would seem to depend on 
the proper classification of such premi- 
ums in the annual statement. 

(7) How is it possible to make certain 
that the agent will correctly describe 
the policy and not forget to say that 
the premium is adjustable ? 

To secure an answer to the question 
of terminology, the accident and health 
committee of the NAIC voted at its 
December, 1956, meeting to have a sub- 
committee on terminology. The legisla- 
tive committee of the HIAA also has a 
subcommittee on terminology for the ad- 
justable premium policies. The question 
of agent control is consider ably a ques- 
tion of responsible management and re- 
sponsibile regulation. 

The problem of public misunderstand- 
ing should not be passed over lightly. 
Sometimes an association is sold a policy 
which the individual member believes to 
be non-cancellable, although it is usually 
provided that while the individual cannot 
be terminated, the group can be termi- 
nated. When that does occur, consider- 
able disappointment has resulted. In 
certain instances, rather than terminating 
the group, premium adjustments have 
been made. 

We have seen some letters from policy- 
holders on those cases, and they do not 
indicate good public relations. When 
some life companies, on account of dis- 
ability losses, reduced dividends under 
life policies containing disability riders, 
considerable litigation resulted 

It is thus believed that the continuable 


Tookey On Welfare Funds 


(Continued from Page 43) 


supplemented by provisions for filing 
schedules of commissions and fees pay- 
able on funds subject to that law. 

5. “The life insurance business should 
cooperate with any state department 
preparing drafts of state legislation, in 
an effort to set an acceptable pattern 
both for disclosure and regulatory type 
bills and encourage state adoption of 
such proper regulatory legislation as 
may be evolved 

6. “The question of what department 
of state government should be given 
any authority created through state 
legislation should be left open, at least 
for the time being. Such authority might 
be split between two or more state de- 
partments, according to the _ subject 
matter involved.” 


Model Bill Developed 


It was then explained: “In connection 
with points 2, 4 and 5, the industry has, 
in cooperation with the NAT C, dev eloped 
a model bill for adoption by states in 
order that proper authority be given 
to regulate the operation of welfare 
plans at the state level. Most legis- 
latures meet for a full session only in 
the odd years and in 1955 quite a few 
bills were proposed but the only bill 
passed was in the state of Washington. 
New York passed the Mitchell bill in 
1956 and it is to be hoped that, with a 
model bill sponsored by the NAIC, most 
of the industrial states in which trus- 
teed welfare plans are an important 
segment of the business will adopt regu- 
latory legislation during 195 

‘Tt is the further hope of the insur- 
ance industry that if this happens the 
Federal Government will be satisfied 
with disclosure legislation and will not 
attempt to regulate the operation of 
these welfare plans. Also, if there is to 
be disclosure, it should not extend to 
cases not subject to collective bargain- 
ing. The effect of the Federal interest 
in welfare plans is extremely widespread 
and may have some far-reaching effects 
on the conduct of the Group insurance 
business.” Continuing, Mr. Tookey said: 


Labor for No Commissions 

“During the hearings of the Congres- 
sional investigating committees the top 
brass of the labor movement stated that 
most of the practices criticized arose 
from payment of commissions on Group 
insurance. They have gone on record 
that labor favors amendments to state 
laws which would permit insurance 
companies to write this type of Group 
insurance without commissions where 
the trustees did not wish to name a 
broker. At present many states have 
anti-discrimination laws which require 
that the net cost of Group insurance 
reflect the aggregate commission. ex- 
pense whether commission is paid in a 
particular case or not. 


“The insurance companies. writing 





policy with adjustable premiums is not 
the same as the orthodox non-cancellable 
and guaranteed renewable policy. It is 
not intended to criticize any other form 
of coverage, including that which has 
some non-can. aspects, and which should 
be given every encouragement as a most 
important contribution to the accident 
and sickness field. 

It is believed, however, that a non- 
cancellable and guaranteed renewable or 
continuable policy should be considered 
as heretofore to guarantee the premium, 
the benefits to the insured, the coverage 
of the risk and the continuable rights 
to a specified age. It thus resembles a 
life policy, and should have a distinctive 
label which heretofore has been known 
as non-cancellable and guaranteed re- 
newable. Several large companies, in- 
cluding the Mutual of Omaha, success- 
fully use the adjustable premium and 
insured’s option-to-continue provision 
without calling such a clause either non- 
cancellable or guaranteed renewable. 
This avoids ambiguity, and it to be 
commended. 

(To Be Continued) 


Group insurance have resisted the idea 
of direct business without a broker be- 
cause of the general dependence of the 
industry on the American Agency Sys- 
tem. On the other hand, it is difficult 
to answer the question as to why com- 
mission must be charged whether there 
is any service rendered by the broker 
or not. 

“We all agree that without the Ameri- 
can Agency System we would not have 
had the insurance companies to take on 
the insurance coverage resulting from 
welfare plans. On the other hand large 
Group coverages are usually the result 
of negotiation between the insurance 
company’s salaried Group _representa- 
tives and the policyholder. The commis- 
sion in such cases is given to the broker 
who controls the business as a finder’s 
fee rather than for service rendered. 
How can we persuade the general public 
that a finder’s fee must be paid whether 
the policyholder wants a broker or not? 
The general public is notably uninter- 
ested in the problems of any particular 
business. Very few of us hesitate to 
buy an automobile at dealer’s cost if 
we get a chance. 

“Tt is possible that in many cases the 
commission question is somewhat aca- 
demic so far as the vast majority of 
agents are concerned since most trus- 
teed welfare plans are very large and 
the number of agents affected very few. 
In fact a small finder’s-fee-commission 
might be charged on all such cases with- 
out materially affecting the per unit cost 
and in addition a service fee where the 
broker i is actually contributing the serv- 
ices which both the trustees and the 
insurance company are not required to 
pay for otherwise. T think you will all 
agree that this is one of the most diffi- 
cult problems which has arisen with 
respect to trusteed welfare plans. 

“This particular problem has not be- 
come any less acute since the Attorney 
General of New York rendered the 
opinion that self-insured trustee plans 
were exempt from supervision of the 
Insurance Department. If insurance com- 
panies must charge commissions to all 
cases, a further incentive to self-insur- 
ance arises and since self- insured cases 
are exempt from state supervision it 
would appear that Federal regulation 
would be inevitable in that area. 

“Even Federal requirements that are 
limited to disclosure may have _far- 
reaching effects on the overhead ex- 
pense rate for Group insurance in no 
way connected with trusteed welfare 
plans.” 

Before closing Mr. Tookey observed 
that a number of Federal bills have been 
proposed although none have been 
passed or seem likely to pass in the 
near future. 
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ment with the minimum contribution 
being not less than 25% of the employee 
premium on the casualty lines. Third, 
all administration is best handled from 
home office facilities as contrasted to 
full or  semi-self-administered cases. 
Fourth, an enrollment requirement aver- 
aging about 85%. Fifth, the sale, solici- 
tation and local administration must be 
handled by the writing agent or broker 
if costs are to be kept on a wholesale 
basis.” 

On the other hand, Mr. Hilliard noted 
the variance in industry ranks regard- 
ing evidence of insurability, age limita- 
tion, premium development, rates, and 
agents and brokers’ commissions. 

Concluding his remarks, he stressed 
that with more companies entering the 
small Group field and with more experi- 
ence being gathered, a great many ad- 
vances will be made in bringing to the 
10 to 25 life market broader coverage, 
greater flexibility and more liberal un- 
derwriting, all at proportionate Group 
rates. With the discovery of more eco- 
nomical administrative procedures, he 
felt the term “small Group” will be 
better descriptive of a still newer mar- 
ket—the Groups of less than 10 lives. 
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Selectyand 
consultyan 
independent 
insurance) 


agent}oer 
_ broker}«s- 


q INSURANCE: 


Defining 
Our 
Purpose... 


SELECT: To take by 
preference from among 
others; to pick out. 


CONSULT: To ask advice 
of; to refer to. 


INDEPENDENT: Not depend- 
ent; not subject to control 
by others; self-governing. 


Act of in- 
suring; a contract whereby 
one party undertakes to 
guarantee another against 
loss by a contingent event. 


AGENT: One who acts for, 





or in place of, another by 
authority from him. 





-you would 
your doctor 
or lawyer 


\). SFG, Seton \NSURANCE 
. eee i FIDELITY -SURETY BONDS 

United States Fidelity & Guaranty Co., Baltimore 3, Md, » Fidelity Insurance Co. of Canada, Toronto 
Fidelity & Guaranty Insurance Underwriters, inc., Baltimore 3, Md. 





aN 
> BROKER: 


One who brings 
parties together and 

assists in negotiating 
contracts between them. 


YOUR The: 


| Ml /AGENT 
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FRREINSURANCE, TOO, through its basic service to the insurance 
industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND HEALTH, BONDING AND MARINE LINES 


Home Office: 90 JOHN ST., NEW YORK 38, N. Y. | Midwestern Dept.: 1012 BALTIMORE BLDG., KANSAS CITY 5. MO, 

















